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- Between motors and machines... 


V-Belt 
Drives Run 
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Texrope drive transmits power from Allis-Chalmers 300-hp 
motor to crusher used in copper ore processing. 


yu drives are the vital link connecting longer and costs no more than ordinary belts; 
power and production line. As such, they must and the Vari-Pitch sheave — the low-cost way 
install easily, combine high efficiency with de- to obtain variable speeds. 
pendability, and require minimum maintenance. Whatever the application, there’s one best 
All these “vital link” characteristics are de- Texrope drive to do the job most efficiently and 
signed into Texrope V-belt drives by Allis- economically. To find out more, contact your 
Chalmers, originator of multiple V-belt drives. nearest Allis-Chalmers distributor, or write 
Texrope drives feature specific advantages such Allis-Chalmers, General Products Division, Mil- 
as: Magic-Grip sheaves with “‘easy-on, easy-ofi” waukee 1, Wisconsin. A-4696 
construction; thé grommet belt which lasts 40% 


Texrope, Magic-Grip and Vari-Pitch 
ore Allis-Chalmers trademarks. 


ALLIS-CHALMERS 
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AN-C-170 MIL-S5002 MIL-C-5541 AN-P32 
AMS-2402A USA-50-80-11A J.Q.D. No. 144B 
USA 57-93-2A 0O.S. No. 1374 USA 57-0-2C AN-P61 
A-XS-1607 QQ-P-416 QQ-Z-325 MIL-3151 — 
if you’re finishing under these or similar specifications, 
here’s how you can use Iridite: 










ON ZINC AND CADMIUM you can get highly corrosion 
resistant finishes to meet any military or civilian 
specifications and ranging in appearance from olive 
drab through sparkling bright and dyed colors. 


ON COPPER... Iridite brightens copper, keeps it 
tarnish-free; also lets you drastically cut the cost 
of copper-chrome plating by reducing the need for 
buffing. 

ON ALUMINUM Iridite gives you a choice of natural 
aluminum, a golden yellow or dye colored finishes. No 
special racks. No high temperatures. No long immer- 
sion. Process in bulk. 


ON MAGNESIUM Iridite provides a highly protective 
film in deepening shades of brown. No boiling, elab- 
erate cleaning or long immersions. 


AND IRIDITE IS EASY TO APPLY. Goes on at room temperature 
by dip, brush or spray. No electrolysis. No special equip- 
ment. No exhausts. No specially trained operators. Single 
dip for basic coatings. Double dip for dye colors. The pro- 
tective Iridite coating is not a superimposed film, cannot 
flake, chip or peel. 

WANT TO KNOW MORE? We'll gladly treat samples or send you com- 


plete data. Write direct or call in your Iridite Field Engineer. He's 
listed under “Piating Supplies” in your classified telephone book. 
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Deheenes Wanted (sé. 6cicackicicacsce —— 


F.pwin |]. ScHWANHAUSSER 
President, Worthington Corp. 











Getting more people interested in moving up the 
executive ladder should be a primary concern of to- 
day’s managements. Without the initiative and in-_ ————_——— 
centive, too much talent is wasted and lost. ai eee 








Ideas—By the Hundreds............41 _____ ee 


Ropert W. GaLviIn 
Executive Vice President, Motorola, Inc. : HR EN cate Skat Soe 


Business is constantly searching for ways and means ————--———— 
of doing things better. The prime source for these — = > 
items is the idea man. There are many of them in a 
company and it ismanagement’s job to unearth them. 


Fourteen Important eee t 


Roy A. FouLkKe oa? SEM tosh me ei 
Vice President, Dun & Bradstreet, Inc. 





The third in the annual series, this month’s ratios 
cover 36 manufacturing lines. They are devised so 
that management may have an easy guide for com- 
parisons with others in the same fields. 














What Is Operations Research?.......46 


ANNESTA R. GARDNER 
Industrial Editor 











Everybody has heard of OR, but how many can de- 
fine it clearly or tell where it should be used? DR&MI 
checked the experts, and here presents their opinions 
on this widely-discussed topic. MS Ac 





Dog Days in the Conference Room..48 


Benepict Ray 
Educational Advtsor Ae eet 
U.S. Army Supply Management Course 


By using parliamentary regulations, the conference 
should run smoothly and coherently to its appointed 
end. Too often though, leaders will take the letter 
of the law too seriously as this article shows. 








What Did the Unions Win ES: 
from GAW?......ccccccccecceee05Q ———— 


Acrrep G. LaRKE 
Employer Relations Editor 











With a million workers covered by supplemental un- 
employment benefit programs, it’s possible now to 
see how this substitute for guaranteed wages is shap-_ —————-——— 
ing up in U. S. labor agreements. 2 





Subscription: $5 a year in U.S.A., and Possessions, and Canada. Elsewhere $10. Single copy, 75 cents. 
Please state title and employing company when subscribing. 


Published monthly by Dun & Bradstreet Publications Corporation. Editorial, advertising, and sub- 
scription office: 99 Church Street, New York 8, N.Y., Digby 9-3300. Publication office: 300 W. 
Adams Street, Chicago, Ill. Dun & Brapstreet also publishes monthly International Markets and 
Dun’ s Statistical Review. The Dun & BrapsTREET organization serves American business in the pro- 
motion and protection of trade through its varied services supplying information on business enter- 
prises here and abroad, marketing and survey services, Municipal Service Department, and other 


fact-finding and reporting activities. 
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Heard in Washington............ 7 


Paul Wooton observes, listens, and reports 
on the business thinking in the capital. 
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The spirit of Christmas is abroad in the 
land—a time to pause, reflect, and consider. 


The Trend of Business...... 
The economic progress of 1955 in retrospect 
and a look at the prospects for 1956. 
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A stock-split means a lot of work for a lot 
of people. Here’s how GM handled theirs. 














Voice Of TOGOMES < 6.6 occeinsceene 30 
Business leaders speak on tariffs, electronics, 
automation, economic freedom. 














® Frontispiece e*eeseeeee#e#ee#eeee#e#enrnfeesetke#efee#eee#ee#*® 3 8 
Winter comes early, stays late in Fall City, 
Washington—photograph by Devaney. 














Highlights and Sidelights.........57 
Things-to-come in 1956, pitfalls to watch 
for, plus odd-but-practical plant ideas. 











Films for Management............65 
Reviewing the latest industrial films cover- 
ing human relations, plastics, sales. 


New Methods and Materials......69 


Year-end roundups on progress in old and 
new materials, production, and processing. 























Sales and Distribution.... 
New data on selling costs... trade show 
checklist . . . dealer profit-makers .. . briefs. 











Executive Bookshelf..... ere 
Short reviews of the latest and best litera- 
ture of interest and value to business. 
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Employer Relations..............84 
Survey shows where shoe will pinch in 
white-collar labor supply a decade from now. 














Here and There in Business.......91 


The latest products that will help execu- 
tives in the office and the plant. 











Next Month: Ethics and Executives 


The contemporary business scene in general and the executive level in 

particular have become fascinating subjects for a group of current 

novelists, playwrights, and movie scenarists. Whether their works are 

based on fiction or truth, a leading executive writes here that business 
- men need to seek greater spiritual meaning for their lives in order 
that they may be better fitted for combat in this area. 


Copyright 1955 by Dun & Bradstreet Publications Corporation. Copyrighted under International 
Copyright Convention. All rights reserved under Pan American Copyright Convention. The title 
Dun’s Review anp Mopern Inpusrry is registered in the U.S. Patent Office. 


This magazine is indexed in the Industrial Arts Index, in the Public Affairs Information Service, 
and also semi-annually in an index available upon request to the publishers.... Member ABC, 
BPA, NBP, SBME, and MPA, .... Printed in U.S.A. 
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BUILDS EXTRA~ SELLING POWER INTO_YOUR PRODUCTS 
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Custom production and 
precise metallurgical 
control --- 

make the difference in 


STRIP STEEL 


—and ... we might add... a difference 
in your product sales. 

ALAN Woop STEEL’s long-established 
practice of “‘custom-producing”’ precisely 
to your specifications under the highest 


standards known ... assures you of strip [RON PRopucrs 


“Swede” pig iron 








steel that contributes a dependable, du- _— Srex: Propucrs 
‘ Plates (sheared) 
rable quality to your products ... and yy pojiod sheets 
: : : Hot rolled strip 
which helps build reputation and repeat vind camakeds 
sales. Cold rolled strip 
: : ROLLED STEEL 
If you require strip or sheet steel—hot po) pi are 
or cold rolled—choose an integrated steel A.W. Avenir abrasive 
A.W. Super- 


lime 


specialist with modern, up-to-date, con- 
tinuous mills . . . one who understands 
your production problems and delivers 
according to your specifications. 


DIAMOND pattern 
A.W. Cut Nats 
MINE PRODUCTS 
CoKE 





Coat CHEMICALS 


ALAN WOOD STEEL COMPANY 


steelmasters for 129 years e CONSHOHOCKEN, PENNA. ; 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia 

New York e Los Angeles e Atlanta e Boston e Buffalo e Cincinnati 

Cleveland e Detroit e Houston e Pittsburgh e Richmond 

St. Paul e San Francisco e Seattle e Montreal and Toronto 

—A. C. Leslie & Co., Limited SM-6 
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Laclede-Christy Company Division of St. Louis is 
one of the world’s largest producers of refractories. 

Laclede plants in Missouri, Illinois, Pennsylvania, 
Alabama and Colorado ship fire clay brick, silica and 
high alumina refractories, plastic fire brick, refractory 
castables and mortars, refractory arch and wall tile 
and glass industry refractories to customers in the 


Divisions of H_ K. 


ALLOY METAL WIRE, PROSPECT PARK, PA. 

CONNORS STEEL, BSRMINGHAM, ALA. 

DELTA-STAR ELECTRIC, CHICAGO, ILL. 

Henry DISSTON, PHILDELPHIA, PA. 

ESECO, JOLIET, ILL. 

LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO. 
WATSON-STILLMAN 


United States, Europe, Canada and South America. 

Emphasis on “quality first’’ in manufacture gives 
Laclede Refractories an unsurpassed service value 
wherever they are used...a uniform, dependable, 
long-lasting performance in all types of industrial 
furnaces. That's why it will pay you to specify 
products by Laclede-Christy. 


Porter Company, Inc. 


LESCHEN WIRE ROPE, ST. LOUIS, MO. 

McLAIN FIRE BRICK, PITTSBURGH, PA. 

QUAKER PIONEER RUBBER, SAN FRANCISCO, CAL. 

QUAKER RUBBER, PHILADELPHIA, PA. 

THE RIVERSIDE METAL COMPANY, RIVERSIDE, N. J. 

VULCAN CRUCIBLE STEEL CO., ALIQUIPPA, PA. 
FITTINGS, ROSELLE, N. J. 


H. K. PORTER COMPANY, INC. 


Alcoa Building, Pittsburgh 19, Pa. 








If Congress will provide the 
money more trade missions will be 
sent abroad next year. The limited 
use of trade missions so far has 
convinced observers that they are 
very effective. Conferences set up 
with business men of many nation- 
alities have been able to explain 
how interchange of goods and 
commodities can be handled best. 


ee 


Talks at Geneva involving East- 
West trade made it clear that the 
little real 
interest in consumer goods. Their 


Soviet authorities have 
concern, thinly disguised, was with 
items that would strengthen their 
war machine. 


West Berlin has become indeed 
“the enchanted isle in a red sea.” 
Inadvertently the Russians have 
made possible a dramatic compari- 
son in Berlin of the effects of com- 
munistic and democratic systems. 
In West Berlin the rubble has been 
cleaned up, the shop windows dis- 
play all kinds of consumer goods. 
The and_ sidewalks 
crowded with hopeful, happy peo- 


stores are 


ple. Auto trafic crowds the streets. 
New 
everywhere. Five minutes away the 
rubble and desolation are still there. 


construction is in progress 


The people very apparently are un- 
derfed, ill and 
housed. Trading in stores is lim- 
ited. The iron hand of dictatorship 
frequently is clamped down. No 


clothed, poorly 


food packages can be carried in. 
It takes five east marks to buy one 
west mark. Delegations from all the 
NATO countries are being encour- 
aged, and in some instances sub- 
sidized, to see the contrast. 


An appraisal by the Commerce 
Department of the trade fair in 
Berlin indicates that the United 
States investment in the exhibits at 
Marshall House paid big dividends 


in encouraging hundreds of thou- 
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A member of the press gal- 
leriesof Congress since 1914, Mr. 
Wooton has had considerable 
experience in gathering news 
about economic and _ political 
developments. Press  assign- 
ments in the capitals of several 
European countries and Mexico 
helped to broaden his_back- 
ground. For 27 years he has 
secured statements of impor- 
tance to business men from 
“hard-to-reach” officials. 











sands of visitors that the American 
way of life is a good pattern to fol- 
low. From the trade angle alone 
the venture was profitable. While 
dollar prices did not mean much, 
visitors were much impressed with 
price tags in terms of the number 
of hours of work the prices repre- 
sent. The library of mail order cata- 
logs of American concerns was so 
popular that books worn out by 
handling had to be replaced every 
few days. 


From time immemorial big crops 
have been regarded as a blessing. 
Present-day officials dealing with 
the problems of agriculture find 
that 
which such crops do more harm 


there are conditions under 
than good. While it is not unusual 
for prices to decline from wartime 
peaks, the current situation presents 
field-day opportunities to the loyal 
opposition. Marginal and high cost 
farmers are in real trouble. Big 
farmers are doing well. They are 
the principal beneficiaries of the 90 
per cent principle. As that becomes 
more evident rigid parity is losing 
some of its® legislative support. 
Many farmers are far from un- 
happy, but they seem hesitant to 
under Benson’s 


enroll Secretary 


banner. 


Federal Reserve officials are 
awaiting with unusual interest the 


we be USE RY 


January report to be made by the 
Chicago Federal Reserve bank on 
a new type of study of the predom- 
inant characteristics of five cities. 
Other groups of cities will be stud- 
ied in turn. 


Officials, who a month ago ex- 
pected the President’s illness and 
the political uncertainties it engen- 
dered to retard the upward move- 
ment of the economy, are now con- 
vinced they overestimated the ef- 
fects of that incident. They expect 
expansion to continue. 

The growing feeling that the 
President may run again is credited 
in administration circles with the 
transitory effect of his illness on 
domestic business sentiment. 

While the vigor of the economy 
is evident, there is some concern 
among those who feel that some 
leveling off at this time is desirable. 
Others feel that there are enough 
drags on the economy to keep the 
boom from getting out of hand. 

No easing of monetary policy is 
in prospect. Intransigence of the 
Russians may make it necessary to 
increase rather than decrease de- 
fense spending both at home and 
abroad. With a presidential election 
in the ofhng the business situation 
comes in for particularly close scru- 
tiny in this political center. 

Statistics constitute one of the 
Government’s most valuable serv- 
ices. Federal statisticians feel that 
more should be done to acquaint 
the rank and file of business men 
with the worth of the data the Gov- 
ernment and private agencies col- 
lect. Some $60 million of federal 
funds is expended annually in gath- 
ering and compiling statistical in 
formation. Large concerns make 
extensive use of such data. Organ- 
ized promotion of their use should 
be undertaken, Federal statisticians 
feel. Not enough is being done, in 
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ALL SNARLED 


warehousing | 
and distribution 
problems? 


Let Lehigh untangle things for 
you! With our 35 years’ experi- 
ence and unmatched facilities, we 
know most of the answers to stor- 
age and distribution questions. 

We have facts marketers will 
welcome ...evidence that may 
prove our services can be more 
efficient and economical than 
operating your own warehouse 
and trucks. 

Our five modern warehouses 
and delivery fleets can put your 
products quickly into the rich 
New Yor? metropolitan area. We 
also operate the huge Horseheads 
center in upstate New York, and 
others in Atlanta and Richmond. 
Our big tank farm at Bayonne, 
N. J. unloads bulk liquids, stores 
and repacks for distribution at a 
saving. Lehigh saves you year 
round operating cosis; you pay 
only for services as used. Every 
manufacturer and shipper should 
know the Lehigh story. It’s good 
business. Write, phone or wire, 


LEHIGH 
Warehouse & 


Transportation Co. 


102 Frelinghuysen Ave. 
. Newark 5, N. J. 


Telephones: 
(N. J.) Blgelow 3-7200 
(N. Y.) REctor 2-3338 
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... thanks to BORG-WARNER engineering 


Figure the costs of scaffolding, paint, labor, production tie-ups. Add them up 
... then “X” them out... with Ingersoll Aluminum Roof Deck. 

These easily-installed modular panels are 100% rust-proof... never need 
paint inside or out. So they stay bright, throw more light, save you money 
year after year. 


Ingersoll Roof Deck . . . stronger than steel! 


A product of Borg-Warner's subsidiary, Reflectal Corporation, this cost-cutting 
roof deck beats steel for stamina. Pittsburgh Testing Laboratory certifies its 
load capacity at 44.5 Ibs. per sq. ft. on 8 ft. spans. This is 13.4% greater than 
the average of seven conventional steel decks. 

Ingersoll Aluminum Roof Deck withstands severe humidity conditions, is 
virtually indestructible. And it reflects radiant heat, thus saves fuel in winter, 
keeps temperatures down and efficiency up during summer. 

Plan your new plant under Ingersoll Roof Deck. It’s another Borg-Warner 
“first” . . . engineered in typical “Design it better—make it better” fashion. 





B-W engineering makes it work B-W production makes it available 


TT clits PRODUCT INDEX 


| A complete cross-reference of all B-W divisions, subsidiaries and 
_ i products serving the automotive, aircraft, agricultural, marine, home 
‘applionce and military fields and related industries. An invaluable 
listing for all executives. For a free copy, address: Borg-Warner 
Corporction, Dept. DR, P.O. Box 1119, Chicago, Illinois. 
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Almost every American benefits every day from the 185 products made by 


BORG-WARNER 
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their opinion, to call public atten- 
tion to the practical applications to 
which available figures can be put. 

Administration 
such measures as highway construc- 
tion, housing, or reciprocal trade 
are kept before the public system- 
atically. Programs of the various 
departments are propagandized in- 
tensively. Organizations in the sta- 
tistical field are conservative and do 


programs for 


little shouting from housetops. If 
the public can be brought to realize 
the value of statistical data Con- 
gress would not be so ready to cut 
appropriations for such work. It is 
believed, however, that some digni- 
hed way of “selling” statistics to the 
public will be worked out. 





Ten per cent of new power capac- 
ity going into use in 1962 will be 
nuclear, in the opinion of the direc- 
tor of the Reactor Development Di- 
vision of the Atomic Energy Com- 
mission. “Once the transition really 
begins,” he says, “it will “snow- 


ball’.” 


It looks as though business will 
not get much tax relief in 1956, 
although the vote-conscious leader- 
ship in both political parties will 
probably try to arrange for lower 
tax rates for individuals, particular- 
ly for those in the lower income 
brackets. 


The Treasury Department, 
caught between lower taxes and in- 
creased spending (for public works, 
the farm program) will be hard put 


to balance the budget. There -may 


be a deficit for fiscal 1957. 


The restriction of the rapid tax 
amortization program may not cur- 
tail spending for plant and equip- 
ment as much as some of its advo- 
cates claimed. Steel has had few 
fast tax write offs since the end of 
1953. Both steel and aluminum pro- 
ducers have gone ahead with plans 
for expansion without the help of 
tax benefits. All but one of four 
metals manufacturers who had re- 
cently applied for rapid amortiza- 
tion benefits said that they will go 


ahead with their expansion plans, 
regardless of the denial of the ap- 
plications. 

The Secretary of the Treasury’s 
position on rapid amortization was 
that it lost Government tax reve- 
nues unnecessarily, was unfair to 
companies not eligible for its bene- 
fits. Many applications were for 
expanded facilities needed not for 
am emergency reserve, but so 
that growing civilian requirements 
could be met in full even if a war 


should develop. 
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The Eisenhower Cabinet and the 
White House staff are hard at work 
drafting the proposals that the Pres- 
ident will make in his messages. to 
Congress in January. While in- 
creased postal rates for all classes of 
mail are on the agenda, it seems 
unlikely that, in an election year, 
they will be voted into effect. 


More money for public housing 
projects will be requested, as well 
as an extension of the 1957 dead- 
line on GI home loans. A slight 
faltering in the construction boom 
may be enough to encourage the 
enactment of these proposals. The 
fate of such planned proposals as 
disaster insurance and health insur- 
ance programs to be privately un- 
derwritten, but guaranteed by the 
Federal Government is somewhat 
less sure. 


The President plans to ask that 
the service industries and trade be 
covered by the Wage-Hour law and 
he probably will suggest some 
minor changes in the Taft-Hartley 
Act. For a “Domestic Point Four” 
program to aid areas of chonic labor 
surplus, $250 million probably will 
be asked from Congress. 


Recommendations for the legisla- 
tion in such controversial fields as 
tariff cutting, the admission of more 
refugees, Federal Power projects, 
and foreign aid are expected to re- 
flect no change in Administration 
policy, although the liberal elements 
in the Republican party appear to 
have gained some strength recently. 
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Plant production engineers and executives, 
and machinery designers have found thou- 
sands of applications for Diamond Roller 
Chain during the past 65 years ... They have 
found many times that results are accom- 
plished that would be very difficult by any 
other means. 

Performance is assured with economy in 
first cost and maintenance. High efficiency, 
long-life non-slipping operation and the 
universally recognized high uniform quality 
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continue to make Diamond Roller Chain first 
choice. 

Our experienced engineering staff is ready 
at all times to make practical recommenda: 
tions. 


DIAMOND CHAIN COMPANY, inc. 


Where High Quality is Traditional 
Dept. 422, 402 Kentucky Avenue, Indianapolis 7, indiana 


Offices and Distributors in Ali Principal Cities 


Please refer to the classified section of your local telephone 
directory under the heading CHAINS or CHAINS-ROLLER 


The Roller Chain 
4 DIAMON 
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ARE SMALL ASSEMBLIES 


A BIG PRODUCTION PROBLEM? 
Elgin can put your miniaturized assemblies 
into low-cost, volume production 
A first visit to Elgin’s assembly lines for miniaturized components is an 
amazing experience. You see the most modern equipment and 


methods applied to parts that are often nearly microscopic. You see 
skilled technicians deposit a day’s production in a pill box. 


All of Elgin’s experience, personnel and facilities are at your service in 
producing your miniaturized devices on a low-cost 
mass-assembly basis. Our engineer designers, too, 
are eager to work with you in solving space 
nia compression problems. Get the complete story 
a” ae on Elgin’s miniaturizing—from design 
r to production line. Write or call today. 





Free Booklet Gives Facts 
Write today for “Practical Miniaturization” 
Booklet tells how Elgin makes miniaturization practical. Practica) 
Miniaturization 
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ELGIN NATIONAL WATCH COMPANY 


ORDNANCE DIVISION ® ELGIN, ILLINOIS 
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Se wheels of industry, trade, and agriculture turn 
ceaselessly and productively all over the land. Com- 
petitive tensions stretch taut in the market place as men 
vie for material advantages. It’s all part of the necessary 
business of making a living. Yet men cannot live by bread 
alone, nor stock dividends, nor salary checks. ‘The spirit 
needs food as well as the body, and there comes a season 
of respite when men pause for the moment of reflection on 
a simple incident in the Judean hills that occurred nearly 
two millenia ago. 

Astronomers measure time by the stars. Business men, 
historians, and churchmen mark the calendar from the 
rise of a single star, the Star of Bethlehem which beckoned 
to the Wise Men, one thousand nine hundred and fifty- 
five years ago. In the long parade of years designated by 
‘“A.D.,”” humanity has recorded many of its slow gains: 
social, political, and religious. 

The spirit of Christmas is essentially the impulse of joy. 
The holiday itself belongs to the layman and his family. 
Christmas became the symbol of individual freedom when 
feudal tyranny was breaking up in medieval Europe. It 
was the star of hope that heralded the awakening of the 
common man after long centuries of slavery and abuse. 
Christmas was the day of rejoicing as darkness lifted from 
the hearts of the lowly. 

The symbols change in character and emphasis, but 
never in principle. Kris Kringle, Santa Nicolaus, and 
Santa Claus belong to young hearts, who are inspired by 


noble and generous impulse, and who shame the selfish 
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and ignoble attitude among the doubters and pessimists. 
Dickens recaptured the fundamental spirit of Bethlehem 
in his Christmas Carol, an allegory of superb craftsman- 
ship in which, hope, and charity are pitted against penury, 
meanness, and cynicism. There must always be a ‘Tiny 
Tim Cratchit to open the heart of Ebenezer Scrooge every 
Christmas in England, America, and throughout the | 
world where the yule log burns, where children gather at 
the crib, and where neighbors sing “‘Wassail.’”’ The trees 
gleam with baubles, the windows cast their rainbow hues 
in the darkness, and the radio and television waves carry 
the Christmas tidings into every home. 

The Christmas carol itself has come down from the 
Middle Ages, from peasants of the land, and craftsmen of 
the towns, but some of the carols are of more recent origin. 
In 1868, Phillips Brooks, a Boston clergyman, wrote the 
words and Lewis H. Redner the music of “O Little Town 
of Bethlehem,” a carol to live with “Silent Night,” written 
by the Austrians, Joseph Mohr and Franz Griiber. Many 
religious leaders have carols to their credit. 

The business world recharges its spiritual batteries dur- 
ing the Christmas season in expressions of good-will, in 
the exchange of greetings, because Christmas is the most 
human of all religious holidays, a time in which the mind 
of man is enriched in the act of giving, and is ennobled in 
the moment of being humble. It is a season when the gage | 
of values rubs off the instruments, when the inch, ounce, 
penny, and second are meaningless. before the eternal 


present of an event which is timeless in the hearts of men. 
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Modern Truek Features 





Chevrolet trucks have got it! A full 
list of modern features that mean 
better business—on the job today 
and at trade-in time tomorrow! 


When you get right down to it, any truck without 
all of Chevrolet’s Task-Force features is still living 
in the past. Why risk losing money with an old- 
fashioned truck—both on the job and at trade-in 
time—when you can get a T'ask-Force model with 
the industry’s most advanced features? 


Most modern power—V8 or 6. There’s longer life in Chevrolet 
V8’s (extra cost in most models). With their short- 
stroke design—shortest of any leading truck—you 


NEW CHEVROLET 
lask-Force TRUCKS 











that Mean Business! 





can count on less friction and wear per mile. If 
you go for sixes—Chevrolet’s gas-saving valve-in- 
head sixes are famous for their dependability. All 
engines are sparked by a modern 12-volt electrical 
system for quicker starting and smoother going! 


Most modern comfort and safety features. New efficiency- 
boosting advances like panoramic windshield, High- 
Level ventilation, softer seat action and concealed 
Safety Steps! 


Most modern chassis features. New suspensions; new, more 
rigid frames; Power Brakes standard on 2-ton 
models! 

See your Chevrolet dealer for details. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 
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NOW! Clean, 
Easy-to-Read 
Carbon Copies... 
Every Time 

M & V makes the difference! 


Copies made with M & V Car- 
bon Papers are pleasingly 
different—and for very special 
reasons. M & V has deep-down 
“copyability.”’ Letters in every 
word come out clean and crisp 
right through to the last copy. 
Your copies read like originals! 


What’s more, M & V stays tough 
far longer than ordinary carbon ~ 
papers, because M & V combines 
a superior carbon formula with 
the finest imported tissues. And 
you can now get sharper origi- 
nals, too! In addition to carbon 
papers, M & V offers you a com- 
plete selection of inked ribbons 
for every typing job. 





> Slowdown in New Car Sales 
» New Peak Ahead in Building 


» Failures Rise More than Usual 


ROBERTS PHOTOGRAPH 


100). Maintaining this peak level is 


contrary to the seasonal pattern for 


, yrevious three quarters. Again there 
Pause but Not Recession spies oamaaeett ig. 
was some apprehension recently 


Before it expires, 1955 will be that national output would lose | November, when industrial produc- 
momentum in the final quarter of 
1955. But one of the clearest indi- 
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hailed as the year in which the tion usually declines. 


American economy produced more 
Ask your stationery supplier 


for one of these top-quality 


goods, jobs, and dividends thanever  cators of the 


Steel Stays Short 


before. growth of the economy was the 





The nation’s total output rose by 
about 8 per cent over 1954—con- 
siderably more than the population, 
which has been rising by about 2 
per cent a year. It seems most un- 
likely that this rate of growth can 
be repeated in 1956. If it were, then 
the actual physical expansion in 
output would be even larger than 
that in 1955—an improbable occur- 
rence when basic industries 
are scraping against output 


better-than-seasonal performance of 
industrial production during No- 
vember. 

Early information from most 
areas points to a continuation in 
November of the record high level 
achieved in the previous month 
when the Federal Reserve Board's 
index of industrial production rose 


to a new peak of 146 (1947-1949== 


Although steel-making has been 
roaring along at a white-hot pace, 
shortages still persist in many in- 
dustries. There were scattered re- 


ports of layoffs in small- and 


medium-sized companies’ which 


were unable to get the steel they 
needed. Buying of steel from ware- 
houses, at premium rates necessar- 
ily, was much more common last 

month than a few months 


ago. Steel-making in Novem- 
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to the all- 
time peak reached during the 
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While there is likely to be 
a slowdown in the rate of 
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previous month. A new rec- 





economic growth for 1956, SELECTED Latest Previous YEAR ord annual output of about 
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equated with a recession. Steel Ingot Production.... 239 239192 sured. This would top 1953's 


Ten Thousand Tons 


Most ecc ists < : Sa 3 total by 5 per cent. 
Most economists and other Bituminous Coal Mined... 102 98 9] Firs 


business observers look for Hundred Thousand Tons The steel shortage delayed 





the first half of 1956 to ex- Automobile Production... 204 209 159 the production of freight 
ceed that of 1955. Commerce eee tet ee cars which are badly needed 
. 4 lar nat > "a () “4 ( ) ( 29 : 4 : 
Secretary Weeks goes even Electric Power Output... I115 1088 932 to alleviate the shortage of 


Ten Million KW Hours 
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turthe r, expects both halves Freight Carloadings...... 772 797 693 xcars de scribed as the 
of 1956 to top this year. Busi- Thousand Cars most serious In peace-time. 
ness activity iS generally eCX- Departme nt Store Sales.. 142 128 130 Most auto-makers have 
Index Number (1947-1949= 100) . 
pected to be given an added been able to secure steel for 
E11; gp sek Wholesale Prices......... see. eee 2G Ra Re alata 
ip in the months aheac sadam Memabee (1940-10000, 1000 their record-smashing assem- 
by record consumer spend- Bank Clearings.......... 1271 102 103 bly lines; cars were pro- 
ing, higher business expen- Hundred Million Dollars duced at the peak pace of 
ditures for inventories and Money in Circulation..... 307. 305—=— 302 more than 29,000 a day last Ji 
pit oi pee anent Hundred Million Dollars th D t tH . Id a : 
capité ovements, anc ) | - month. Despite the mik a 
al Business Failures......... 214 207 208 iam CG 4 Carbon Paper 
more Government spending. Suaiine-of Pelbaias consumer reaction to the and Inked Ribbons 


new 1956 models, auto-mak- 
ers are planning a record 


While a slowdown in total 
output had been widely ex- 
pected for the third quarter, 
gross national product main- 
tained the momentum of the 


Steel and clearings for week ended November 26; all 
others for prior week except sales and money for Nov- 
ember 12. 

Sources: Amer. Iron & Steel Inst.; Bureau of Mines; Auto- 
motive News; Edison Elec. Inst.; Assn. of Amer. Railroads: 
Bureau of Labor Statistics; Dun & Brapsrreer, INe. 


Mittag & Volger, Inc., Park Ridge, N.J. 











output for December, ensur- 
ing a total for the entire year 
of more than 8 million cars, 
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Model EX Hand-Lift Pallet truck. Capacities 2500 to 6000 Ibs. 













considerably above the previous 
peak of 6.7 million cars in 1950. 

Auto dealers in many parts of 
the nation were generally disap- 
pointed with the consumer response 
to the new 1956 models. Many deal- 
ers are much less optimistic about 
the sales outlook than they were a 
year ago when sweeping changes 
in styling attracted many buyers. 
Tighter credit and the recent wide- 
spread distress selling are looked 
upon by many dealers as probable 
depressants in the months ahead. 

Although the automobile indus- 
try abounds with optimistic fore- 
casts of another new peak, many 
economists and other observers ex- 
pect a decline of about 10 per cent 
in 1956. 

Tool-and-die producers, who de- 
pend heavily on the automobile 
industry, are happily anticipating 
heavy orders in 1956, since most of 
the 1957 model cars are slated to be 
considerably changed in appear- 
ance. 

Soft spots in the economy were 
in short supply according to the 
November survey by the National 
Association of Purchasing Agents 
of 200 of its members. Manufac- 
turers’ new orders continued to 
mount steadily. Most of the pur- 
chasing agents surveyed—86 per 
























were even with or higher in No- 
vember than during the previous 
month. Almost all—93 per cent— 
noted that November production in 
their companies equalled or topped 
the level of the prior month, a 
contra-seasonal performance. While 
most purchasing agents—53 per 
cent—reported that prices 
higher last month, this percentage 
is considerably smaller than in re- 
cent months. In addition to steel, 
these items were also in short sup- 
ply last month: aluminum, nickel, 
kraft and fine paper, selenium, ti- 
tanium, cement, and glass. 


were 


Factory Jobs Below Peak 


More people were at work last 
month than in any other November 
on record, according to preliminary 
information from many sections of 
the country. The rise of 3 million in 
the number of jobs since the Fall of 
1954 was more than enough to pro- 
vide jobs for the estimated 600,000 
new job-seekers, while substantially 
reducing unemployment at the 
same time. Last month, unemploy- 
ment held close to the 2.1 million in 
October, a virtually irreducible level 
during a time of prosperity when 
many marginal workers are attract- 
ed to the labor force. 
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Once a treasured luxury, sugar—now 
an everyday energy food —suddenly 
and dramatically has become an ele- 
ment of fascinating promise to in- 
dustrial chemists. 


Over the past 100 years, the sugar 
industry has steadily improved its 
techniques for extracting this “‘con- 
centrated sunshine” and refining the 
crystallized grains. World consump- 
tion amounts to 43,000,000 tons 
yearly. Of this vast sugar mountain, 
96% is required by the human fam- 
ily in beverages, preserves, candies, 
dairy products, bakery products and 
other foods. The U.S. uses more than 
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‘Vision is Indispensable to Progress” 





New textiles, new plastics, 
new cleansers—from giant teaspoons of sugar 


8,300,000 tons of sugar annually — 
more than 100 pounds for each 
American! 


Newly discovered Sucro-Chemis- 
try is about to enter a brilliant era of 
development with sugar as the key 
ingredient. In the laboratory, sugar 
and its by-products have already 
made new fibers for clothing, new 
wonder-working detergents and 


BANKERS TRUST COMPANY 
16 WALL STREET, NEW YORK 15, N. Y. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


emulsifiers, different, delicious tooth 
paste. Future sugar-based products 
will include plastics, adhesives, in- 
secticides, and solvents. 


With characteristic energy nour- 
ished in our atmosphere of free com- 
petition, the sugar industry looks 
ahead to a still larger part in the 
nation’s economy and a greater des- 
tiny of achievement. 


DECEMBER 





























service—anywhere! It’s a plan that can relieve you of 


many of the “headaches’’ of car ownership and mainte- 
nance... relieve you of capital investment in equipment 


... give you cars that will be a credit to you and to your 
business. 





No Capital Investment 


Hundreds of businesses throughout the United States prof- 
itably use cer rental as the answer to their automobile 
personnel problems. They find it far easier, more conven- 


ient to lease cars from Robinson for their executives, field 
men, salesmen, etc. 


Get Full Details 


Send the coupon, without the slightest obligation, for full 
information about the Robinson Auto Rental Plan. 


Learn all the advantages you can enjoy under this plan. 
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e License plates 


and everything 
with local \aws. 






else needed to comply 
e New Cars at Regular intervals 
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@ All Repairs 
With Robinson 





paying the bills. 







e Towing and Lubrication ee 
With Robinson paying the 







@ Tires Repaired and a lll 
ality tires the yea ar treads If 
Save tires in winter’, rege 
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suramer. 
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o- narrahor tn problems, no capits ti 
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iv one model clean, smart, de- 
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e Complete Winter hop Om 
With Robinson paying 






ROBINSON AUTO RENTAL 
Division of The Hertz Corporation 
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E SEND THIS COUPON! 


§ OSE Se ay «(En a nerd 
To: Robinson Auto Rental, 
7 Division of The Hertz Corpora- Company piletia 
? tion, 229 Sowth Hanson St. Address 
4 Philadelphia 39, Pa. Please rush er 
information on how | can save City_ Zone State ae: 
£ Capitai wth the ROBINSON 
@ AUTO RENTAL PLAN. 


The number of cars we operate is 
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FOR YOUR EXECUTIVES, FIELO MEN, SALESMEN, ETC. 


Investigate the Robinson Auto Rental Plan. It’s based on 
our 25 years’ experience in serving large and small busi- 
nesses with reasonably priced, efficient automobile lease 
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tailers in the South and Northwest. 
while the smallest rises were re- 
corded in New England. 


demand for new cars, the most siz- 
able year-to-year gains were made 
by auto dealers last month. In Oc- 
tober, auto sales were up 22 
cent from a year ago, compared 
with the rise of 8 per cent in total 
retail trade. 


moved up slightly in November 
from the level of 16.9 million jobs 
in the prior month. While they 
were at the highest level in two 
years, factory jobs were still down 
slightly from the all-time high 
reached in November 1943. The 
average weekly earnings of factory 
workers amounted to the unprece- 
dented total of $78.69 in October. 
Automobile workers have been av- 
eraging more than $100 a week for 
several months now. 


Registering Pleasure 


Cash registers were as busy as 
squirrels in the Fall as retail trade 
exceeded seasonal expectations last 
month. Merchants in most cities re- 
ported that the Christmas shopping 
season began during the first week 
in November—considerably earlier 
than in recent years. A new record 
volume of about $19 billion in De- 
cember retail trade seems assured, 
considering the rapid pace of con- 
sumer demand in recent months. 
Preliminary information from 66 
cities indicated that total retail trade 
in November probably amounted to 
$15.5 billion, a new high for the 
month and 7 per cent above the year- 
ago level. The most pronounced 
year-to-year gains were scored by re- 


Despite recent declines in the 
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~ UNREADABLE 
NEW SHREDMASTER Soho COME OUT 
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Portable office paper shredding machine 
quickly, easily, and effectively destroys 
confidential papers and obsolete records 
in your own office. Quiet, compact. Safe 
and easy to operate! New low price! 


FREE 10-DAY TRIAL. 


Write for free illustrated descriptive folder 
with details of 10-day trial. 


Ask for brochure # 22 
Fhe SHREDMASTER @../. 
9 East 40th Street, New York 16, N. Y. 


Manufacturers of the most complete line of 
Office and industrial Shredding Machines! 
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A Division of Self Winding Clock Co., Inc. 











22 per 


Collections last month continued 


at the relatively prompt pace of 
recent months, according to reports 
from many parts of the nation. 
There was generally much less tar- 
diness than there was a year earlier. 
Retailers continued to offer very 
easy credit terms, while bad debts 
remained negligible. 


BETTER MARKING 
EQUIPMENT 
by industrial 


FOR PRODUCTION LINE 
MARKING,DATING AND CODING 


Unmatched for high speed performance and 
economical, efficient operation. 


Before you make any decision on marking 
equipment, get full information on Industrial. 


You'll be glad you did! 
Write for Industrial’s new Catalog — today. 


De pt. DR, 
8 quipment 





DM dustrial av /@ arking 
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454 Baltic Street, Brooklyn 17, New York 
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Profits Near Peak 


During the first three quarters of 
1955 most corporations scored sub- 





This is a Business Conditions 
Staff Report, prepared largely 
from information gathered in 
140 Dun & BrapsTREET offices 
in 46 states. 














Send for free interesting booklet— ee 
‘*Famous Financial Transactions’ 
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But galvanizing works a 24-hour shift 


Look at a modern plant anywhere and you'll see Wherever iron and steel products need longer 
zinc galvanizing on the job full-time. From fences  life—industry, farm, home—zinc galvanizing is on 
to ducts, from steel siding to downspouts and _ the job. That’s why so many of America’s lead- 
drains, galvanizing is providing real protection § ing steel mills and metal product manufacturers 
against rust and corrosion, adding longer life and count on Eagle-Picher, a basic source of zinc for 
utility, saving industry money. galvanizing. 


Zinc for galvanizing is among hundreds of Eagle-Picher products 
for homes and broadly diversified basic and growth industries 


Divisions and principal products...MINING & SMELTING DIVISION, zinc, lead, ger- 
manium, cadmium — OHIO RUBBER COMPANY DIVISION, molded and extruded rubber 
products — INSULATION DIVISION, aluminum combiration storm windows and doors, 
, mineral wool insulations, diatomaceous earth products — FABRICON PRODUCTS DIVISION, 
automobile products, plastics, waxed paper and cellophane food wrappers — 
PIGMENT DIVISION, lead and zinc pigments and oxides. We welcome opportunities to 
share our research, production and application experience. Drop us a line. 


EAGLE-PICHER 


The Eagle-Picher Company e General Offices: Cincinnati 1, Ohio 





Since 1843 
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do you have an 


imagineering department? 


Take a good look at your product! 
Now take a good look at some of the outstanding features 
0h 2. POWER PRODUCTS 2-cycle engine! 


© LIGHTWEIGHT — 60% lighter 
than most ordinary engines of equal 
horsepower. You can redesign for 
greater portability. 


Imagine what this POWER 
PRODUCTS 2-cycle Lightweight 
Engine can do for your products! 


It opens many new product 
ideas to imaginative engineers 
looking toward tomorrow’s 
portable equipment. Write today 
for full information. 


® EXTREME TILTABILITY — perfect 
performance at any angle — no oil 
to spill out, no lubrication 
problem ~— no need to be saddled 
to a single position. 






POWER PRODUCTS 


CORPORATION 
GRAFTON . WISCONSIN 


World’s Largest Builders of small 2-cycle industrial engines 
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stantial gains in net profits after 
taxes. The total for all corporations 
was 28 per cent above the 1954 level, 
while profits of 749 of the nation’s 
largest corporations were up 31 per 


cent. The total for the entire year. 


will be very close to the $22.1 billion 
chalked up in 1950 when the Ko- 
rean boom boosted business in 
many lines. In the study of the net 
earnings of 749 major corporations 
by the First National City Bank, 
the sharpest gains were achieved 
by textile and apparel manufactur- 
ers (up 88 per cent) and iron and 
steel producers (up 85 per cent), 
while makers of electrical equip- 
ment and radio and television sets 
had an average decline in profits of 
2 per cent, compared with the first 
three quarters of 1954. 

Total net profits after taxes will 
fall slightly short of the record in 
1950; dividends are headed for a 
new all-time record, although cor- 
porations are retaining a_ larger 
proportion of their earnings than 
they did in recent years. 


New Boom in Building 


Construction, one of the essential 
Hy-wheels of the current boom, is 
slated to whirl even faster in 1956, 
according to thé Federal Govern- 
ment’s estimate of the outlook. A 
joint estimate by the Departments 
of Commerce and Labor (which 
has usually underestimated con- 
struction in recent years) calls for 
a rise of 5 per cent next year to a 


FPaILURES BY Divisions or INDUSTRY 


Number 
10 Months 


Liabilities 


Current liabtlities in 10 Months 


millions of dollars) 1955 1954 1955 1954 
Mininc, Manuracturine .1815 1899 $131.3 $145.7 
Mining—Coal, Oil, Misc. 44 37 4.3 7.9 
Food and Kindred Products 139 150 12.6 14.46 
Textile Products, Apparel... 416 454 20.9 23.8 
Lumber, Lumber Products. 264 282 11.4 13.3 
Paper, Printing, Publishing 9%5 106 3.8 8.3 
Chemicals, Allied Products. 43 64 3.2 4.9 
Leather, Leather Products 75 83 4.3 5.9 
Stone. Clay. Glass Products 42 48 1.7 1.6 
Iron, Steel and Products. . 98 97 10.7 9.3 
Machinery... 235 243. 3224 355 
Transportation Equipment. 40 42 3.9 4.8 
Miscellaneous. ........... 324 «6.288 «= 21.8 16.1 
Wuotesace Trape....... 976 948 41.7 44.5 
Food and Farm Products.. 231 242 #10.3 11.4 
MOE ha caret cthedcabsae: oe 39 2.0 1.1 
Sere en oa 4] 52 1.4 2.2 
Lumber, Bldg Mats, Hdwre. 111 93 5.5 4.1 
Chemicals and Drugs...... 32 37 1.1 0.8 
Motor Vehicles, Equipment 60 48 1.7 i.7 
Miscellaneous. ........... 446 437 19.8 23.1 
Reram Trape...........4473 4588 98.2 126.5 
Food and Liquor......... 885 832 15.5 12.0 
General Merchandise...... 162 159 4.5 6.5 
Apparel and Accessories.... 718 675 14.1 12.8 
Furniture, Furnishings.... 616 785 17.5 39.1 
Lumber, Bldg Mats, Hdwre. 269 254 8.6 8.0 
Automotive Group....... 440 508 98 18.8 
Eating, Drinking Places... 807 817 16.8 15.5 
WS a eee 104 i31 2.2 4.0 
Miscellaneous. ........... 472 427 9.3 9.9 
Cee TRU TNIN .. 5 osc a ava evo 1135 1065 66.1 44.0 
General Bldg Contractors... 361 Bee | ee 4 2 
Building Subcontractors... 712 645 27.7 19.0 
Other Contractors........ 62 45 7.3 2.7 


Commerciat Service..... 717 736 27.6 26.8 


Tora. Unrrep Srares....9116 9236 365.0 387.5 


Liabilities are rounded to the nearest million; they 
do not necessarily add to totals. 
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new peak of $44 billion. Increased 
spending for highways, schools, 
utilities, stores, and industrial build- 
ings, and other structures will more 
than offset the dip in housing starts, 
according to this estimate. 

The decline in housing. starts, 
which became noticeable in Sep- 
tember following the tightening of 
credit at the end of July, will prob- 
ably be very slight in 1956. Albert 
Cole, the Administration’s number 
one housing ofhcial, says that the 
Government will strive to assure 
about 1.25 million new housing 
starts in 1956. This would compare 
with the 1.3 million units in 1955 
and the all-time peak of 1.4 in 1959. 
In October new housing starts rose 
slightly from the rate of 1.23 mil 
lion in the previous month. 

Things to watch for in: 

December—Retail trade—Will 
it reach another record for Christ 
mas shopping, thus clearing shelves 
and ensuring healthy orders in Jan- 
uary and February? 

December—Spending for new 
plant and equipment—The decisions 
of executives about capital spending 
in the first quarter of 1956 will give 
a significant clue to business pros 
pects next year. Early indications 
point to a further rise in spending. 

January—New cars sales—Will 
automobile demand beat the unusu 
ally high mark of January 1955° 
The answer should provide an in 
dication of auto output in the 
months to follow. 

February — Unemployment — 


Tue Farture Recorp 


Oct. Sept. Oct. P.C. 
1955 1955 1954Chg.t 
Dun’s Farnure Inpex* 
Unadjusted 41.9 37.5 39.9 + 5 
Adjusted, seasonally 44.6 43.6 42.4 + 5 
NumBer or Faitures 919 822 871 + 6 
Numser by Srze or Dest 
Under $5,000 145 129 150 — 3 
$5,000—$25,000. 469 388 447 + 5 
$?25,000—$100,000. 48 227 220 +413 
$100,000 and over. 57 78 54 + 6 


Numser spy [npustry Groups 


Manufacturing 180 168 189 — 5 
Wholesale Trade. . 85 99 91 — 7 
Retail Trade..... 437 366 414 + 6 
Construction... 136 114 109 +25 


81 75 68 +19 
(LIABILITIES in thousands 

CuRRENT... $34.777 $33,120 $29,000 +20 
pe 34.777 33,348 29,308 +19 
*Apparent annual failures per 10,000 listed enter 
prises, formerly called Dun’s Insortvency INpDex. 
tPer cent change, October 1955 from October 1954. 


Commercial Service 


3usiness Fartures include those businesses 
that ceased operations following assignment 01 
bankrupicy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment, 
voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


CurreENT Liasiities, as used in The Failure 
Record, have a special meaning; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not in- 
clude long-term, publicly held obligations. Off- 
setting assets are not taken into account. 
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DETROIT SELECTAFLOW CONTROLS 
greatly amproved by 
MUELLER BRASS CO. FORGINGS 





One of the finest thermostat control 


mechanisms for year-around air-conditioning 
systems is the automatic SELECTAFLOW, a 
product of the Detroit Controls Corporation. 
To maintain the high quality of this 

efficient unit and at the same time speed 


up and simplify assembly, the body, 





bonnet and side cover are being forged 
and completely machined to close 
tolerances by the Mueller Brass Co. In all, 
thirty-four machining and finishing 
operations are performed. This is but one 
more example of how Mueller Brass Co. 
machined forgings have improved a product 
and speeded production. With a wide 
range of copper-base alloys for forgings, 

a tremendous background of product 
engineering, and facilities for precision finish 


machining, the Mueller Brass-Co. can 





supply machined brass or bronze forgings 
to your exact specifications. It will pay 
you to consider Mueller Brass Co. forgings for your new or 


redesigned products. Write us for full color catalog and technical information. 


MUELLER BRASS CO. 


co 
STREAMLINE 
PRODUCTS “Ne 


PORT HURON 46, MICHIGAN 
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New Milcor ‘‘B’’ Section 
Wide rib provides greater strength 


presents attractive, fiuted surface 


when the underside is exposed 


Now a New, Wider, 
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Longer Span 


Milcor Steel Roof Deck 


means greater savings in time and money 


New Milcor “B” Deck has been de- 
signed to save time and money in the 
construction of your next building. 

As builders know, steel roof decks 
can be installed more rapidly than 
other types of roof decking. They 
are factory-fabricated to fit the job, 
reducing field labor. 

But Milcor “B” Deck goes up 
even faster because it is 24 inches 
wide, covers much greater area per 
hour of labor, requires fewer welds. 


MiLCoOR stTEEL ROOF DECK 





With Milcor “B” Deck, your roof 
construction job will proceed quick- 
ly, your other operations will be 
under cover sooner, and you can 
move into the building earlier—this 
means savings of time and labor costs. 


Milcor “B”’ Deck is available in 
12 through 20 gauge — Ti-Co gal- 
vanized or prime-painted. Ask your 
architect or contractor. Catalog 240 
will be sent upon request. 


Milcor ‘‘A’’ Section 
Still the standard of the 
industry for closed-rib decks. 


¢NLAND STEEL PRODUCTS COMPANY 


4049 WEST BURNHAM STREET 
OFFICES IN: BALTIMORE * BUFFALO ¢ CHICAGO U 
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Can the economy provide jobs for 
the new graduates at a time when 
many seasonal jobs are ending? 


Unusual Rise in Failures 


Business failures in October rose 
more than seasonally to 919, the 
highest total in five months. Fail- 
ures were up 6 per cent from a year 
ago and at the highest October level 
since 1940, 

Failures occurred at the rate of 
almost 45 for each 10,000 enterprises 
listed in the Dun & BrapsTREET 
Reference Book, according to Dun’s 
Farure Inpex, which projects 
monthly failures to an annual rate 
and is adjusted for seasonal varia- 
tions. The October failure rate was 
exceeded only once since July 1942; 
in November 1954 it reached 46. 
However, it was noticeably below 
the rate of 67 in October 1940. 
their first 
years of operation continued to pre- 


Companies in five 
dominate among failures, account- 
ing for 61 per cent of the October 
total. The largest portion of the 
failures were businesses begun in 
1954; they made up 21 per cent of 
the total. 

Manufacturing and retailing had 
the highest failures since June, com- 
mercial service since January, and 
construction since March 1954. The 
decline in wholesalers’ failures was 


concentrated among food dealers, 


whose toll was the lowest level since 
1952. The rise in manufacturing 
failures came largely from the food 
and printing industries. Failures 
were up in all retail lines except 
apparel, with a sharp rise in food 
stores and building material deal- 
ers. The latter group had the high- 
est failures since 1941. 

The year-to-year decline in manu- 
failures 
printing was the only major indus- 
try with failures October 
1954. Failures in most retail lines 
were slightly below or even with 


facturing was general; 


above 


a year ago, but there was a marked 
rise in failures in apparel stores and 
building material dealers. 

Of the nation’s nine regions, only 
New England and the West South 
Central States did not report a rise 
in failures in October. A sharp in- 
crease appeared in the Pacific States 
where the toll was the highest in 


five months in California and 
Washington. States with more- 
than-usual increases in October 


failures were South Carolina, Ten- 
nessee, Colorado, and Arizona. 
Changes from October 1954 were 
mixed with no change in one, de- 
clines in three, and increases in five 
—the Middle Atlantic, South Atlan- 
tic, West North West 
South Central, and Pacific states. 
During the first three weeks of 


Central. 


November, business failures re- 


mained higher than a year ago. 










"/ love my New Order Desk. 
/ find or file an Order or a 
Master in Seconds / 


My Boss is in better humor, too. 
Before | was on my feet as much 


as at my desk” 


WASSELL CORRES-FILE 
ORDER DESKS 


give finger tip control of all records. 
Cards and correspondence or orders 
can be mixed. All records instantly 


available. 





nee DESCRIPTIVE CATALOG 


Effective Tools for Effective Management 
WASSELL ORGANIZATION, INC. Westport, Conn. 


KANSAS CITY ¢ LOS ANGELES «© MILWAUKEE « MINNEAPOLIS ¢ NEW YORK AND ST. LOUIS. 
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Small firm speeds order filling and 
saves $2600 a year=-with Ozalid! 


Now the three salesmen of the Midwest When ready for shipment, they are entered x 
| wholesaler write their orders ona translucent With prices in a special section of the order 


’ ; form; and an Ozalid copy becomes a new 
form...And goods are shipped and billed earlier. MF OO P 
Transcribing and typing orders, and rewriting Ozalid helps thousands of companies speed 
back orders, have been entirely eliminated; and paperwork, save time and costs. 
three old costly manifold forms discarded. Order Ozalid will copy anything written, typed, ~ 


printed or drawn on any translucent original. 
An exact, clean, dry print is made in less thana 
! minute. A letter size sheet costs less than 1% ¢. 
Irs all done with Ozalid! Here’s how... Ozalid copies can be made of ledger sheets, 
A salesman sends the original order to the payrolls, instruction manuals, statements, 
home office, where an Ozalid copy is madefor tax returns, bulletins, reports, drawings, charts, 
the customer as notice of acceptance. The  etc.—is especially useful on cumulative reports 
Stock department notes the items on hand; and monthly statements. 


processing takes less time, saving $2600 a year. 


Shipping marks items shipped; Billing enters Ask the nearest Ozalid distributor (see 
prices and extensions. phone book) to show you how Ozalid can help 
All entries are added to the original order, in your business...Or write to 45 Ozaway, 


and an Ozalid copy sent as an invoice. Johnson City, N. Y....In Canada, Hughes 
Back orders are also noted on the original. Owens Co., Ltd., Montreal. 
OZALID — A Division of General Aniline & 
Film Corporation...From Research to Reality. 
OZAMATIC (left) is a table model, 


handles sheets as wide as 16”. 


and can make up to 1000 prints an hour. 
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FIRST COST can be the LEAST COST 
if its the LAST COST 





WRITE TODAY 
For These Publications 


1. SPECIAL STEELS FOR 
INDUSTRY .. . 16 pages of 
essential data on the proper 
selection and application of 
principal AL special alloy prod- 
ucts: stainless, tool and electri- 
cal steels and sintered carbides. 


2. PUBLICATION LIST... 
a complete listing of all AL 
publications, both technical and 
nontechnical (over 100 in all), 
with a handy order form for 
your convenience. 


ADDRESS DEPT. DR-72 


*& *& *& ¥ The Allegheny stainless 
and super high-temperature steels used in 
jet and rocket aircraft engines and equip- 
ment are pure economy, because they do the 
job that’s required of them, and they /ast/ 
They stand up under metal-killing condi- 
tions of heat, load and corrosion, and they're 
dependable. 

There are lots of other jobs for stainless 
steel that aren't as spectacular, or perhaps 
as tough, as those aboard a jet. Like, for 
example, in hospital or kitchen equipment 
—or in cars, trains, appliances, buildings, 


etc. But, in these and thousands of other 
cases, stainless again gets the call. And 
usually, it’s for the same big reason... . 
because it not only does the job better, but 
lasts longer and costs less in the long run 
than any other material on the market. 

And that brings up this question: where 
can Allegheny Stainless help you either to 
make money, or to save it? If you have a 
product or equipment problem, call us in 
. . . let our Engineering and Research Staff 
lend a hand. Allegheny Ludlum Steel 
Corporation, Oliver Bldg., Pittsburgh 22, Pa. 


wé4&d 5599 B 


Make it BETTER-and LONGER LASTING-with ® 





AL Stainless Steel 





Warehouse stocks carried by all Ryerson Steel plants 
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General Motors (above) and Chase Manhattan (right) get through as many as 60,000 per day. Almost 500,000 YOU BENEFIT 
representatives countersign certificates at che Signature were handled here for the split. Racks are set up in . r 0 P — 
Company. Machine enables them to sign 20 ata time, advance, fed in by worker at front, removed in rear. sedinaiond pros id 
Shown is Revolvator Uplifter Portable Elevator. 
Uplifter load- Multiple use, multiple purpose 
ing highway Revolvator Uplifters, products of 


truck. . . 
50 years of engineering know-how 


solve handling problems through- 
out al] industry. Ideal for shop 
usage, Revolvater Uplifters als 
speed handling in the shipping 
department with equal efficiency. 
The Uplifter is ideal when no 
shipping dock is available. Elec- 





SPLITTING STOCK MEANS WORK 





» i 0 T SL trically-powered Uplifter portable 
‘ ‘ ‘ Jevators are available in cither 

4 . ) 7 + a se a » . R | o - y3 os 
VISIT Required: Prectse planning, extreme accuracy, Revelvater Up; “colug-in”” or battery operated 
. - ond 2000 tb. models. Write for information. 





capacity. Also 


rs ével copocity | REVOLVATOR CO. 
efficient co-operation, perfect scheduling, | renderers | a702 tome Ave, 6. tegen, Hf 























July 5, 1955: General Motors Board recommends . 
three-for-one stock split. You Get Things Done 

September 23, 1955: Shareholders vote approval. 

September 30, 1955: Split becomes effective. 

November 7, 1955: New certificates mailed. 

As far as Mr. and Mrs. Shareholder are concerned, 


‘N 





the above listed dates (or any similar listing that af- 
fects their holdings) are the only ones that matter 
with regard to a stock split. To the men and women 
who handle the mechanics behind this operation, they 
are merely the starting points. 

The main objective of this operation was to increase 
the issued shares of GM common stock from 92,894,- 

















At the American Bank Note Company, engraver works 500 to 278,683,500. A job as big and as complex as this 
on fp cio ms the new certificate. This ae ripe take "t involves outside companies and plenty of manpower, 
> V > . ¢ e . . = . 
to cight weeks, preparations must be made beforchan with emphasis on efhiciency, accuracy, and co-opera- 
em tion. Pictures on these pages show how GM combined BOARDMASTER VISUAL CONTROL 
t++t44 7 
| | * = operations with Chase Manhattan Bank of New York, Graphic Picture of your operations 
San ee a | American Bank Note Company, and other concerns —spotlighted in color. You see what 
to accomplish the task within the allotted time. is happening. Saves you time, pre- 
There are few shortcuts available for this type of vents errors. Simple and Flexible. 
a : i operation and wise organizational planning is Saey fe epanete. Syria: on: cores 
os : “Tc < 18e OTy< eA LIOL I< < Y is *Sseli- . 
# . os 3 Si. a a ta ios and snap in grooves. Ideal for Pro- 
tial. The main burden falls on the Stock Transfer De- duction, Sales, Scheduling, Inven- 
- partment and GM’s was busy from the time of the tory, Etc. Made of metal. Compact 
ues Was Board decision. While no definite action could be and attractive. 
‘ ’ 7 , 
| * | ee OE Ra peat oO 
: taken until the shareholders approved, a great deal Full Price "49™ with Cards 
— was done to prepare for the big rush. Other affected | 24-PAGE BOOKLET NO. D-400 
le organizations (like Chase Manhattan, National Bank FREE Without Obligation 





of Detroit, Detroit Trust Company, and National Write for Your Copy leday 
Trust Company, Ltd. in Toronto) had to be alerted, GRAPHIC SYSTEMS 


In final stages of printing, pressman checks certificate 
for the part they played was no small one. An acute 35 West 42nd St. e New York 36, N. Y. 


during the numbering run. Four runs are needed to 





print certificates, plus examining and finishing work. For more photos and text, please turn page. 
MO Dose RR WN ON oe a se ae Re DECEMBER 1955 the 

















Now we spend 
less for postage 


IDk4 ! ece 
no stamps 
egain ! 


Stamps a days 
meil in a jiffy 


Now every office can have one! 


One what? A postage meter! 
Anybody can afford the little desk 
model postage meter, the DM. 
One out of three users spends less 
than $1 a day for postage. 

With the DM, you are no longer 
stuck with sticky stamps, with patroling 
a stamp box, and with old fashioned 
lick-and-stick mailing. 

The DM prints postage, any amount 
needed for any kind of mail, directly 
on the envelope. Every meter stamp 
carries a dated postmark that helps your 
mail get through the post office faster, 
often catching earlier trains and planes. 
And as you print a meter stamp, you 
can print your own small ad, if you 
want one. 

Anyone can easily use a DM, save 
time and postage. Dial the amount of 
postage needed, insert the letter, press 





2. PITNEY-BOWES 
— Prtney-Bowes, INC. |} i 
Postage —irreaitestens’ ott) oss 
Stamford, Conn. 
a eae 
on M t Send free CZ booklet, F Postal Rate Chart to: 
e er Name 
Offices in 94 cities 
in the U. S. and Canada Address 
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Tt even speeds 
parcel post,too! 





the lever—and the letter is stamped, and 
postmarked at the same time. 

There’s even a moistener for sealing 
envelopes. And the DM prints postage 
for parcel post on special tape. 

There’s the convenience of always 
having the right stamp on hand, with 
fewer trips to the post office. And 
postage in a meter is safe from loss, 
damage, or misuse—and automatically 
accounted for on visible registers. 

Today most of the important mail is 
metered mail! And there’s a meter 
model, hand or electric, for every office 
—even the smallest! Ask the nearest 
Pitney-Bowes office to show you. Or 
send coupon for free illustrated booklet. 








FREE: Handy desk or wall 
chart of Postal Rates, 
with parcel post map 
and zone finder. 

















PHOTO VISIT 





need for extra help, supplies, space, 
and equipment was forecast and ar- 
rangements for them were made. 
Specifications for the new certificate 
were drawn up and orders placed 
with the engraving and printing 
company. With shareholder ap- 
proval, work began in earnest. 
The main jobs included prepara- 
tion of the certificates and distribu- 
tion sheets, registration, and mail- 
ing. Shareholder identification sten- 
cils (GM had almost half a million 
of them) had to be brought up-to- 
date. Since trading on the Exchange 
is continuous, the names of share- 
holders and amounts held are also 
continually changing and keeping 
track of them is a major headache. 
Apart from the certificates, the 
most important items are the distri- 





Continued 


bution sheets. These must be accu- 
rately prepared for copies are sent 
to all points where checking and 
verification will take place. Regis- 
trar banks, like Chase Manhattan, 
must also keep up with changes, 
which went up to 3,600 in their case. 
The enormity of the operation re- 
quires not only that communication 
channels between the affected com- 
panies be kept open and informa- 
tion passing freely, but also that the 
shareholders’ letters and queries be 
answered directly and as completely 
as possible. Approximately 1 mil- 
lion certificates were printed, proc- 
essed, registered, and mailed by 
General Motors and its banking 
and other assistants within the pre- 
scribed time limits, and it all went 
smoothly.—JoHN Drex.er. 


In the General Motors Building in New York, Addressograph operators 
prepare multiple-copy distribution sheets containing shareholders’ names, 
addresses, number of shares. Certificate serial numbers were typed on later. 








At’other machines, certificates are imprinted from stencils with sharehold- 


er’s name and address. Certificates are run through in lots of 1,000 so that a 
perfect, accurate tally may be kept for checking.— More pictures on next page. 
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Just press the easy-acting lever on this Quick-Reset Ratchet Counter... 

and all 4 figures reset to zero as instantly as though you used a push-button. 
This saves time and speeds work on short machine runs, inspection and many 
other jobs. Counter is compact... 2.69” long, 1.44” high, 1.29” wide. 

The 4 white-on-black figures are .166” high. You can order it (Series 1126) 
from stock right now . . . just like scores of other Veeder-Root Counters 

for manual, mechanical and electrical operation in every field from 


electronics to atomics. 


VEEDER-ROOT INCORPORATED 
HARTFORD 2, CONNECTICUT 
Greenville, S.C. © Chicago 6, lil. 

New York 19, N. Y. . Montreal 2, Canada 
Offices and Agents in Principal Cities 


EVERYONE CAN COUNT ON 
VeevpeR-Roor 


“THE NAME THAT COUNTS” 
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American Credit Insurance 
AND 


THE CASE OF THE 
BULK SALE 


HIS is an illustration of how the fast working of American 

Credit’s service can save clients much time and money, and pre- 
vent entanglements in red tape. While the case may not be of a type 
that has ever occurred in your own operations, it is Of a sort that 
does happen fairly often—and so concerns all companies, large and 
small. 

The policyholder, a chemical concern doing a gross of approxi- 
mately one million dollars, was adequately covered under a general 
coverage policy. To all appearances, everything was proceeding 
normally on all of its customer accounts. In the case of one of these, 
however, what might have proved serious trouble was about to 
develop. This particular customer, a chemical wholesaler, was 
covered under the policy to a limit of ten thousand dollars. Actual 
outstanding at the time was only slightly over eight thousand— 
thirty-six hundred of which was in the form of a Trade Acceptance. 

When the Trade Acceptance was presented for payment in the 
normal manner, it was dishonored. Consternation! What could have 
happened? The customer was a long established firm of excellent 
reputation. Yet... The account was immediately filed with American 
Credit as a past due item, and our Service Department went to work. 
Almost simultaneously, notice was received that an outside concern 
had purchased the customer’s assets. Our attorneys conferred with 
attorneys for both the original owner and the purchaser. It developed 
that due to an oversight in the confusion of transfer, notice to the 
policyholder had not been given in compliance with the Bulk Sales 
Law ! 


Despite the existence of an affidavit from the seller of no indebted- 
ness, the purchaser acknowledged his liability, and agreed to pay the 
entire claim at once. Collection in full was made on the seventh day 
after filing of the claim, and the cost to our client was—nil. 

Whatever the nature or size of your own business, you will find 
new assurance in all dealings when you know that your accounts 
receivable are protected at least as well as your plant, your product 
inventory, and your goods in transit. For your copy of a new booklet: 
“Credit Insurance, Its History and Functions,” write Department 50, 
First National Bank Buiiding, Baltimore 2, Maryland. 


Ameritean Credit 
Indemnity Company 
of New York 
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The 100-share certificates are straightforward, but less-than-100-share- 
certificates have double verification. Amount is printed in and it is also 
punched out manually in the ** protective scale’’ (punch panel) on one side. 


~ = 





Maximum security is a must and certificates are stored in vaults after each 
day's work. Here, armed guards pick up sealed trunks of certificates for 
transfer to Signature Company. Record is made of serial numbers on seals. 





At the Chase Manhattan Bank, clerks prove amount of shares in each block. 
These must tally with GM figures to make sure that transfer agent does not 
overissue. Bank holds and maintains records.— More pictures on the next page. 
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NO! Quality is not a meaningless word! 


You'll find proof of this in every R. D. Wood press. 
Noah Webster’s definition of quality—‘“‘distinctive trait, 
power, capacity or virtue; excellence of character’ — 
suits Wood-made equipment exactly. Since 1803, every 
R. D. Wood press has been the product of scrupulous design, 
superior materials, painstaking workmanship. Inherent 
quality underlies the over-all efficiency, operating ease, 
and production economies you enjoy when you specify R. D. Wood. 
8,300-ton Multiple Opening Steam Platen 
Press. Designed for the manufacture of 
48” x 192” dry process hardboard. A feature 
of this press is the self-contained hydraulic 
pump and control system. R. D. Wood 
makes presses of many sizes and types 
for the manufacture of wet or dry process 
hardboard, and also plywood. Write for 


catalog and engineering information— 
without obligation. 


VY 


PUBLIC LEDGER BUILDING e PHILADELPHIA 5, PENNSYLVANIA 


Representatives in Principal Cities 


MAKERS OF HYDRAULIC PRESSES AND VALVES e FIRE HYDRANTS e CAST-IRON PIPE @ GATE VALVES e GAS PRODUCERS «© ACCUMULATORS 
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® BEAUTIFUL, DISTINCTIVE LETTERS .. . 
“letter perfect” correspondence that commands 
attention, compels action. 

® VISIBLE AND AUTOMATIC MARGINS .. . 
the easiest, fastest margin setting of all. 

® BALANCED LINE SPACING ... 
saves miles of “reach” in returning carriage 
and spacing up. 

© TYPIST PREFERRED TOUCH... 
the key tension and snappy response preferred 
by most typists. 

* LOW, LOW COST... 
you'd expect to pay much more for a type- 
writer with so many exclusive features, but 
it actually costs less. 


» 4 


alee: = a af 28 - 4 ot F Paes R 
7 i UP ee © ie eee * . 8" 
ate ee ee Ne ens 


—— 








PHOTO VISIT 





Continued 





Working nights and week-ends to complete job, Chase Manhattan people 
are verifying certificates, checking against distribution sheets, enclosing 
them in envelopes with covering notices and stickers for old certificates. 





A small part of 245,000 pieces of mail, individually weighed, handled by 
Chase Manhattan is shown in their vault, stacked and prepared for mailing. 
Sent to Post Office in staggered amounts, they were held for mailing date. 





Back at GM, the last big job takes meg as the new stock is posted in in- 
dividual shareholder accounts on ledger cards and running journal sheets. 
There is still a great deal of follow-up work to be done by all concerned. 
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SYSTEMS 


... for ENAMELS * LACQUER ©. PAINT * VARNISH: 








ing Refrigerator Parts and 
installed in the plant of one of the world’s largest manufacturers 
of Home Applionces. 


One of Two Mahon Seven-Stage Meta! Cleaning and Rust Proof- 
Machines d for procelsing 





PUMPLESS Hydro-Filter SPRAY BOOTH is Highly 
Successful in FRIT SPRAYING OPERATIONS! 


Mahon Type 54 AC-F Hydro-Filter Spray Booth, designed especially for Frit 

One of Four Mahon TYPE 54 AC-F PUMPLESS Hydro-Filter Spray Spraying in porcelain enameling operctions, is a departure from the conven- 
seein Nanee talaioed Ie ahoee. taaee Kade Uae ee ee tional water-wash spray booth. There are no recirculating pumps. The normal 
conveyor casing at bottom of sludge tank. exhaust fan, used to ventilate the spray booth, provides the washing action 
Casa ie through air accelerators which impinge the airborne frit particles into the surface 

. of the water in the sludge tank. Dry baffle plates are provided in front of the 

Hydro-Filter chamber for maximum recovery of Frit. The bottom of the sludge 

tank is in the form of two "V” shaped hoppers with the continuous conveyor of the 

automatic sludge unioader at the bottom. In the development of Type 54 AC-F, 

Mahon engineers have not only produced a highly effective Frit Booth, but, 

through elimination of high pressure pumps and the addition of the automatic 

sludge unloader, have reduced operating cost and maintenance to an absolute 

minimum. If you have a finishing problem, or are contemplating new finishing 

equipment, you will find that Mahon engineers are better qualified to advise 

you on both methods and equipment requirements .. . and better qualified, also, 

to do the all-important planning and engineering of equipment—which is the key 

to fine finishes at minimum cost. No matter what you paint, or by what process, 

Mahon equipment will serve you better . . . because its engineered better and 

built better for more economical operation over a longer period of time. See 

Mahon’s Insert in Sweet's Plant Engineering File, or write for Catalog A-656, 


THE R. €C. MAHON COMPANY ec Detroit 34, Michigan 


; ee SALES ENGINEERING OFFICES in NEW YORK and CHICAGO 
Mchon Double-Deck Overhead Frit Drying Oven in the Porceiain 


Enamel Finishing Line of the same manufacturer referred to Engineers and Manufacturers of Complete Finishing Systems—including Metal Cleaning, Pickling, and Rust 
above. Other Mahon equipment in this finishing operation Proofing Equipment, Hydro-Filter Spray Booths, Dip and Flow Cooters, Filtered Air Supply Systems, 
includes Dry-Off Ovens, Cooling Tunnels, Brushing Booths, Touch- Drying and Baking Ovens, Cooling Tunnels, Heat Treating and Quenching Equipment for 

Up Booths, Filtered Air Supply System ond other Special items. Aluminum and Magnesium, and other Units of Special Production Equipment. 
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OLDEST AND LARGEST COMPANY 
OY ITS KIND IN THE WORLD 
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“It’s like waxing your floors with a film of plastic” 


Ww you apply new SUPER WESTWAX it’s 
just like laying down a protective sheet of tough, 
transparent plastic on your flocrs. 

With SUPER WESTWAX you get: 

—hbrilliant gloss 

—extra durability 

—freedom from discoloration 

—-easier maintenance. 

Why? Because this heavy-duty formulation contains 
West’s crystal clear Plastic Emulsion, MIRITE® 


and prime #1 yellow Carnauba Wax. 


[' combines all the features of the finest floor 
protection in a single heavy-duty wax: 

—<dries to a hard, mirror gloss 

—resists scuffing from traffic 

—resists water 

—reqguires no polishing. 

And SUPER WESTWA\X is slip-resistant — meets 


Underwriters’ Laboratories requirements for floor 


treatment materials. 


ET a West floor expert demonstrate SUPER 
WESTWAX on your own floor —show you how 


easy it is to use, 






FREE FOLDER 

Use your business letterhead to request 

our folder on protecting floors with 
SUPER WESTWAX. 


WEST DISINFECTING COMPANY 
Dept. 1, 42-16 West St. 
Long Island City 1, N. Y. 





Branches in Principal Cities * 


| are 


In Canada: 5621-23 Casgrain Avenue, Montreal 











Tariffs and competition; use of intellectual 
resources; the practical electronic future; au- 


tomation and worker: economic freedom. 


Trade and tariffs; 


two-way streets 


ee 


SoZ any aed solu- 
tion would have to 
be . . . reciprocal 


a? 





CRAWFORD H. GREENEWALT 
President, E. 1. du Pont de Nemours 
& Co., before Canadian Chamber of 


Commerce, Winnipeg, Manitoba. 


We welcome competition because 
of the necessary discipline to which 
it subjects us, and because only 
through a fully competitive system 
can industrial progress be acceler- 
ated. Certainly we have plenty of 
domestic competition in all of the 
industrial areas in which we en- 
e. We would welcome foreign 


Ao 
age 


5 
competitors as warmly were they to 
bring their technology to the Unit- 
ed States, build plants there, and 
operate them with United States 
workmen at United States wage 
rates. We do not, however, like to 
run the business race with one hand 
tied behind our back, and this is 
what we face when we meet com- 
petition that has behind it stand- 
ards of living and wage rates far 
below those we enjoy at home. 
What does this mean in terms of 
trade policy? I have no pat answer, 
and one will be found only after 
thoughtful, and perhaps prayerful, 
consideration of all sides of the 
problem. Were it possible so to set 
tariffs that purely adventitious ad- 
vantages now possessed by many 
foreign countries were precisely 
neutralized, I think we would be 
more content. Under those circum- 
stances goods would land in the 
United States on all fours with 
products made domestically. Then 
there would be competition to be 
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sure, just as there is competition 
among American producers, but it 
would be healthy and valuable to 
our respective economies, offshore 
trade would increase, and we 
should be content to let the com- 
petitive chips fall where they may. 
Of course, any such solution would 
have to be truly reciprocal, with op- 
portunities for export matching op- 
portunities for import. “Trade, not 
aid,” to be really effective must op- 
erate in two directions. It can serve 
no useful purpose if it operates only 
in one. 


Alleviating the 
technical shortage 


“. .. few compa- 


nies have found the 
a es 


LEE A. DUBRIDGE 


President, California Institute of Tech- 
nology, before dedication of Rescarch 
Laboratory, Jones & Laughlin Steel 
Corp., Pittsburgh, Pa. 





There are several ways by which 
our shortage of talent in scientific 
and engineering fields can be alle- 
viated: (1) By improved teaching 
and counseling in the schools to be 
sure that all talented young people 
are encouraged to continue their 
education and to insure that scien- 
tific talents do not go undiscovered 
or untried. There is a possibility of 
doubling the yield of graduates in 
the long pull. (2) The increased 
number of births and the rise in 
college attendance in recent years 
will produce an automatic increase 
over the years in the number of 
scientists and engineers. (3) We 
should use more women in both 
professional and subprofessional ca- 
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FOR OVER 10 YEARS 


SYiale Me ial-we ol-tellalaliale Mol mmel’) aaeltlan 
try’s missile activity . . . Farns- 
worth has participated in the 
design, development and pro- 
duction of electronic equipment 
for such missiles as Terrier, Talos, 
Sparrow and others. This tre- 
Hil-lale Col’ Mm clea delaelliale Moh Mm (-laalale 
cal skills and know-how qualifies 
Farnsworth — uniquely — to cope 
with all phases of a missiie 


program. 


FOR OVER 30 YEARS 


Farnsworth has carried on an 
unbroken tradition of achieve- 
ment in defense and industrial 
electronics. The genius that cre- 
ated electronic television, pulse 
rolalalio| 0] -. eM (la igela Mme) lila Molaro 
photomultipliers, continues to 
lead advances in radar, special 
purpose tubes and electronic 


research. 


This is‘Farnsworth . . . pioneer in 
electronics . . . dedicated to the 
extension of man’s VISION be- 
yond the range of sight. 
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This trolley conveyer system 
with completely automatic re- 
ceive and discharge stations, 
has been in the customers serv- 
ice for nearly 20 years, han- 
dling air brake reservoirs from 
foundry to machine shop. 





The Engineers in the Conveyer Industry have been working 
at Continuous Flow Material Handling for a long time. The first 
Mathews equipment, for example, was built over 50 years ago, and 
although comparatively simple, was applied to do exactly what is 
expected of today’s highly special conveying machinery —to help 
manufacturers produce more, at less cost. 

Call it Automation, Continuous Flow, Technocracy — call 
it what you will. The results are the same—more good things for a 
greater number of people. 

Whatever your product—whether you measure its weight in 
pounds or tons—if it must be handled, there are Mathews Conveyers 


to do the job efficiently. 


MATHEWS CONVEYER COMPANY 
GENERAL OFFICES .... ELLWOOD CITY, PENNSYLVANIA 


PACIFIC COAST DIV., marnews convever COMPANY WEST COAST, 
SAN CARLOS, CALIFORNIA 


CANADIAN DIVISION .. matrHews converer company. 
PORT HOPE, ONTARIO 


LTO. 





Engineering Offices or Sales Agencies in Principal American and Canadian Cities 
Export Representative-—Foreign Trade Division of New York Hanseatic Corporation 





pacities.... 

We should not waste the talent 
of those working in industry either. 
We should not put good engineers 
to work doing routine drafting or 


| computing. I know, of course, that 


not every bright college graduate 
can be the chief engineer the first 
year. He needs some routine duties 
now and then. But learning to use 
every man to the maximum of his 
capabilities—week after week and 
year after year—is a terribly impor- 
tant goal which is worth great ef- 
fort to achieve. I think most engi- 
neers will agree with me when I 
say that very few companies have 
found the secret as yet. And the 
engineers must face the fact that 
they themselves do not know the 
secret formula either. . . . These are 
large goals and they are not easy to 
reach. But they are not impossible. 


Does electronic haste 
make market waste? 


‘... we must equip 
ourselves uith . . 


patience . 

DR. W. R. G. BAKER 
Vice-president, General Electric Co., 
before Boston Conference on Distribu- 
tion, Boston, Mass. 





The electronic wonderland of the 
future—or “world of progress” if 
you would prefer to call it that— 
will be possible only if we work 
hard for it and push it into reality 
before our rainbow evaporates in 
the sunshine and our leprechaun 
vanishes into thin air. But in our 
haste to see this world of progress 
materialize, we must equip our- 
selves with the attribute of patience 
and look ahead with practicality. 
In all of our hurry, we may ask 
ourselves whether it is the rationale 
of sound business to flood the mar- 
kets with products the consumer is 
unready or unwilling to buy. What 
advantage do we gain by creating 
premature markets in which the 
cost of a given product is far in ex- 
cess of the consumer’s ability to 
Lee 

There are products in the process 
of creation to-day which may never 
become commercial realities be- 
cause they will cost more than the 
public can afford or is willing to 
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saves Typing Time... 
Stops Eye Fatigue! .,” 


PANAMA <> 
“COPY-HO™ sox 


Panama-Beaver’s exclusive patented carbon 
paper box has a built-in copy holder that 
flips open with a flick of the wrist. Keeps 
copy material upright and in full view ... 
speeds work . . . cuts office costs. Folds up 
neatly under box lid after use. COSTS 
NOTHING EXTRA when you buy Panama- 
Reaver Carbon Paper—America’s sharpest- 
writing, cleanest-erasing smudge-free 
carbon ! 

Have the Panama-Beaver representative 
near you show you the Copy Holder Box 
without obligation! 
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MANIFOLD SUPPLIES CO.,19 Rector $t., N.Y.6,N.Y. 


Ebony Duplicating Carbons « Eye-Saver 
Unimasters * Lustra Colorful Inked Ribbons 

















in 50,000 
Firms 


Because It Qutlasrs 
Ordinary Brushes 





27 Speed Sweep styles and sizes to 
meet every sweeping need. Write 
for prices today. 


@ MILWAUKEE DUSTLESS BRUSH CO. 
530 N. 22nd St., Milwaukee 3, Wis. 
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The new “Exide” 
“Ironclad” battery was developed for 
heavy-duty service . for example, 
powering of lift trucks. It’s got the usual 
dimensions, but it’s a bigger battery. 
According to the manufacturer, it packs 
20 per cent more power .. . delivers 
100 per cent capacity initially (not the 
ordinary 85) .. . and its working life is 
longer than that of earlier models. 
New design and a new material made 
it possible. Finely slotted tubes ex- 
truded from BAKELITE Brand Polyethyl- 
ene hold the active material of the 
positive plates. They permit maximum 
exposure to the electrolyte. And being 
BAKELITE Polyethylene, they don’t cor- 


Slotted tubes extruded from BAKELITE Polyethylene by Jessall Plastics, Inc., Kensington, Conn. 
for the Exide Industrial Division of The Electric Storage Battery Company, Philadelphia 2, Pa. 
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rode and shorten battery life. To com- 
plete the picture, the bottoms of the 
tubes are closed with sealers molded 
from BAKELITE Polyethylene. 

Corrosion resistance is just one im- 
portant advantage of BAKELITE Poly- 
ethylene. This material is readily 
molded or extruded into finely detailed 
shapes. It is the lightest commercial 
plastic. Dielectric properties are out- 
standing. It is supplied in a wide range 
of colors. 

The properties of BAKELITE Poly- 
ethylene may be important to your 
product planning. For more informa- 


tion, write Dept. LC-42. 





Corrosion-Resistant Polyethylene Parts 
Boost Battery Power, Working Life 





CO 










BRANO 


Polyethylene Plastic 





BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation []q{@ 30 East 42nd Street, New York 17, N. Y. 
In Canada: Bakelite Company, Division of Union Carbide Canada Limited, Belleville, Ontario 


The term Bake LITE and the Trefoil Symbol are registered trade-marks of UCC 
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Record handling production 
increased 75% with 















pay. By the same token, there un- 
doubtedly will be products available 
within the next few years which 


to-day are not in the laboratory 
stage, simply because the consumer 
will make known his demand for 
them. And _ still other products, 
which the public doesn’t even 
dream of now, will meet sales suc- 
cess when offered because they will 
perform a desirable service at an 
accepted price. 


More automation 
is a necessity 










The above illustration shows a double deck ROL-DEX unit saving money 
for a large eastern railroad. This particular unit is used for active 
overcharge freight claim records. Posting and reference work is done 
by the clerk right at the file, yet the records are immediately accessible 
to outside reference ait all times. 


Increased record handling production cuts costs for many depart- 
ments of this railroad; from one double deck ROL-DEX to handle 
over-charge freight claims (above) to a battery of twelve ROL-DEX 
units to record carload movements in the traffic division. ROL-DEX 
record handling equipment pays off through: 


@ better working conditions 
—clerk remains seated .. . less fatigue 
. . . less turnover of trained help 


®@ direct reduction in personnel 
required for record handling operations. 


®@ increased speed and efficiency 
in record handling means 
faster and better service. 


Inquire about this and other ROL-DEX installations 


Lhe 





WATSON MANUFACTURING CO., Inc. 
Rol-Dex Division, Dept. R-3 
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- Jamestown, New York : 

, i 

Please send me information about ROL-DEX and TRANS-DEX record units. 
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WATSON (established in 1887) also builds a complete line of filing 
cabinets and courthouse, bank and hospital equipment. 
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. constant im- 
provement of all 
manufacturing Op- 
erations ... 


ROBERT T. SHEEN 
1956 President, Instrument Society of 
America, before Los Angeles Break- 


fast Club, Los Angeles, Cal. 


We, the customers for industry, 
always look for better quality in the 
products we buy. We want this 
quality at the lowest possible price. 
In the face of these 
mands and in the light of the keen 
that 
manufacturers for the market, any 


buying de- 


competition exists between 
company must consider automation 
or fall by the wayside. Management 
that automation 


embraces all functions of the busi- 


must recognize 
ness and not just the techniques of 
manufacturing. 

An automation program is a step- 
by-step analysis of the company’s 
products from the financial, mar- 
keting, and engineering viewpoint 
which results in simplification and 
standardization. Labor has nothing 
to fear from autornation, any more 
than it had to fear from technical 
progress labelled “technocracy” 
about 20 years ago. Far from de- 
stroying jobs, new jobs are created 
and workers are upgraded from 
dull, repetitive jobs to tasks worthy 
of human judgment and skills. 
With higher productivity per work- 
er, the standard of living of labor 
will continue to increase. The ulti- 
mate function of automation, if it 
could be achieved, would be the 
constant improvement of all manu- 
facturing operations until automatic 
production moved throughout the 
plant through one uninterrupted 


flow. This would be the so-called 


new product digest 


The monthly magazine for execu- 
tives with a professional or career 
financing, 


interest in creating, 


manufacturing and marketing 


new products. 


Authorize us to bill you $10.00 for 
annual subscription or send one 


dollar for single copy. 


NEW PRODUCT DIGEST 


Dept. B 26 
Box 2052, Austin, Texas 








DRAKE, Distribution | 
STARTZMAN, and 

i Materials } 

' SHEAHAN Handling 

' and BARCLAY Consultants 

} CONTROL, MOVEMENT AND STORAGE OF MATERIALS | 


41 East 42nd Street, New York 17, N.Y. 
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Management Men 
and their Methods 


33 case studies of 
top executives— 


put their ideas to work in 
your business — use them 
as a guide to reach the top 


A gold mine of information on the 
techniques of executive leadership 
as used by some of America’s most 
capable leaders in the last three 
decades. 

Here you will find all aspects of 
leadership examined, reduced to the 
specific objectives of achieving 
better employee relations, more 
sales, and more efficient production. 


A MODERN INDUSTRY BOOK 
Edited by LUIS J. A. VILLALON 


284 pages: 542 x 8% + $3.00 


Order from Book Department, 
Dun’'s Review and Modern Industry, 
99 Church Street, New York 8, N.Y. 
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WHAT'S NEW IN MOTOR CONTROL? 


New Cutler-Hammer Three-Star Combination 
Starters offer industry important new economies 


D cuits 

CUTLER -HAMMER 

* om 
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C-H 9589 fh 
COMBINATION STARTER | 


Combines safety discon- 
nect switch with motor 
starter in a single unit. 
NEMA | Enclosure is here 
illustrated. 


Convenience and economy are basic advan- 
tages of combination starters. Users every- 
where say the new Cutler-Hammer * * * 
Combination Starters bring these basic ad- 
vantages to new high levels of importance. 
Contact life is so amazingly improved that 
maintenance care is never needed in all nor- 
mal uses. Adjustable load sensing coils per- 
mit motors to work at top capacity without 
hazard to provide maximum production 
without needless work interruptions. And 
the widely praised Cutler-Hammer exclu- 
sive, full three-phase overload protection in 
standard combination starters, is optional 
at slight additional cost. 














Full Three-Phase Protection 

Only three overload relays can give com- 
plete three-phase protection to avoid mo- 
tor burn-outs and their costly interruptions 
to production. And only Cutler-Hammer 
offers this complete three-phase protection 
in standard combination starters. You pay 
only for the third relay, nothing extra for 
special engineering or special enclosures. 





installs easier 
works better 
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The three silver stars 


stand for three new standards 
CUTLER 
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Adjustable Load Sensing Coils 
The accurate adjustment of overload pro- 
tection permits motors to work harder with- 
out damage to motor windings. This is more 
important than ever with the newer type 
small frame motors. Adjustable load sensing 
coils in these new starters provide 3% 
loading accuracy instead of the 10% to 
12% accuracy in competitive control. 
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* * * GET IT FIRST IN CUTLER-HAMMER 





C-H 9591 


COMBINATION STARTER 


Combines a circyvit 
breaker with the motor 
starter in one compaci 
unit. NEMA 12 Enclosure. 


is here illustrated. 





Compare the performance and economies 
of these remarkable new Cutler-Hammer 
Three-Star Combination Starters with any 
you have ever known. Cutler-Hammer Bul- 
letin 9589 Combination Starters incorporate 
rugged disconnect switches of advanced de- 
sign (fused or unfused). Cutler-Hammer 
Bulletin 9591 Combination Starters are 
equipped with circuit breakers. Your nearby 
Cutler-Hammer Authorized Distributor is 
stocked and ready to serve you. Order from 
him today. 

CUTLER-HAMMER, Inc., 1436 St. Paul 
Avenue, Milwaukee 1, Wisconsin. 





Superlife Vertical Contacts 
Experienced control users insist on dust- 
safe vertical contacts. And now the famous 
Cutler-Hammer vertical contacts have been 
doubly improved. First, their new light- 
weight design cuts bounce to reduce arc- 
ing. Second, any arcing that might occur is 
now pressure-quenched. Compare per- 
formance and see the difference. 






























TRUCK LEASING 
EXPERIENCE 


IS AVAILABLE TO 
YOU 



















Truck users! You will be 
pleased with our all-service 
truckleasing. . 

America’s leading firms utilize the 
efficiency of our specialized 
facilities. Forget your prob- 
lems of replacement, break- 
downs, repairs, insurance, 
licenses, paper-work, road 
calls, tied-up capital and 
extras. Know your costs in 
advance.Let us engineer your 
fleet to fit your exact needs. 


TRUCK LEASING 


SYSTEM LEASE 


23 EAST JACKSON BOULEVARD CHICAGO 4 your trucks 


Laok up National Truck Leasing System in your local ‘phone book, or write for ‘How Leas- 
| ing Helps Your Financial Statement” and a listing of NTLS Companies in brochure No. D-9 














don't 
buy... 





4 yr 
i Pe eee 
























Lucusy Gifte 


erm i*) mesetele( ioe i dlale| 
oj Bi. 4 CLUES SMOKERS 





For the office, living room, game 
room or patio there is no gift more 
distinctive or more welcome than a 
luxurious Climax Club Smoker. These 
handsome all-metal chrome-trimmed stands serve 
both as ash receptacles and cocktail tables. 
They won't wobble or tip over. They a 
make perfect gifts for Christmas, _— i 
anniversaries, birthdays or . 4 , 
retirement. Write for 
illustrated brochure 12-DR. 
> 
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STANLEY De Luxe..... $69.50* 
With Tray... eseecceves $78.90* 
Shipping wt. 25 ibs. 


LOEWY De Luxe...... $85.50* 
| a eee $94.90* 
Shipping wt. 37 Ibs. 


DREYFUSS De Luxe... .$89.50* 
8 errr ee $98.90°* 
Shipping wt. 37 Ibs. 


ARNOLT CORPORATION wwounaus.a. 


*Prices f o. b. factory 
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“push-button” factory. Such a fully 
automatic factory has moved a little 
nearer being possible from the 
purely technical standpoint by re- 
cent developments and automation. 
The manufacturers of instruments 
and controls for this automatic ma- 
chine will employ many of the 
workers displaced by the machine 
itself. 


Socialism’s fi re 
burning out 





“The only sound 


program for free 
. enterprise...” 





y | 4 
CHARLES R. SLIGH 


President, Sligh Furniture Companies, 
and Chairman, Executive Committee, 
NAM, before Public Utilities Assocta- 
tion of the Virgimias, White Sulphur 
S prings. 


The time has come, I believe, to 
demand saner taxation. In the past 
40 years a tide of socialism has 
swept the world. But now, country 
after country, having learned from 
experience, is turning back to fair 
tax rates. 

The only sound program for free 
competitive enterprise —the only 
program that has a chance to suc- 
ceed and has succeeded in this 
country for 300 years—is one which 
concerns itself, first, last, and al- 
ways, with maintaining individual 
freedom of the citizens—political 
freedom, religious freedom, yes— 
but economic freedom, too, because 
that could be more important than 
the others. 

It’s a matter of keeping the way 
open so that any business or trade 
group, large or small, may be con- 
tinuously challenged, kept on_ its 
toes, even put out of business, by 
any runnerup who can demonstrate 
an ability to serve the customer 
better. 

It may be argued, and frequently 
is, that free competition is a ruth- 
less and cruel process. But it is not 
nearly so ruthless and cruel as the 
opposite philosophy, which down 
through the ages has kept the ma 
jority of people ill-fed, ill-housed, 
ill-clothed, burdened with crushing 
taxation, embroiled in war, and dy- 
ing of famine and pestilence. 
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QUICK OPENING 
SAVES TIME 
IMPROVES SERVICE 


ENGINEERED 
FOR SERVICE 





T | M Fi Fost. automatic, trip- 

hammer action. Drives 
staples fast as you grip. Take-up Jaw 
makes on-the-job servicing easier, quicker. 


5 T b P S— Self-contained, ready 

for instant, continual 
use. Saves back-tracking. Light weight, 
easily portable. Vest-Kit for quick refillls. 


Bal d 
MATERIALS—°2!2"<; 
curate, precision driving. Improved use of 


materials. Less waste. Powerful action 
drives each staple securely. 


HANSEN VEST-KIT STAPLES 


HANSEN VEST-KIT staples As near as the 
. Vest Pocket 
are quick to get at—easy to ' 
use. Narrow, slender box aa 
fits readily in vest pocket. 8 
Packed in convenient strips 
for instant use. 
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ALLEN Punch Press 


2-Ton Power Bench Type 


Powerful, Dependable, Economical 
For light work—stamping, forming, riveting— 
metal, fiber or other material. 

Overall height 20%" . Base size 9 x 
By,” ... Die bed 64%" x 8... Ram face 
1%” x 346”... Ram stroke %” . . . positive 
34” ram adjustment. . . sturdy, single pin, 
non-repeat hand lever clutch ... V-belt 
drive... weight 105 Ibs. 

Requires only '4 H.P. motor. 

The machine of a thousand uses! Adequate for 
many types of work now done on large presses 
at greater expense 


Fully Guaranteed 


Order TODAY. Price $97.50 F.O.B., Clinton, 
Mo. (Includes Motor bracket, V-belt, motor 
pulley, less motor) 


ALVA F. ALLEN, DEPT. DR, CLINTON, MO. 
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Uperars, N. Y. has every- 
thing industry and busines: 
needs to grow and prosper. 
Take the Syracuse area for 
example. Over 200 nationally- 
known concerns have come 
and built modern industrial 
plants and warehouses and 
set up offices here. Why? 
Location! It’s the center of 
the rich Upstate New York 
market for consumer and 
capital goods. This strategic 
location is overnight from one- 
third of the U. S. population. 

Add to this an unusual con- 
centration of skilled, home- 
owning workers...remarkable 
industrial research facilities 
...a plentiful supply of low-cost 
Niagara Mohawk electricity... 
and many other competitive 
advantages we would like to 
tell you about. Just drop a line 
to Earle J. Machold, President, 
Niagara Mohawk Power Corp., 
Syracuse, N. Y. 








The New York State Thruway flows through 
the heart of the Niagara Mohawk System. At 
left you see an artist’s concept of the busy 
Syracuse area. More and more industries 
are making it their headquarters for both 
management and manufacturing. 


powered by 
NIAGARA 
MOHAWK 
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PRESIDENTS WANTED 


/ 


There is a popular view (not so popular with corporate 
presidents) that the principal responsibility of a company’s 


chief executive officer is to sit behind a commodious desk 
and draw down a fabulous salary while other people run 


the business... 


A ccorpiINc to a recently pub- 
licized survey, the individual at the right above 
gets up at about seven in the morning, hurriedly 
eats his breakfast, and rushes to work by train 
or auto. After spending the day—from about 
nine to six—at the ofhce, he hurries home, eats 
his dinner, and goes into his library to spend the 


evening with a briefcase full of business papers. 
This is the harried commuter type of executive 
who has a choice of ulcers or a heart attack— 
and may even have both if he fully measures up 
to his conception of his responsibilities. This is 
the executive who has accepted the notion that 
he can never work more than 20 minutes at a 
stretch without some kind of interruption. 

To be quite honest, however, none of these 
portraits is accurate. The second one gives me 
more concern than the first. Being president of a 
company is more often than not hard work—but 
it can also be stimulating fun. I would like to 
emphasize this truth. I would like to urge that 
the executive function generally be acknowl- 
edged more frequently as a satisfying one. 

There are approximately 30,000 top business 
executives in the United States with annual in- 
comes of $50,000 or more. Anyone thinking of 


SNOW AND SVIOKE 
FALL CLILY, WASHINGTON 


more popular with corporate presidents is the notion that 
‘tthe boss’ carries the weight of the world on his shoulders 


and richly deserves all the sympathy he can get. 


EDWIN J. SCHWANHAUSSER 


President, Worthington Corp. 


becoming one of these should not let any gloomy 
or self-pitving portrait dismay him. It is per- 
fectly possible to be a company president with- 
out having either ulcers or heart trouble. 

I want to argue here that an executive's job can 
be life’s most satisfying hobby. Present day busi- 
ness and industrial executives must encourage 
men and women to seek the satisfactions of 
management responsibilities. 

Peter Drucker, the well-known economist and 
author, has observed: 

“Truly the entire free world has an immense 
stake in the competence, skill and responsibility 
of management.” 

Surely we need many more men capable of 
becoming presidents in the future. It seems to 
me that the most vital limitation on our capacity 
as a nation is not our natural or physical re- 
sources but our human resources—by which | 
mean, more than anything else, leadership and 
management manpower. 

Management has been appropriately called 
“America’s secret weapon”—and I am sure we 
could add “in peace’or in war.” Our great indus- 
trial society—efficient, productive, and strong— 
is above everything an organized, co-operative, 


well-managed society. It owes much of its pres- 
ent high standard of living to the existence of 
a very large body of trained managers—at all 
levels from the foreman up. And if it is to con- 
tinue strong and prosperous it will need to 
enlarge the number and further cultivate the 
competence of its managers. Our industrial soci- 
ety must meet the growing scope of responsibili- 
ties which come with increased population, ex- 
panding physical plant, and the greater demands 
of an economy which doubles its per capita 
productivity every tew decades. 

It may be that the rising executive to-day needs 
no urging. If so, I am very glad. But every 
company president is aware of the number of 
potentially able men who are not now pushing 
themselves—who are not now looking for re- 
sponsibilities. They are too easily satisfied with 
the normal order of things, depending on rou- 
tine promotions and “right of ascension” for 
advancement. I submit that one of the most 
important duties of management to-day is to 
encourage and stimulate these individuals in 
the self-development of their latent managerial 
talent. 

A familiar response to this kind of urging has 
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too often been that a!l the topside jobs are filled. 
But there never was a time in history when 
this type of thinking was more fallacious. Man- 
agements are constantly confronted with the 
problem of finding goxod men to get the jobs 
done that need to be done. Rarely, if ever, does 
occasion arise where we have a good man and 
don’t know what to do with him. 

We are living in an expanding economy—in 
which company after company is seeking to meet 
the challenge of new opportunities. There can 
be no real hope of expanding corporation opera- 
tions without the management manpower to 
make it effective. Companies need management 








manpower if they are ambitious to enlarge their 
corporate base by horizontal or vertical diversi- 
fication,—or make greater and more efhcient use 
of their existing engineering, manufacturing and 
sales organizations,—or put capital to work,—or 
distribute their overhead over a larger number 
of operations,—or keep themselves in tune with 
the expanding needs and markets of the world. 

Yet management manpower is actually hard 
to find. What we need is more men at all levels 
who want executive responsibility, who have the 
ambition, the enthusiasm, and the will to be- 
come managers, The selection of managers 1s 
not, in other words, exclusively in the hands of 
the men “upstairs.” In the final selection, a great 
deal depends on the individual himselt. Those 
of us, up and down the line, who are charged 
with finding managers can use all the help we 
can get—from the potential executive himself, 
the man who will eventually assume the position. 

Making an executive is a long educational and 
development process. It cannot succeed without 
the enthusiastic participation of the party of the 
first part—-and certainly will proceed very much 
more rapidly if he has set for himself the goal 
of moving up the management ladder. 

When he starts up the ladder, he will sooner 
or later begin asking himself, “What would | 
do if this were my business?” In the higher and 
broader aspects of management, an executive 
must obviously assume the proprietary point of 
view. The quicker a young man develops the 
ability to see the business through the eyes of 
an owner instead of an employee, the faster his 
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progress will be. When his eyes are fixed pri- 
marily on what he can “get” out of the company, 
he'll stay right where he is. Those that do only 
what they are paid for usually only get paid for 
what they do. When he achieves the proprietary 
viewpoint, his chances for advancement improve, 
and the more he achieves it, the more rapidly he 
is likely to advance. ey! 


Turning Point 


In my judgment the biggest—and_ perhaps 
most diffcult—transition a man makes in his 
when he turns 
from doing a job himself to supervising others. 
At that point he enters an entirely new world 
with horizons limited only by the number of 
people he can successfully guide, direct, encour- 
age and supervise. But the satisfactions and re- 
wards of success are truly great. The tombstone 
of Andrew Carnegie, admittedly one of the most 
astute of all industrial leaders, bears the proud 
boast: : 


“Here lies a man 
Who knew how to enlist 
In his service 
Better men than himself.” 


The greatest asset of a business enterprise is 
people—and one of management’s prime respon- 
sibilities is to encourage the cultivation of this 
asset. 

I remember when I was a young man working 
on a drill press in the machine shop. I used to 
wish I could get to be an executive and attain a 
position where I could be my own boss, I rea- 
soned that then I would not have to “take it” 
from anybody. I have since found out, of course, 
that this was only a young man’s dream. The 
truth is that as a man moves up the manage- 
ment ladder he becomes answerable for and to 
an increasing number of people. When he 
reaches the top rung, the office of chief executive, 
he finds his responsibilities fanning out again 
through a board of directors to a myriad of 
shareholders. So he must “take it” even more 
than before. His is the job of resolving and put- 


ting into action the viewpoints of great numbers 


of people and interests, the reward for which is 































































a compensating sense of fulfillment which I 
believe we cannot over-emphasize. 


A Matter of Co-operation 


I have heard it argued that the American busi- 
ness man would do all that he now does—and 
gladly—even though he were not as well paid; 
it is the challenge that is interesting. However, 
the modern progressive manager, at whatever 
level in the organization he finds himself, looks 
upon the Profit and Loss Statement as evidence 
of how soundly and well the job is being done. 
It is the scoreboard, and the yardstick of achieve- 
ment. The qualified executive recognizes that 
his success derives in large part from the fact 
that each individual under his supervision has 
contributed his full measure to the business at 
hand. He knows that unless this be true the 
bottom line would be drab indeed. 

Business is a game in which judgment plays a 
great part. The capacities, assets, and intentions 
of the people who make up the team must be 
skilfully evaluated to bring about the best pos- 
sible combination of available forces. 

In the pursuit of key management talent, 
many problems are encountered. The need for 
specialists—scientists and engineers—is, of course, 
always present. Modern process industries espe- 
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cially require technicians of ranking caliber and 
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experience to operate successfully. But running 
a business requires, in addition, broad executive | 
direction. | 

As a result, top managements are ever seeking 
to find the ideal compromise between the gradu- 
ate of the best technical school and the best lib- 
eral arts college or university graduate, It is a 
very difficult task. 

Industry is approaching this problem from sev- 
eral angles. It is clearly recognizing the value 
of a liberal arts background in even the most 
technical enterprises. It is pushing the training 
of the non-technical man in technical fields—and 
the technical man in the broader, more general 
fields. It is encouraging the technical schools to 
bring the humanities more into their cur- : 
ricula. Within companies the idea of junior | 
executive rotation is increasingly used, and with 
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good reason. 


Continued on page 62 
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dry up. Here’s one way to keep them gushing. 


IDEAS-BY THE HUNDREDS 


a 
I His IS an era of accelerated 
technological advances tor industry toward the 
wonderworld of tomorrow. In the factory and 
ofhce we are experiencing such things as the ex- 
tended use of conveyors and of two-way radio, 
the advanced mechanization of production 
techniques, the application of automatic com- 
putation, and the promise of closed circuit TV. 
These examples cover but one small corner of 
all the areas in which refinements and innova- 
tions are marking the red-letter days on indus- 
trys calendar. The intensified search tor ways 
and means to do things better involves not only 
production methods and office procedures, but 
marketing and human relations. 

The success of the search depends heavily 
within any organization on whether there is a 
stream of ideas steadily flowing upward through 
management and a responsive attitude of en- 
couragement flowing downward from top man- 
agement. Suitable vehicles to carry the new ideas 
and the encouraging responses are vital-in the 
two-way communicating process. 
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ROBERT W. GALVIN 


Executive Vice President, Motorola, Inc. 


With the thought in mind a few years ago of 
providing a novel two-way vehicle for commu- 
nicating ideas and responses | invited fifteen of 
my associates to join me at.a small lakeside hotel 
near Chicago for an informal week-end business 
conterence. The small, remote hotel was selected 
to get the participants out of the usual workaday 
environment with its problems, and into a quiet 
atmosphere and a shirt-sleeves frame of mind 
conducive to concentration on a single task. No 
special incentives were provided invitees. 

The initial Motorola “Idea Clinic” cut a pat- 
tern tor us which has been applied to advantage 
since then as a means of tapping the reservoir of 
creative thinking in several areas of the com- 
pany $s operations. 

The theme of the first conference was “How 
to Create More Customer Demand tor Motorola 
Products.” Each man’s ticket of admission for 
the week-end get-together was to bring along 
100 ideas appropriate to the theme. 

The fitteen men invited represented all perti- 
nent customer activities inside the company, and 


ee 


in the field. They covered the departments of 
product design, engineering and service, sales 
and merchandising, advertising and public rela- 
tions, advertising agency, and distributors. 

The conference invitation included this stage- 
setting statement: 

“Our success five and ten years from now will 
depend on how much better a job we do in cre- 
ating demand than do our competitors. 

“There are many things we are now doing 
one way that possibly could be done better in 
another way; and, new ways can be added. 

“It seems appropriate that we try this conter- 
ence technique of putting our ideas into one 
common pool and determine how we can do a 
smarter and better job. 

Subject matter areas suggested to those invited 
opened large vistas for the 100 ideas solicited 
trom each person: 

Product design and quality 

Dealer and distributor development 

Public relationships 

National and local advertising 
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Market openings, saturation and research 

Service policies and training 

Sales promotion and training 

The advance preparation of 100 ideas served 
an important function apart from its obvious 
value in forming an agenda for the actual con- 
ference. It pre-conditioned each participant to an 
attitude of creative thinking. It helped each of 
us to differentiate between the practical and the 
impractical, the urgent and the postponable, the 
vital or the superficial. 

The process of preparing 100 ideas required 
each participant to dig beneath the surface of 
his department’s operations and root out the 
whys and wherefores, to weigh one factor 
against another, and to make choices. 


Whittling Them Down 


Some 1,600 ideas (the extra 100 were my con- 
tribution) were brought to the conference. Elim- 
inating duplications the net total was 670. 

Obviously in a two-day meeting, detailed anal- 
vsis and discussion of all 670 ideas would have 
been more confusing than resultful. But, we 
wanted as many as possible of the ideas tossed 
into the arena for their creative stimulus. 

To kick off the first day the eight men senior 
in the eight areas of customer activity represent- 
ed gave five-minute summaries of their feds of 
operation. Each man’s summary was highlight- 
ed by the ideas he considered most important in 
the 100 he was submitting. 

Then we took turns around the circle of peo- 
ple in the room, each offering an idea for the 
consideration of the whole group. Before the dav 
was over we had tossed the ball complete! 
around the circle at least 20 or 30 times. A mini- 
mum of 400 ideas were advanced. 

When we called a halt for the day, I asked 
four of the men representing various fields of 
interest to join me after dinner to see what we 
could do in working out an agenda for the 
second day. 

We devoted the evening to the sifting of hun- 
dreds of ideas, and the selection of forty or fifty 
for consideration by the conference the next day. 
In sifting we put aside the impractical idea, the 
highly specialized subject, and the inconsequen- 
tial, In making selections we singled out eight 
or ten topics of a good practical potential in 
each broad subject area. 

This process worked out very well. The morn- 
ing of the second day was devoted to discussing 
subjects in the areas of product, product service, 
and public relations. In the afternoon the con- 
ference turned its attention to subjects about 
market research, merchandising and advertising. 

To assure coverage of the full topic range on 
the second day, it was agreed all around to set 
reasonable time limits on discussion of each sub- 


To keep industries humming, men working, con- 
sumers satisfied, and money circulating is a large 
order and it cannot be done without idea men. 
And idea men are not supernatural beings. They 
are executives and workers, men who can put 
their minds to a problem and get an answer. 
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ject. The temper of discussions was give-and- 
take, with no reflections cast, and no recrimina- 
tions. The tone of discussions was constructive 
all the way through. 

The first product-topic considered was the 
idea of a new car radio, previous models being 
criticized as difficult to install in many cases. 
The resulting conclusion was that Motorola 
needed a “universal set” simple to understand 
and to install. There is, by the way, such a car 
radio model in the company’s current line. 

The idea of custom-built TV sets was dis- 
cussed, with the conclusion drawn that the com- 
pany’s corps of distributors should be consulted 
to determine those television design characteris- 
tics that might have particular acceptance 
among consumers. 

An idea for a special kind of portable TV set 
was tabled. A suggestion that the company 
might profitably enter into the field of white 
goods appliances was rejected by the group on 
the ground that the opportunities for diversifica- 
tion within electronics exclusively remained vir- 
tually unlimited. Some lesser or restricted scope 
ideas, such as naming TV sets after famous 
artists, building a child’s TV set and adding a 
special remote control tuner for shut-ins, didn’t 
quite get on the second day agenda. 

In the area of product service, considerable 
time was devoted to various suggestions for in- 
creasing the complement of service personnel in 
the field, the inauguration of a central service 
school at the factory; and the creation of a dealer 
service panel. The first and third of these idea 
areas were viewed favorably by the conference 
on an experimental basis. The decision on the 
second idea was that service training should be 
provided regionally for the convenience of the 
trade and for economy of training expenses 
rather than at one central location. 


Among the public relations suggestions which 
got a specific nod of approval from the group 
were those calling for a reserved visitor’s park- 
ing area at the company’s headquarters, a sepa- 
rate waiting room for distributors and retailers, 
and a “What Is News” booklet for the guidance 
of distributors. Two of the suggestions which 
received a thumbs-down reception included a 
Consumer-of-the-Year project and a movie. 

An important conclusien reached in the realm 
of marketing was that the company should take 
added steps to plan for long-range reasearch. 
To-day there is an integrated Market Research 
department within the organization. 

In the merchandising area, decisions were 
reached which pointed the way toward special 
training of the company’s regional sales mana- 
gers and the distributors’ salesmen. These pro- 
grams were subsequently initiated and have 
been continued to the present time in a variety 
of forms and techniques. 

As could be expected, the merchandising 
topic area produced some of the most intriguing 
and entertaining suggestions. One suggestion 
called for the elimination of after-dinner 
speeches “by the brass” at sales conventions. (In- 
cidentally that one was welcomed by “the 
brass.”) Another sought a program of Motorola 
TV Birthday Parties in retail stores, and another 
plumped for door chimes which would play the 
Motorola TV jingle. Other ideas encompassed 
a sky-writing advertising campaign, a program 
to sell dentists on installing television for the 
distraction of patients, and a promotion to re- 
vive door-to-door selling. 

When the sixteen-man conference was termi- 
nated, there was a unanimous feeling that a 
great deal of creative stimulation has been provid- 
ed and there was a personal satisfaction for each 

Continued on page 60 


REPUBLIC STEEL PLANT, CLEVELAND, OHIO-—BY DEVANEY 


sec. . te . SR nS 


| pa we 


a 
Sd 
a 
< 

“ 


em 





DEVANEY PHOTOGRAPH 























A ly 
{ / A 
Pour len - mip erban . 

For the manufacturer who wishes to compare his financial structure with that of his competitors, these 

fourteen ratios are made to order. The ratios have been compiled annually since 1932 by Roy A. Foulke, 

) vice-president of Dun & Bradstreet, Inc. Similar ratios for wholesalers appeared in the November issue 

of Dun’s Review and Medern Industry, the ratios for retailers, in October. 
Current Net Net Net Prohts Net Sales Net Sales Net Fixed Current Lota Inventory Funded 
Line of Business Assets to Profits Profits on Net to Lan- to Net Average Sales to Assets to Debt to Debt to to Net Curt Debts to 
and Number of Current on Net on Tangible Working gible Net Working Collection Inven- langible Tangible Tangible Working Debt to Net Work- 
Concerns Debt Sales Net Worth Capital Worth Capital Period tory Net Worth Net Worth Net Worth Capital laventory ing Capital 
Times Per Cent Per Cent er Cent Times Times Days Trmes Per Cent Per Cent Per Con Per Cent Per Cont _£.Lexr Cem 
FOR 36 MANUFACTURING LINES—1954—MEDIANS AND QU AKTILES 
Automobile Parts and 2.99 204° 672: 11:16 2.39" 3463 36 te: 686° = 20 94.2 66-3 348 = - 288 
Accessories (/1) ; ) 
Bakers (36) 2.00 1.74 8.67 30.30 3.78 12.68 3-2 984: BIS: 34S 36 I FR 
Bedsprings and Mattresses (63) 3.40 2.42 5.97 10.98 3.006 4.18 36 7.6 28.6 26.7 46.1 61.7 60.6 23.8 
Bolts, Screws, Nuts, and Naiis (48) 9.18 §'3.35.-. 7.43. 11.39 2.03 422 30 6 -@23 2346. 448: GAs: 736. 34.2 
4 

Breweries (42) 2.21 2.07 4.99 20.90 2.46 10.13 17 15.2 77.8 22.0 41.8 58.4 148.4 46.5 
x. , 3 : 
Chemicals, Industrial (69) 2.68 5.87 9.75 19.62 1.89 3.38 33. 6.1 53.6 «30.8 63.4 60.4 98.4 49.3 
Clothing, Men’s and Boys’ (200) 2.64 0.97 4.30 4.99 3.93 4.25 48 6.1 8.3 $3.1 102.2 73.8 83.7 22.4 
MO DD £-& aN Pie BP S72. EF DECEMBET!T 1935 o Ags 
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Current Net Net Net Profits Net Sales Net Sales Net Fixed Current Total Inventory Funded 
Line of Business Assets to Profits Profits on Net to Tan- to Net Average Sales to Assets to Debt to Debt to to Net Current Debts to 
od Sd Soper Current on Net on Tangible Working _ gible Net Working Collection Inven- Tangible Tangible Tangible Working Debt to Net Work- 
“_ ag , Debt Sales Net Worth Capital Worth Capital Period tory Net Worth Net Worth Net Worth _Capital Inventory ing Capital 
Times er Cent Per Cent Per Cent Times Times Days Times Per Cent ‘er Cent Per Cent Per Cent ‘er Cent ‘er Cent 
FOR 36 MANUFACTURING LINES—1954—MEDIANS AND QUARTILES 
4 34 1 58 1? 1? 14 46 11.62 13.50 23 8 ? 1.4 53.7 346 61.5 7 
Coats and Suits, Women’s (70) 2.46 1.01 5.1 7.70 5.24 6.30 36 12.6 7.0 $7.3 104.1 Tea. Shee 45.4 
1.60 0.237 1.607 1.237 ..4,32 } 33 45 5.4 18.9 129.) 200.0 LL1.d 159.9 10.9 
ee a ts ere {eee “tales ft eee ae 13 Sas “Peery sy ee i ees 6.5. 13 
Confectionery (43) 3.88 aoe 5.82 13.08 2.83 5.89 19 8.9 45.3 19.4 45.3 57.5 67.2 42.4 
46 0.237 0.427 5. 30F 249 3.97 2 6,3 59 6 31 8 70.) 810 91.9 ? 
ss | ey fe ot ae. 10.~—s«*d:A..S6 368 1057 13.75 Petts be es a SG SG Sa aes aera caer 
I~ Nisam teavaielaonunecmoned: Figgins L606 228: 980 16.76 °° 3.63 9:27 “* * 20.1 65.9 96.8 “* * 27.8 
(Construction (j 23) 1 42 y 45 3 5 2 27 3.78 5.78 32 8 i144? 93 0) is 5 
Contractors, Electrical (47) 2.63 2.21 6.19 9.43 4.16 5.61 i " 16.1 44.0 90.0 ee ” 30.4 
Cotton Cloth Mills (48) 3.68 1.38 2.64 5.07 1.85 3.74 36 4.4 47.2 19.2 51.4 80.7 49.1 31.6 
0 (;oods, Converters . a : spay is és — age ree : : ~ 163 “4 
Ratton: <scers; Converters, 3.28 169 7.84 7.98 2.68 2.94 55 6.4 1.8 39.2 103.0 82.7 53.7 35.3 
Non-Factored (44) + a to a ? a ye - - 22H “<r é tase 0 0 74 - 
Bedupreads (47) ye .66 5.51 ».6 9.394 >.61 39 7 14.8 r¢ ¢ 89.1 79.4 84.5 38.9 
: » 7c 7 é Al 5 29 1) 30 2 27 () 15 19 0.4 38 6 92.4 +] é ; 
resses, Re , Silk, < , : 
ve seep ta ci dlacain 1.96 .0.63 5.50 6.24 8.82 11.18 Bas 33:7 9.4 83.0 142.9 76.3 149.5 27.3 
fACCLTALC (OL : ' iain : 
; | 48 (4, , } \ »S i} 2 4 1S 59 2 a 103.3 6405 4 
Drugs (39) 4.01 Gre - S382: 29.37 Rivi7 2.83 42 4.5 39.6 23.7 54.4 60.0 59.3 34.9 
Electrical Parts and Supplies (77) 3.07 3.17 9.13 11.84 2.88 4.90 ‘Oe. SIR. SE? 6 SE Se eR 2 
Foundries (107) 3.44 2.33 4.78 10.16 2.34 5.18 31 8.8 $1.1 21.2 46.3 48.9 81.2 31.0 
Furniture (149) 4.37 2.68 6.03 10.35 2.58 4.08 38 5.3 41.2 25.8 64.9 64.9 65.0 23.5 
Hardware and Jools (95) 3.62 4.50 (o.  mee & Be & 1.96 2.72 37 4.3 34.1 22.8 52.1 69.3 53.8 25.8 
> =I Q 1 ()2 22 )] 17 2 | js + | yf Saxt >] 
Hosiery (72) 3.46 1.33 2.81 4.81 2.08 4.89 31 5.3 48.6 23.2 44.4 72.7 58.2 32.0 
{ . 14 O : ‘ 2 sO | se Ss 1?) 2() 4 | R , $/ 8 i 4 , 4 
Machine Shops (148) 2.90 4.64 10.20 17.76 2.19 4.08 43 aa 43.7 28.1 49.3 59.9 95.2 24.4 
1 oO, » 2¢ . . ’ 42 7 15 » x $2 8 } . 13.5 1.4 
1 4 6? 15 46 7 OF R19 5 ()? see ; 79 »Y )Y . 1.9 3.9 U 
Machimery, Industrial (333) 3.15 3.96 9.09 13.96 2.21 3.40 41 4.8 33.5 30.7 55.9 69.2 67.7 25.9 
» 3] j { 1 Q? ) ; 2 a 14 () ~ . ; j4 | 1). 5 Y 
Meats and Provisions Packers (62) Sat 0.42 4.26 9.17 8.62 19.14 10 24.5 55.8 32.0 7ksD 76.3 95.6 50.9 
Q 1 (9 : 4s 1 6 53.1 99.9 112.4 156.9 $6.2 
ees f ‘ ! | »] is Ad fy ; 2 ‘J 91 16.6 ; 0.4 9.4 6 
Metal Stampings (85) 3.13 4.73 9.52 14.71 4:39 4.76 30 ee 40.2 26.3 58.6 60.7 85.9 36.2 q 
‘ ) ) | Q] i) {4 } Ah Wg )) ¢ 1 4 137.6 0 
6. | wal ] g ) & 5.3 : 25.2 18.9 33,3 Ae 19 () 
Outerwear, Anutted (62) ame 1.72 5.71 8.27 4.09 5.17 25 » OF 12.7 51.9 67.5 64.0 88.7 18.7 | 
) oy KA Ay 1 () 31 111.8 ) |} s1.9 158.1] 64.5 
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Current Net Net Net Profits Net Sales Net Sales Ne “‘ntory Funded 
Line of Business Assets to Profits Profits on Net lo Fan- to Net (\verage Sales to \ssets to Debt to Debt to to Net Current Debts to 
and Numies of Current on Net on Tangible Working gible Net Working Collection Inven Langible Tangible Tangible Working Debt to Net Work- 
Cantatas Debt Sales Net Worth Capita! Worth Capital Period tors Net Worth Net Worth Net Worth Capital Inventory ing Capital 
Times er Cont Per Cont er Com Times Times Days Times Per Cent Per Cent Per Cent Per Cent Per Cent Per Cent 
FOR 36 MANUFACTURING LINES—1954—MEDIANS AND QUARTILES 
>.94 1.90 $.23 9.17 >.13 6.32 ur >. ] 10.4 14.4 ‘7? 3 7 
Overalls and Work Clothing (54) 3.43 1.42 3.54 4.10 3.49 4.26 28 4.2 16.9 34.9 74.6 90.4 46.9 29.5 
2.37 0.62 2.17 2.83 ?.44 3 O8 1] a 5 Ig 2 =e 8 ; 115.7 1 OQ 
5.75 3.62 9.37 17.12 3.43 6.20 30) 9.9 13.9 16.8 $2 
Paints, Varnishes and . < 
eee 3.49 1.84 464 882 2.56 4.29 37 Ta ee S48 459° ESB 748 > 259 
<acgucTS (I. ‘) 2.38 0.25 0.65 0.87 1.95 2.95 +7 +.9 14.9 39.7 4] 85.4 2.7 
3 69 8.6] 10.76 30.95 ?.>0 5.67 2? 9.6 +S. 1S. 23.5 1/4 63.5 26.4 
Paper (60) 2.83 5.99 8.98 25.30 1.78 4.52 27 7.4 66.8 21.0 42.5 68.0 90.6 52.4 
2.09 3.29 6.95 17.02 1.30 3.35 3? 5.4 80.8 28.2 57.2 86.4 131.0 93.4 
4.54 7.19 13.29 36.56 2.68 8 87 19 13.7 39.7 14.7 33.2 10.5 57.5 6.5 
Paper Boxes (64) a3 4.43 10.09 29.38 2.10 5.28 25 9.2 53.9 23.7 52.6 62.2 97.0 51.2 
1.89 2.53 7.15 18.83 1.85 47] 29 » oe 74.4 a7 5 77 9 R46 4 136.7 116.2? 
P l I d 3.03 11.35 13.55 69.33 2.16 l1.11 22 12.1 61.5 14? 23.9 <4 4 84 9 > « 
etroleum, Integrate 
“art | 0) 2.37 6.68 9.89 46.72 1.49 5.9 31 9.5 86.2 21.2 41.6 70.0 116.1 103.4 
perators (40) 1.76 4.79 8.60 32.69 I-15 4.28 39 7.0 110.4 31.9 72.1 89.9 179.0 175.5 
4.24 5.06 14.96 36.55 3.48 11.96 3] I 38.9 18.1 31.6 } iM ui. 
Printers, Job (67) 2406 °° 3.70. 72 13.86 ~ 2:62. 663 38 f 56.1 30.0 48.8 j i 44.9 
1.58 1.31 3.17 7.12 2.09 4.50 44 t 75.5 44.7 60.0 I i 12.4 
l 3.09 2.96 8 50 10.60 5.50 7.10 34 gy 3 4 40.7 6£?.9 68.5 56.2 16.6 
Shirts, Underwear a. ; 
“Sesbaiieg Pits 2.34 0.93 5.41 669 4.14 5.41 48 69 9.2 656 118.8 98.6 82.0 30.2 
ajamas, Mens (99) 1.71 0.094 0.354 0.517 2.96 ?.86 55 4.1 19.2 95.9 145.9 124.9 115.5 60.5 
S] MM ‘ W : , 3.97 3,97 13.4] 14.98 5.1] 5.93 30 7 in 8 27.6 49 9 58.2 50? 6.) 
onoes, .vien §, omen s, an ee 
nar rales 2.84 2.69 7.85 9.59 3.52 4.02 $9). Si: 29 OR: BT 998). 46a. 238 
Children s (106) 2.10 0.79 1.74 2.93 64 95 49 4.2 23.7 65.3 87.9 113.0 100.4 235 
1s | Fabr; 4.74 4.95 17.08 34.50 5.55 10.53 2 13.1] 27.5 18.4 45.6 50.4 52.4 124 
Steel, Structural Fabricators ; 
Ss I] S} Te : 7¢ 4.02 2.52 10.08 17.89 3.43 5.34 42 7.3 35.4 42.3 59.4 75.0 80.8 28.4 
(Sell on Short lerms) (7/6) 1.94 0.81 3.54 7.45 2.12 3.88 58 4.8 45.7 60.7 98.1 89.5 128.7 64.9 
. 4.50 3.58 8.65 13.49 3.40 6.08 33 7 .4 26.6 19.8 154 535.5 41] 166 
Stoves, Ranges, and Ovens (53) 3.48 1.13 3.27 6.51 2:33 4.21 3 5.8 36.8 32.0 58.4 73.0 61.9 30.6 
23 1.297 2.70T 3. 30F 1.98 2.88 50 38 51.5 53.7 975 95.5 97 6 51.0 
FOOTNOTES They only carry such materials as lumber, bricks, tile, cement, has € no customary s¢ lling terms, cach contract being-a special 
structural steel, and building equipment to complete jobs on job tor which individual terms are arranged 
TLoss. which they are working. Electrical contractors carry electrical tlob printers do not have inventories in the credit sense of the 
**Building and construction contractors and electrical con- equipment and supplies to complete particular jobs on which term. Thev only carry current supplies such as paper, ink, 


tractors do not have inventories in the credit sense of the term. 
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Tue Ratios—The data used are based upon a representative 
sampling with a tangible net worth which only occasionally 
is below $50,000. . . . The center figure for each of the twelve 
lines is the median. The other two figures in each line are 
quartiles; for each ratio they indicate the upper and lower limits 
of the experiences of that half of the concerns whose ratios are 
nearest to the median. When any figures are listed in order 
according to their size, the median is the middle figure (same 
number of items from the top and the bottom) and the quartiles 
are the figures that are located one-quarter and three-quarters 
down the list. 


Cotiection Pertop—The number of days that the total of 
trade accounts and notes receivable (including assigned accounts 
and discounted notes, if any) less reserves for bad debts, rep- 
resents when compared with the annual net credit sales. 
Formula—divide the annual net credit sales by 365 days to 
obtain the average credit sales per day. Then divide the total of 
accounts and notes receivable (plus any discounted notes 
receivable) by the average credit sales per day to obtain the 
average collection period. 


Current Assets—Total of cash, accounts and notes receiv- 
able for the sale of merchandise in regular trade quarters less 
any reserves for bad debts, advances on merchandise, inventory 
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they are working. Concerns operating in these lines generally 
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less any reserves, listed securities when not in excess of market, 
State and municipal bonds not in excess of market, and United 
States Government securities. 


Current Dest—Total of all liabilities due within one year 
from statement date including current payments on serial votes, 
mortgages, debentures, or other funded debts. This item also 
includes current reserves such as gross reserves for Federal 
income and excess profits taxes, reserves for contingencies set up 
for specific purposes, but does not include reserves for de- 
preciation., 


Fixep Assers—The sum of the cost value of land and the 
depreciated book values of buildings, leasehold improvements, 


fixtures, furniture, machinery, tools, and equipment. 


Funpep Destr— Mortgages, bonds, debentures, gold notes, 
serial notes, or other obligations with maturity of more than 
one year from the statement date. 


INveNTorYy—The sum of raw material, material in process, 
and finished merchandise. It does not include supplies. 


Net Prorits—Profit after full depreciation on buildings, 
machinery, equipment, furniture, and other assets ol a tixed 
nature; after reserves for Federal income and excess prolit taxes; 
after reduction in the value of inventory to cost or market, 
whichever is lower, after charge-otls tor bad debts; after mus- 
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binding materials, and icaad Lor (vpe-selting. 


Ss 
cellaneous reserves and adjustments; but before dividends or 
withdrawals. 


Ner Saces—The dollar volume of business transacted for 
365 davs net atter deductions lor returns, allowances, rnd 
discounts trom gross sales. 

Ner Saves ro Invenrory—The quotient obtained by divid 
ing the annual net sales by the statement inventory. This 
quotient does not represent the actual physical turnover which 
would be determined by reducing the annual net sales to the 
cost of goods sold, and then dividing the resulting figure by the 
Statement inventory. 


Ner Workinc Caprrat—The excess of the current assets 


over the current debt. 


Tanotste Ner Worra—The sum of all outstanding pr 
ferred or preterence stocks (ai any) and outstanding common 
stocks, surplus, and undivided profits, less any intangible items 
in the assets, such as good-will, trade-marks, patents, copyrights, 
leaseholds, mailing lists, treasury stock, organization expenses, 
and underwriting discounts and expenses. 


TurRNovVER OF Lancisate Ner Worru—The quotient ob- 


tained by dividing annual net sales by tangible net worth. 


Turnover of Net Worxinc Captrat>-The quotient ob- 
tained by dividing annual net sales by net working capital. 
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What Is OPERATIONS 


ANNESTA R. GARDNER 
Industrial Editor 





HERE IS HOW IT IS DEFINED... 


The term is familiar. But what does it really 


mean? What should executives know about itZ 





To find out what a technical term means, ask the men who 
use it. That's what DR&MI did with Operations Research, 
by means of a survey, directed to OR staff members in 
manufacturing rms and industrial consultants in the 


operations research field. ‘The quotations below and the- 


comments on the opposite page represent their replies. 


PHILIP M. MorsE, Massachusetts Institute of 
Technology 


Operations Research is the application of the quantitative, 
theoretical, and experimental techniques of physical science 
to a new subject, operations, An operation is the pattern 
of activity of a group of men and machines doing an 


assigned, repetitive task. 
EDWARD C. VARNUM, Barber-Colman Company 


Operations Research is the study and solution of problems 
related to the conduct of industrial or military enterprises, 
with emphasis upon the technigues and attitudes fostered 
by the training of its practitioners in pure science. 


HORACE C. LEVINSON, Industrial Consultant 

Operations Research is an application of the method and 
spirit of scicntine research to problems that arise in the 
general areas of administration and organized activities. 
{ts general purpose is to discover the most rational bases 


tor action decisions. 


JOHN E. KUSIK, VICE-PRESIDENT, Chesapeake 
and Ohio Ratlway Company 


Operations Research may be defined as analysis of opera- 
tions tor decision making purposes and tor designing eth- 
cient operating systems. The only element of newness in 
Operath: ms Research is a S\ stematic search for opportunities 
for the application of scientific techniques developed in the 
various fields of. science. Its greatest contribution to busi- 
ness lies in the emphasis on viewing problems from a 


company-wide perspective. 
ELLIS A. JOHNSON, Operations Research Office 


Operations Research is the prediction and comparison of 
the values, eflectiveness, and costs ot a set of proposed 
specific courses of action involving man-machine systems, 

Continued on page 88 








Here are answers from the experts. 


J upcinc from the 
number of talks and seminars on 
Operations Research scheduled for 
the coming year, this is a hot topic 
indeed for the industrial executive. 
Few management meetings seem 
complete without a paper on OR 
these days. 

But when it comes to defining 
the term, or telling how and where 
the technique should be used, it’s a 
different story. 

This is all the more surprising 
because there is little disagreement 
as to the origin of the term. It re- 
ceived- its first major use during 
World War II to describe a group 
of methods, basically statistical in 
nature, used to study such military 
operations as strategic bombing, 
with a view to improving their 
eficiency. 

As Philip M. Morse and George 
E. Kimball put it in their book on 
Methods of Operations Research, 
one of the first major publications 
on the subject: 

Operations Research “first devel- 
oped as a recognized activity in 
response to the military needs of 
World War II where it was some- 
times known as operations analysis 
or evaluation. ... 

“However ... the techniques and 
approach of Operations Research 
can be of help in arriving at execu- 
tive decisions concerning operations 
in any held, industrial and govern- 
mental as well as military... .” 

Because of the latter claim, and 
because Operations Research is a 
term that is increasingly used in 
management discussions, Dun’s RE- 
view AND Mopern INoustry has 
asked some of those who are most 
familiar with the term—OR con- 
sultants and the heads of OR de- 


partments in industry—to give their 


vag 


definitions of the term, and to tell 
who should use OR methods, and 
where they should be used. The 
replies to the survey are summat- 
ized in the boxes at the left and 
right. 

The definitions (left) are self- 
explanatory, but the question of 
“most successful” and “least suc- 
cessful” applications deserves closer 
attention. The box at the right lists 
only industrial uses. However, a 
number of those who responded 
still feel that Operations Research 
scores its most notable successes in 
the military field—in the study of 
military tactics and strategy, weap- 
ons systems, fire control problems, 
mine detection, mobile gun design, 
and the like. 

As one respondent put it, “these 
are nearer-term problems and have 
more specifically definable objec- 
tives” than have many industrial 
applications, 

Naturally, most of those who in- 
cline to this view are the ones who 
first approached Operations Re- 
search from the military side. These 
individuals also tend to think of 
OR as a new entity; while those 
who approach OR from the indus- 
try side, and particularly those who 
have long used statistical techniques 
on industry problems, tend to feel 
that Operations Research is a new 
name, and perhaps a new package, 
for a familiar group of methods. 

As Nyles V. Reinfeld of Execu- 
tive Services, Inc. puts it: “The bes: 
definition of Operations Research 
would seem to be in terms of the 
tools or techniques used . . . and 
many of these techniques—mathe- 
matical programming, inventory 
management, game theory, and the 
like—predate Operations Research 
by many years.” If, he says, the men 
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working with inventory mathemat- 
ics were not doing Operations Re- 
search, “then Operations Research 
would seem to result from the col- 
lective employment and knowledge 
of a body of these techniques.” 

Speaking to the last annual meet- 
ing of the American Society of 
Mechanical Engineers, Professor 
Andrew Schultz, Jr. of Cornell 
University said the methodology of 
Operations Research, as understood 
by the engineer in industry, “would 
involve the familiar steps of prob- 
lem definition; definition of terms 
and measures; determination of 
facts; construction of the hypothesis 
or explanation by empirical, logical 
or intuitive means; and final testing 
of conclusions. 

“This procedure in itself should 
not seem new to the engineer whose 
training involves the fundamentals 
of physical science,’ Schultz con- 
tinues, “although some of the newer 
techniques may be unfamiliar 
and . . . the application of the 
method to the area of operations 
may seem novel.” 

Though there are disagreements 
as to definitions and applications, 
perhaps the greatest spread of opin- 
ion relates to the place of Opera- 
tions Research in the management 
scheme. Asked, “When an Opera- 
tions Research Department is set up 
within a company, at what level 
should it report?” respondents cov- 
ered the organizational front with 
their answers. 

Several named specific job titles, 
“Executive Vice-President,” “Gen- 
eral Manager,” and so on. 

Others believe the Operations 
Research chief should report to “the 
executive with over-all responsibil- 
ity for the operation being studied.” 

Others feel that he should report 
at a level above that of the man 
responsible for the job being studied 
—not to the responsible executive 
himself. 

One respondent said the OR chief 
should report at the highest level 
at which “there is understanding 
and support for the work, and a 
chance of frequent, face-to-face con- 
tact.” 

Should Operations Research be 
centralized in a single department? 
“Yes, indeed,” said several of its 
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RESEARCH? 


proponents. “Decidedly not,” said 


others. 

The first group feels that setting 
the Operations Research group on 
its own—perhaps as a management 
consulting section—enables it to be 
more objective and to give more 
complete service. 

The second group feels that cre- 
ating Operations Research cadres 
within the departments they are to 
serve makes for closer liaison and 
better understanding of the specific 
problems to be solved. 

Most likely, each one is right— 
for his particular needs. 

As a matter of fact, the best way 
to approach the whole Operations 
Research question is on the basis of 
specific needs, and with a good deal 
of caution, 

As Reinfeld points out, there are 
real dangers in going overboard on 
this “new” idea. In so far as Opera- 
tions Research becomes a manage- 
ment fad, its adoption may be akin 
to buying a machine when there is 
no clear idea as to how it will be 
used. Far better to approach the 
subject slowly and then set up a 
department and train one’s own 
men in the techniques when one 
is sure of the job to be done. 

A good way to start is with the 
papers delivered during the past 
three or four years.at meetings of 
such organizations as the American 
Management Association, the Amer- 
ican Society of Mechanical Engi- 
neers, the Society of Automotive 
Engineers, and the Industrial Engi- 
neering Institute of the University 
of California. Several other univer- 
sities, and such Government organi- 
zations as the Office of Naval Re- 
search have also held seminars on 
Operations Research within the past 
three years. 

The National Research Council 
has several brochures on Operations 
Research, prepared by its Advisory 
Committee; and the Council tor 
Technological Advancement has 
prepared a good brief review of the 
subject. 

Last, but by no means least, is the 
three-year-old Operations Research 
Society of America which holds 
regular meetings at which a good 
many of the experts in the field 
may be found. 


Bs ase ee 















..- AND HOW IT IS USED 


Operations Research seems to have been applied to almost 
every industrial process and system during the past ten 
years, with varying degrees of success. Many OR: users 
think it is still too early for final decisions on specific 
applications, and point out that the way OR is used has 
much to do with its success. Nonetheless, here are appli- 


cations which, users say, are: 


Most likely to succeed 


Production scheduling and telephone congestion 
Machinery replacement theory 

Investment management 

Production and inventory control 

Economic controls of manutacture 

Machine allocation 

Inventory management 

Market forecasting 


Less certain of SUCCESS 


Development of personnel functions 

Organizational problems 

Market research 

Determining possible uses for new technical developments 

Cost control 

Long range inventory problems 

Development ot integrated data processing systems 1n the 
accounting function 

Production scheduling 

Analysis of inventory policy 

Management decision problems 

Any problem which does not involve a quantitative answer 

Salary evaluation 


On the middle ground (neither “most successful” nor 
“least successful’’—but worth a try) 


Distribution audits 

Capital facilities planning 

Electrical substation operations 

Determining optimum size for mixing tanks 

Determining number of men needed tor maintenance 
operation 

Plant and warehouse location studies 

Control of productivity rates 

Library operation 

Advertising effectiveness 

Service performance 

Analysis of business operations 

Allocation of marketing effort 
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Wiis: A CONFERENCE AC- 


COMPLISHES AND HOW IT IS RUN DE- 
PENDS IN LARGE PART UPON THE LEAD- 
ER. IT IS HIS RESPONSIBILITY TO SEE 
THAT THE WORK AT HAND PROCEEDS 
SMOOTHLY AND WITHOUT DELAY. 
THERE ARE MANY TYPES OF LEADERS 
AND THEIR CHARACTERISTICS DIFFER. 
HERE IS A RUNDOWN ON SOME OF THE 
MORI COMMON TYPES WITH BRIEF 
COMMENTS ON HOW TO HANDLE THEM. 











ae AVOWED purpose of the 
introduction of new machines, devices, and sys- 
tems is to simplify life for twentieth century 
man. Far from reaching this goal, the develop- 
ment of new gadgets seems to complicate things 
more than ever. New complexities arise each 
time we are required to adopt a “simplification” 
nxethod. We find ourselves in a web of conflict- 
ing actions and reactions to our problems. 

One method of releasing the pressures build- 
ing up on modern-day executives, easing some- 
what the burden of decision-making, is the new 
approach to the conference. Conferences and 
committees have been used ever since two or 
more men engaged in the art of supplying other 
men’s needs. But recently psychologists have 
been analyzing the attributes of the conference 
and have laid down multiple and baffling rules 
for their conduct. Serious examination, together 
with understanding of the rules of conference 
procedures, can and do lead to the solution of 
many problems. Use ef these rules, however, does 
not always lie within the pattern. 

Some executives use the conference to relieve 
themselves of the necessity of making a decision. 
They duck all blame and place the onus of an 
unpopular decision on the committee as a whole. 
They can thus avoid responsibility and spread 
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criticism. This is called being “democratic,” and 
is a device used by wise executives when faced 
with difhcult decisions. 

The modern leader, the chairman, president, 
or whatever title he holds, is supposed to have 
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little effect upon the results of the “group action.’ 
He is to be a moderator, a guide, or a monitor. 
He is admonished to be non-directive in his 
guidance of the committee through the agenda 
which was selected by the most democratic 
means. If he is too directive, he may absorb some 
of the criticism which is bound to be leveled at 
the committee, if it actually accomplishes results. 

Frequently conference leaders, committee chair- 
men, presidents, and other group leaders, in 
attempting to follow the rules of good group 
work, appear to be vested with other than 
human characteristics. At times they seem to 
take on attributes of the animal kingdom. Per- 
haps you will recognize some of the types of 
conference leaders described below. 


THE POINTER 





leader 


This 


has a point which he 


group 


is going to make, de- 
mocracy or no democ- 
racy. He is immutable, 
immobile, and set in 
his ways. Once set on 
a point, he never devi- 
ates. All efforts to dis- 
tract him to a new 





scent are bound for dismal failure. He has 
selected the subject, he knows the answer, and 
unwavering, he can outlast the sturdiest objec- 
tor. This man must be watched carefully, how- 
ever. His methods are subtle and usually beyond 
the recognition of the uninitiated. This leader 
never pursues the quarry himself. Capture de- 
pends upon some other member of the group, 
called the “gun bearer.” 

When faced with a “pointer,” it is wise to 
identify the gun bearer early in the proceedings. 


In character, this is a simple task. He is the one 
with two legs and carries the gun. In commit- 
tees, however, identification is a more difficult 
task. Here the guns are verbal in the forms of 
main motions, seconds, motions to table, to post- 
pone, or calls for the question. In the midst of 
it all the pointer moves not a muscle. He is 
oblivious to all but the preconccived outcome 
which he has reason to know will be carried. 
His master has given his instructions weil. 

This individual is not the nervous type. He 
is steadfast to a fault. It is his unwavering belief 
that the ability to hold a point is the most gra- 
cious of all virtues. And he is proud of his 
virtues. Identify him, together with his master, 
and the battle is more than half won. 


THE SETTER 


A fair companion to 
the Pointer is a differ- 
ent type of group lead- 
er called the Setter. 
Like his partner, his 
name is descriptive of 
his operating 
This chairman 


proce- 

dure. 

sits and sits, sets and 

sets, and lets the group 
go where it will. There is no illusion and little 
guile to this man. It matters not where the dis- 
cussion may lead itself. He is non-directive to 
a fault. In fact, direction is utterly foreign to 
him. His lack of preconceived notions might 
well be attributed to lack of preparation, 

A chairman who has no agenda, who knows 
not what subjects will arise, who has no refer- 
ences, no supporting books or other data, can 
hardly be accused of overcontrol. Of course, his 
attitude during the meeting might belie his 
preparation. Loud barking can often disguise 
lack of knowledge or preparation. But while 
working, the Setter never barks. This adds 
greatly to his charm. 

His entire attitude is permissive. Let the dis- 
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cussion go where it may. The drivers in the 
group may grunt and groan and try to get on 
with the business at hand, but the Setter gives 
complete freedom to the garrulous, those en- 
chanted with their own voices who have so little 
to say and take so long to say it. 

He permits the discussion to wander where it 
will and it usually does. His conferences begin 
nowhere and end nowhere. Setters have done as 
much to discredit group action as any type. 


THE HOUND 


The silver - throated 
bay of the true hound 
dog quickens the p. “e 
of every outdoor man 
—outdoors. In confer- 
ence it becomes a harsh 
cacophony of unwel- 
come sounds. The 
Hound starts with a 
burst of speech, takes 
the scent and is off and running in the wink of 
an eye. Some never catch up to him. Others 
manage to follow by the volume rather than the 
sense of his words. Volume, however, may be 
misleading. The noise may be the same whether 
the Hound is following the scent of a rabbit or 
a fox. This Hound switches from trail to trail so 
rapidly that who knows what he is following. 

By changing the subject frequently the Hound 
can insure that the group never arrives at a 
decision of any kind. The meeting is never fin- 
ished and the work does not get done. Whereas 
this frustrates the serious members, who are truly 
concerned with outcomes, it only assures the 
Hound that he is performing in style. 

Our Hound makes a great deal of noise and 
obtains few results. It may well be said that he 
has his nose to the ground, but the shoulder is 
not to the wheel. Early recognition of the Hound 
may pay the conferee well deserved dividends. 











THE BOXER 





This leader belongs 
to an entirely differ- 
ent breed. He is pon- 
derous, lumbering, set 
in his ways. He fre- 
quently pursues a trail 
that really isn’t there, 
wandering this way 
and that, aimlessly. He 
is dogged, though, and 
is not easily sidetracked. Once his mind is set, 
it tends to stay that way. 

Every idea that crosses the path of this chair- 
man becomes a bone which must be growled at 
and worried to exhaustion. To obtain results 
which are worthwhile, some member must be 
willing to face the Boxer’s fangs and carry the 
ball by himself. Under sufficient pressure of 
group influence, he can be made to release the 
last idea and face a new one. 

He has one characteristic not present in some 














of the others—he spars. This is done in a fairly 
obvious manner and is easy to recognize. He 
is anything but subtle and the furrows over his 
brows may be caused by genuine concern over 
his lack of ability to come to any specific conclu- 
sion. He needs help. 


THE SHEPHERD 





Here is a nearly ideal 
leader of the group. 
No tangents are toler- 
ated by the Shepherd. 
Anyone going down a 
lone trail, following a 
new thought, is relent- 
lessly herded back into 
the fold. The paternal- 
istic instinct is demon- 
strated in his papa-knows-best attitude. This is 














fine for the sheep, even perhaps for the goats. 


How long humans will put up with this kind 
of herding is unknown. 

The Shepherd is adept at interpreting what is 
best for the herd and will drive it down the 
long dusty road to the slaughterhouse. He per- 
mits no stragglers. Although he is a gay dog 
with a perpetual smile, he is noisy, directive, 
and over-protective. Few sheep dare to turn upon 
him and insist upon a change in direction. It 
takes a hardened old ram with sharp horns and 
a thick skull to defy the Shepherd as a leader. 


THE POODLE 





PF, | And now we come 

to the distaff side; al- 
| though all Poodles are 
not necessarily females, 
most females are Poo- 
dles. There are, of 
_ course, lady Dober- 
| mans, lady Hounds, 








and the rest. But this 





canine embodies the 
eternal feminine. The friskiness, the coyness, the 
winning ways all rolled up in one. 

First we see evidence of primping. The cut of 
the hair, flashy accessories, the careless air of 
perfection in grooming tell their tale. Perhaps it 
is all part of a plan to make people “like” them, 
to seek popularity, and to rule by the leadership 
of example. Perhaps it is a sense of integrity 
absent in some of the other types. At any rate, 
we deal here with a simpler animal, one who 
strives to please and loves compliments. 

This leader can be dangerous, however, when 
duplicity is suspected. At the first signs of hypoc- 
risy, beware retaliation. There is a shrewd mind 
here and, although attention can easily be di- 
verted, subjects changed, and banter indulged, 
the Poodle never forgets the ultimate objective 
of the group. This leader can be moved by the 
common courtesies, by clear argumentation, and 
by sensible solutions. Guile may be effective 
temporarily, but honesty is always the best 
policy. 
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THE BULLDOG 





Perhaps the most 
readily recognizable of 

the canine cavalcade 
is the Bulldog. This 
hero, with the under- 
shot jaw and bloodshot 
eyes, is slow, deter- 
mined, and above all, 
forceful. Once he has 
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fastened upon an idea, 
he never lets go. Long years of breeding have 
produced a relentless fgure—heavy, determined, 
and domineering. This is the most fearsome of 
all the leaders, although while fastening himself 
to the central theme with a grasp that only death 
will make him relinquish, he is vulnerable to 
attack. His natural enemies will have more suc- 
cess making him loosen his hold and change 
direction than will his friends. 

Recognition of this heavy, threatening, rather 
dull-witted type permits other members of the 
group to join hands in an attack which will 
break the stranglehold. 


THE DOBERMAN 





Here we have the 
most dangerous leader 
of all. He is tall, hand- 
some, alert, dashing, 
and dangerous. This 
one rules by fear. Mem- 
bers fear to meet his 





slashing attacks; they 
develop feelings of in- 





adequacy. They fear, at 
best, ridicule; at worst, punishment. There is 
seldom any in-between. 

The penetrating look of his eye, the half-grin 
which he wears until ready for the kill, strike 
terror into the hearts of the membership. Few 
find the bravery to oppose his will. Those who 
do must be ready, as well as able, to defend 
themselves. Their minds must be as far-ranging 
as his, and they must match both his speed and 
his endurance. 

This tyrant is more directive than the Shep- 
herd, more determined than the Bulldog, and 
more terrifying than any. He dominates the 
discussion, runs things his very own way, and 
customarily obtains results more conclusive than 
any of the others. To combat this type takes 
either joint action by a large, well-prepared 
group, or another Doberman. 

There are many other distinctive types of con- 
ference leaders, of course. Being “joiners” at 
heart, and believing in the committee system 
of arriving at solutions satisfactory to the major- 
ity of the membership, there is naturally a wide 
variety of leaders and an impressive divergence 
in leadership methods. The types sketched out 
here are quite common, however. The important 
point for committee members is to make some 
sort of analysis of the personality of the confer- 
ence leader, and act upon it accordingly. 
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JOBLESS-PAY PLANS AFTER SIX MONTHS 


In the half year since the first plan for company-financed jobless pay 


supp lements, new features are bein g added, but some factors are common. 


Onxe MILLION industrial work- 
ers, probably more, are now covered by the sup- 
plemental unemployment benefit plans that were 
management's answer to the union demand for 
the guaranteed annual wage. 

Although the basic steel industry and the big 
electrical appliance and machine concerns held 
out successfully against an invitation to join the 
parade this year, two important steel-processing 
companies have launcined SUB plans, there is at 
least one in the electrical field, and in the auto- 
mobile industry, according to the United Auto- 
mobile Workers, CIO, there were 150 companies 
in the fold by the end of November. (Basic steel 
may face the issue again next June.) 

Industry has not lain down and rolled over at 
the call for GAW plans. The National Asso- 
ciation of Manufacturers has renewed its attack 
on the idea of either GAW or SU 
concentrating on the public-policy aspects of the 


3. this time 


plans. When the CIO sought by petition and ref- 
erendum to get the voters of Ohio to change 
they ynemployment compensation law so it 
wou'd permit concurrent payment of SUB 
‘ checks, employers readily raised $400,000 to fight 
the »roposition, the Wall Street Journal re- 
ported. The fight was successful, yet was far 
from conclusive as to integration of public and 
private benefits. Many other changes were at issue 
and no doubt contributed to the adverse vote. 

Yet adoption of new plans goes on, and prob- 
ably at a faster pace than most people antici- 
pated when the basic steel industry made its tem- 
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porary stand against the idea. 

A pattern is forming for the SUB plans, which 
is not surprising, since the bulk of them are in 
companies under contract with one union. De- 
tails vary considerably, however, and a process 
of development can be traced from plan to plan, 
even in the few months since the first two were 
granted by Ford Motor Company and General 
Motors Corporation. There is little or no straight 
“copying” of settlements from one company to 
another, as there was with wage agreements that 
first brought about the use of the term “pattern 
bargaining,” or with the health and insurance 
programs that followed. 


Variations on a Theme 


Variations among the SUB plans are at least as 
great and as numerous as among pension and re- 
tirement programs, and probably more so, since 
there were nc previously-existing private unem- 
ployment compensation programs to serve as 
models, as was the case with pension plans. 

A few features are common to all of them, 
however, with the possible exception of two 
plans in contracts signed by the CIO Glass 
Workers Union with Libby-Owens-Ford Glass 
Company and Pittsburgh Plate Glass Company. 
These two differ so markedly that there is doubt 
that they should be included under the heading 
of SUB programs. The glass plans have found 
favor with the NAM, incidentally. Common 
features of the other include: 
© None is the guaranteed annual wage, nor a 
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guaranteed wage for any specific period. There 
is no absolute guarantee of pay for any given pe- 
riod, as there is in the typical labor-agreement 
provision for report-in pay or call-back pay. 

@ All are tied in with state unemployment com- 
pensation (as most union-negotiated retirement 
plans are tied in with Federal Old Age Bene- 
fits). The company payment may fluctuate 
with, and depends upon, what the employee is 
entitled to under the state system; and this varies 
with the individual’s circumstances as well as 
from state to state. 

@ All plans have provisions that tend to cut 
down the possibility that low-seniority employ- 
ees might exhaust the funds available, leaving 
nothing for high-seniority employees if the latter 
were later laid off. In some plans, this is accom- 
plished by providing that low-seniority employ- 
ees must use more supplemental-benefit “cred- 
its’ for a week’s benefits than would a high- 
seniority employee, as well as that high-seniority 
accumulate “credits” more rapidly. In com- 
panies’ plans, it is accomplished by setting a 
high-seniority standard before anyone can draw 
benefits. 

@ The plans universally set a cents-per-hour top 
limit on what the employer must contribute in 
a given period. 

®@ Ail set a formula for determining a “maxi- 
mum” figure for the funds that back up the 
benefit program, excusing the employer trom 
further contribution so long as the funds remain 
at that level or higher. 
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LAUNCHED 11 YEARS AGO, the union drive for... . 





GUARANTEED WAGES 





Eleven years in the making, 1955’s rash of Supple- 
mental Unemployment Benefit plans, financed by 
management, got its start in a war-time demand by 
the CIO United Steelworkers of America for the 
Guaranteed Annual Wage. The demand was de- 
nied, but at the suggestion of the Office of War 
Mobilization and Reconversion, President Roose- 
velt ordered a study made. Eleven-man committee 
came up in 1947 with “Latimer Report” (at left). 








GUARANTEED ANNUAL WAGE got big ClO buildup .. . . 











Fearful of a post-war economic slump and layoffs 
(this was when organized labor was campaigning 
for full employment and 60 million jobs), the 
unions began pointing out to members inadequa- 
cies in unemployment compensation paid by the 
states. Argument at left is by Guernsey-Montgom- 
ery, from CIO Economic Outlook of July 1949. U.S. 
jobs now total 65 million pius, unemployment com- 
pensation is up, but not where unions want it. 








DECADE OF TALKING IT UP among the locals, and... . 








Guaranteed annual wage talk became a standard 
item on labor convention and collective bargaining 
agendas, but for several years the subject was not 
pressed. Meanwhile. such avenues of communica- 
tion to local union leaders as Ammunition, organ 
of UAW Education Department, went to work in 
earnest. Poster at left was back cover of a 1955 issue 
of Ammunition, also was supplied large-size for 
union halls. Frequent issues rallied support for it. 

















Management began to take GAW talk seriously 
about 1951-1952 (Ford’s counter-proposal was said 
to be the result of three years’ study of the subject), 
and when the UAW put the issue on the table in 
earnest this year, the big auto companies produced 
Supplemental Unemployment Benefits in its place. 
Managements that gave SUB insist it’s no GAW, 
but other management groups seem as wary of one 
as of the other. Unions see it as step on way. 
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® Another general, but not universal, provision 
is that benefits be scaled down, percentage-wise, 
when the fund falls below a certain percentage, 
or percentages, of the “maximum.” The chiet 
effect is to preserve funds, in case of a heavy 
drain, for payments to more senior employees 
who may be laid off later. 

© In few of the plans, so far as is known, does 
the union have equal voice in its operation. 
Most, if not all, provide for a form of grievance 
procedure under which the employee or union 
may contest matters of fact, but the actual ad- 
ministration is left in the hands of the employer 
or of trustees chosen by him at his own discre- 
tion. Normal grievance procedures of the regu- 
lar labor agreement do not apply. The Allis- 
Chalmers program affords a considerable degree 
of union participation, however. 


Tied to State Programs 


@ All make an employee’s eligibility for supple- 
mental benefits depend upon his eligibility, un- 
der state laws and regulations, for state-system 
unemployment compensation, with certain ex- 
ceptions—when state benefits are exhausted, at 
the start when an employee would be eligible for 
state compensation except for lack of waiting 
period, or similar minor exceptions. 

Aside from the SUB plans’ not being guaran- 
teed annual wages, this is probably the outstand- 
ing variation from union demands. As presented 
for bargaining, the union proposals would have 
substituted employer-employee standards tor 
state-system standards. This was an effort of the 
unions to get around what they consider the too 
stringent requirements of state systems regard- 
ing employees’ availability for other jobs. 

From management’s point of view, this tie to 
state eligibility rules goes a long way towards 
assuring that laid-off employees really seek suit- 
able work and do not lie back and rely upon 
unemployment compensation, public and _pri- 
vate, until a job comes along that they like, or 
until their old jobs open up again. 

Industry has striven long and hard to toughen 
up the requirements, and it owes much of its 
savings under “merif-rating” provisions of un- 
employment compensation tax laws to its success 
in making it desirable—when a job is available 
—for a man to take it rather than try to live on 
his compensation check, as well as in establish- 
ing strict standards as to what constitutes a lay- 
off without fault of the employee. 

@ The standard rate of employer contribution is 
5 cents per employee-hour of work. The actual 
sum may vary from company to company more 
than appears in the flat statement, however, be- 
cause of details in the provisions that cover 
funding, “maximum” funds, and so on. 

@ With the exception of the programs of the 
Continental Can Company and the American 
Can Company (which have a 52-week SUB 
plan), the plans contemplate payment only for 
26 weeks on unemployment, a considerable re- 
duction from the union asking-point of annual 
guarantees. 
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@ All plans provide, in one way or another, for 
getting around the problem presented by state 
unemployment compensation regulations which 
do not permit a laid-off employee to collect any 
other wage income of substantial amount while 
receiving state benefits. 

In the Ford and General Motors plans, the en- 
tire agreement becomes inoperative if states em- 
ploying two-thirds of their payrolls do not agree, 
by June 1, 1957, that laid-off workers may col- 
lect both state and private benefits concurrently. 


Green Light Given, Say Unions 
While the defeat of the ClO-sponsored refer- 


endum in Ohio last month was a blow to the 
Auto Workers Union in this respect, the union 
has not too much to worry about, because the 
State of New Jersey has all but put both plans 
“over the top” in this regard, and both programs 
will now probably become operative. There had 
already been favorable rulings in Michigan, 
Massachusetts, Connecticut, Delaware, and 
New York. Without New Jersey, the union 
contended, approval by the other states covered 
60 per cent of GM and Ford employees. It also 
contends that an executive ruling would still 
make the concurrent payments permissible in 
Ohio, despite the voters’ action on Election Day. 
It is true that the Ohio referendum contained 
not only the SUB proposal, but provisions that 
would have increased the amount and duration 
of state benefits. The union’s contention, which 
is already supported by some managements, will 
be that the latter accounted for the negative vote. 

In Wisconsin, where state approval might be 
hard to get, the auto union has hinged operation 
of its SUB agreement with the American Motors 
Corporation not on state approval but on clear- 
ance of the General Motors plan. The Chrysler 
Corporation program will become effective be- 
cause Michigan’s approva! covers more than two- 
thirds of its employees without regard to action 
in other states. 

The Continental Can Company and American 
Can Company plans are effective without regard 
to action by state unemployment compensation 
boards or attorneys-general. A general provision 
in the can companies’ agreements, covering all 
employees, is virtually identical with the provi- 
sions of auto-company programs for non-approv- 
ing states, once the bulk of states have approved. 

In American Can, if an employee cannot ac- 
cept company benefits without jeopardizing his 
state unemployment compensation, he may take 
his entire company benefit in a lump sum, after 
his state benefits cease, or upon return to his job. 
In Continental Can, he also has the privilege of 
taking company benefits every second or third 
week (while taking state benefits in between), if 
he wishes. Because of peculiarities of the state 
laws and regulations, his net benefits may vary, 
depending upon the method of payment. 

Basic to all the plans, in addition to the pro- 
visions for company contributions to the sup- 
porting funds, are sections dealing with general 
eligibility, specific conditions under which the 
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benefits will be paid, and methods of computing 
the amount and the duration of benefits for 
the individual employee of the company. 

The auto industry plans require one year of 
seniority before an employee begins acquiring 
the “credits” which will entitle him to supple- 
mental unemployment benefits, In the two can 
company plans, three years of work is required. 
On the other hand, the can company plans grant 
up to 52 weeks of supplemental payments, the 
auto plans up to 26 weeks. 

All of the plans make benefits payable one 
year after their effective dates. In all cases, how- 
ever, actual operation of the plan depends upon 
the companies’ receiving a satisfactory ruling 
that contributions will be a deductible expense 
for federal income tax purposes, and a ruling 
that benefits will not be considered a part of 
wages under the Wage-Hour Act. This ruling 
has been made. 

Operation of the Ford and General Motors 
plans further depend upon rulings by states in 
which two-thirds of the employees work that 
supplementation is permitted. If and when this 
condition has been met supplemental benefits 
will be paid weekly in states that permit it; in 
other states the employee may elect to receive 
three or four weeks’ benefits every third or fourth 
week. The laid-off employee would receive no 
state benefits that week. 


*‘Substitute’’ Benefits 


Under some auto plans, as in Allis-Chalmers 
Manufacturing Company and American Motors 
Company, operation of the plan hinges upon the 
GM or Ford plans going into effect. GM and 
Ford may, however, abandon their plans if states 
in which two-thirds of their employees are lo- 
cated do not approve supplements. In the other 
two plans, the plan is not foreclosed in the ab- 
sence of state approval; instead, the “substitute” 
supplements, payable periodically instead of 
weekly, go into effect. 

In American: Can, if states representing two- 
thirds of employees do not approve concurrent 
payment of public and supplemental benefits, 
the “substitute” benefits become payable in all 
states. Continental Can’s program simply pro- 
vides for both kinds of payments, the “substi- 
tute” where the weekly kind is not permitted. It 
also provides for a lump sum supplemental ben- 
efit at the end of a layoff. 

The amount of the weekly supplement varies 
from plan to plan: In the Ford and GM plans, 
the maximum for the first four weeks of pay- 
ments is set at 65 per cent of the worker’s 
straight-time take home pay for a 40-hour week. 
For the remaining 22 weeks, it is figured at a 
maximum of 60 per cent of take home pay. The 
maximum amount the company must pay in 
any week is $25. 

In the Allis-Chalmers plan, which the UAW 
has hailed as its “best” to date, the maximum 
supplement the company will pay while an em- 
ployee is receiving state benefits is $25 a week 
plus $2 a week for each dependent, up to four. 
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After state benefits are exhausted, the company 
is liable for a maximum up to $48.30 a week, 
plus $2 for each dependent. 

The can companies do not directly differenti- 
ate, as to maximum supplements, between weeks 
in which the employees do or do not receive sup- 
plements. Continental’s maximum is $51 a week 
(depending upon the employee’s earnings class) 
plus $2 for each dependent up to four, less any 
amount the employee receives from state benefit 
systems or other employment. American Can’s 
maximum—also inclusive of state benefits and 
outside earnings—is $66.82, plus $2 per depend- 
ent. After state benefits are exhausted, the maxi- 
mum is $46.80 plus dependency allowance. Dur- 
ing the first 26 weeks, however, the company’s 
maximum payment is $25 a week. 

The plans also provide for a decrease in max- 
imum supplements when the funds drop below 
a given point. Almost every plan, however, has 
a different set of provisions covering this point. 


System of “‘Credits”’ 


How long benefits will be granted in each em- 
ployee’s case depends upon the intricate system 
for acquiring “credits” (in the auto plan) or 
“weeks of eligibility” (as in Continental Can). 

To employees with the required seniority, 
American Can grants one-tenth of a “credit 
unit” for each eight hours worked. Thus, for two 
weeks’ work, an employee gains one full credit 
unit. He may accumulate up to 26 in one year, 
52 maximum at any time. When he is laid off, 
under the prescribed conditions, each credit unit 
is good for one week of supplements. 

In Continental Can Company, one “week of 
eligibility” is granted for each 80 hours of 
work to those with the required seniority and 
with a prescribed minimum of hours worked in 
the last three years. Each week of eligibility en- 
titles the employee to a week of benefits if and 
when he is hit by layoffs of the prescribed kind. 

The Ford and General Motors plans have a 
more complex system of credits, which works to 
preserve funds for high-seniority employees, 
should they be laid off, and to protect funds 
from dissipation on short-term employees who 
are usually the first laid off. 

For the first two years of the plan, employees 
with less than ten years’ service accumulate 
“credits” at the rate of only one-fourth credit per 
week; those of greater service, at the rate of one- 


. half credit per week worked. Thereafter, all will 


accumulate credits at the one-half-per-week rate. 

Unlike the “credit units” or “weeks of eligibil- 
ity” in the can company plans, these auto “cred- 
its” do not necessarily mean a week of supple- 
mental benefits. In the auto industry plans, one 
credit will get one week of supplements for any 
employee only when the trust fund is at 85 per 
cent or more of its “maximum” position. When 
it is lower, low-seniority employees have more 
than one credit cancelled for each week of sup- 
plements. A carefully graduated scale increases 
the number of credits cancelled for a week’s ben- 
efits as the amount in the fund goes down, and 


and 
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it pays to plan in plastics molded by General American 


plastic cases spark sales for battery makers 


sé 


Several years ago the Air Force asked us, “‘Can you build battery cases for jet 
planes? Can you make them tough... able to stand sub-zero cold and high engine 
heat? Can you make them lightweight, dimensionally stable and corrosion resistant? deve are | ner | 
And can you produce them in large quantities?” POON 
With the aid of our research and development team, we were able to do the job. 
Then, a company which manufactures replacement auto batteries told us, ‘““We 
want everything the Air Force got and something more—a feature to make our 
cases sell faster.’’ So, we went to work on this problem, and came up with color 
molded-in color. 
Today, bright, colored plastic battery cases are a major factor in the replace- 
ment battery business—bringing new sales to manufacturers and dealers and new 
value to their customers. 
Call on this research and development team at General American. They may 
be able to help you in your business, too. 


PLASTICS DIVISION 


PLASTICS DIVISION 


GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 South LaSalle Street + Chicago 90, Illinois 


Facilities unmatched anywhere: injection, compression, extruding and vacuum forming, reinforced plastics, painting and assembling. 
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THE BUILDING YOU WANT 


where you want it 
when you want it 


ENGINEERED BUILDINGS 


at stock-model prices 


McCloskey Engineered Buildings assure you al/ the savings normally 
effected by use of stock patterns and mass production. Plus preci- 
sion-design to your specific needs. 


McCloskey buildings are easily and economically erected using 
local facilities or through the McCloskey organization. RIGID 
FRAME design permits easy accessibility for cleaning and painting, 
resulting in substantial savings in maintenance cost. 


Buildings engineered by the McCloskey Company of Pittsburgh— 
whether large or small—are planned and built to suit your purpose. 


As functional housing for industries, they can include provision in 
the basic structure for monorails, craneways, overhead conveyors, 
variated levels, etc. 


To better serve your individual needs 
and eliminate multiple fees, we suggest 
McCloskey Engineered Buildings. 


YOUR INQUIRY places you under no obligation. 
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also inverse proportion to the laid- 
off employee’s length of service. If 
the fund should drop below 13 per 
cent of its maximum position, but 
not less than four per cent, an em- 
ployee with fewer than five years’ 
service would “pay” ten credits for 
a week’s benefits, and even a 25- 
year man would “pay” one and two- 
thirds credits. Prime purpose of the 
scaling is to slow down liquidation. 

One feature found only in the can 


terms of duration. 


fore the SUB plans began. 








FOR FURTHER INFORMATION: 


Here are a number of references for further information on 
SUB. With two exceptions, they are taken from Selected Refer- 
ences, No. 66, November 1955, one of a series of valuable topi- 
cal bibliographies issued (with descriptions) by the Industrial 
Relations Section, Princeton University, Princeton, N. J. (20 
cents each). 


The Guaranteed Annual Wage. Bureau of National Affairs, 
Inc., 1231 24th Street NW, Washington 7, D. C. April 1955, 
259 pages, $12.50. 


+ 


Supplemental Unemployment Benefits Plan Agreement. 
Continental Can Company, Inc., 100 East 42nd Street, New 
York 17, N. Y. September 1955, 19 pages. On request. 


Agreements Between Ford Motor Company and the UAW - 
CIO, Industrial Relations Analysis Staff, Ford Motor Com- 
pany, Dearborn, Mich. June 8, 1955. On request. 


Guaranteed Annual Wage Payments and Related Employer 
Payments under State Unemployment Insurance Systems. Bu- 
reau of Employment Security, U. S. Department of Labor, 
Washington 25, D. C. 14 pages. On request. 


Ruling of the Administrator in re Ford Motor Company 
SUB Plan. Wage and Hour and Public Contracts Division, 
U. S. Department of Labor, Washington 25, D. C. September 
7, 1955. 2 pages. On request. 


Supplemental Unemployment Benefits Plan Negotiated be- 
tween CIO's United Auto Workers and Allis-Chalmers Manu- 
facturing Company. Special Supplement No. 26, Daily Labor 
Report. Bureau of National Affairs, 1231 24th Street NW, 
Washington 7, D. C. (This is not on Princeton list.) 


The Economics of the Guaranteed Wage. Chamber of Com- 
merce of the United States, Washington 6, D. C. 1953. 6 pages, 
0 cents. 


Management Record. July, 1955, “Ford’s Unemployment 
Compensation Supplements.” National Industrial Conference 
Board, 460 Park Avenue, New York 22, N. Y. Pages 266-270. 
Membership. 


+s 


Management Record. October 1955, “Can Companies’ Lay- 
off Benefits” (page 394) and “Auto Union Analyzes SUB 
Gains, Goals” (page 406). National Industrial Conference 
Board, 460 Park Avenue, New York 22, N. Y. Membership. 
(Not on Princeton list.) 








2 ae ° eee. Gee ae Vk ea 


company programs is severance pay 
for employees whose jobs are per- 
manently discontinued because of a 
permanent plant shutdown. If they 
do not retire on pension or transfer 
to another company plant, they will 
be entitled to a lump sum equal to 
whatever their credits are worth in 


This feature is a carryover from 
severance-pay plans that existed be- 








APPLYING RECORDAK MICROFILMING TO BUSINESS ROUTINES—NO. [2 IN A SERIES i 


1e dairy that sto] ped making out bills 


Recordak Microfilming makes possible a Result: The Sinton Dairy saves $250 per month in billing 
unique billing short cut... Saves $3,000 per costs; gets bills out ten days faster; ends transcription 
vear for The Sinton Dairv Company Colorado errors; e1ves customers a statement that answers questions 
Springs, Colorado. : : in advance; saves 98% in filing space; speeds reference 

‘ : . has a film record that’s complete, compact, authentic. 
Every time the milkman stops at your house he lists your 


FREE ... Valuable New Booklet 
“Short Cuts That Save Millions” shows typical examples of how 
over 100 different types of business—thousands of concerns—cut 


purchases on a route sheet made out in your name. End of 


the month the whole story’s there. 


“How,” asked Sinton Dairy, “can we eliminate tran- record-keeping costs with Recordak Microfilming. Chances are 
scribing route sheet information to customer statements?” — \o.,°i] find some profitable ideas for your own business—no mat- 
The local Recordak Systems Man suggested a short cut so ter what its type or size. Just mail the coupon .. . no obligation 
simple it was almost startling— ““Microfitlm your route sheets whatsoever! Recordak Corporation (Subsidiary of Eastman Kodak 


... then send these very same sheets out as bills.”’ Company), 444 Madison Avenue, New York 22, N.Y. 


=RECORDEK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming— 
and its application to business systems 


*“Recordak” 
is a trademark 





RECORDAK CORPORATION (Subsidiary of Eastman Kodak Company) 
444 Madison Avenue, New York 22, N.Y. 
Gentlemen: Please send free copy of “Short Cuts That Save Millions.” 


Name Position 











Company 


New Recordak Reliant does the job of 3 microfijmers. 
Saves film .. . is easier to operate Street 
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BY #1284294 JONES WHAT DID YOU SAY 
OUR PRICE WOULD BE ???: 















For clean, readable 
office copies 
be sure she uses 


carbon papers by 





The carbon copy is your record of promises 


and commitments. You can’t afford to use FREE CARBON PAPER FOR YOUR SECRETARY 
carbon paper which blurs, smudges, fades or Prove to yourself that Old Town carbon papers do produce finer 
copies. Simply have your secretary address her request to us on 
produces broken letters and fig es. The su- your company stationery stating the model of her typewriter 
perior ink coatings of quality carbon papers, (electric, standard manual or noiseless) and the number of copies 
: she usually requires. We will send her, free of charge or obliga- 
like Old Town Dawn, are fade-proof and each tion, a sample supply of Old Town Dawn carbon paper along 
sheet is aged to allow the coating to set prop- with an interesting, informative folder describing the various 
lv. Th eles igl h ‘ ‘ weights and finishes of carbon paper and how to select the 
erry. e result: clear, sharp copies with proper carbon for her particular work. Write: Old Town Cor- 
permanent legibility. poration, 345 Madison Avenue, New York 17, N. Y., Dept. DR-12 











Old Town carbon papers save time and 
money, too. They are non-curl .. . easier, 
cleaner to handle. They can be re-used dozens 
of times without “‘bellying”’ or losing copy 
strength. Four weights and five finishes of 
Old ‘Town carbon paper . . . for every type of 


World’s foremost maker of carbons, ribbons, 
duplicators and duplicating supplies 





office work, every make of typewriter. C AR BON PAPE RS 











HIGHLIGHTS & sidelights 


comment by 
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Where to show up 


—and show off 


If your business is helping other 
companies to produce better prod- 
ucts; if you make basic materials 
or engineering components—pow- 
dered metals or industrial textiles: 
plastics or fasteners—there’s a new 
trade show coming up that you'll 
want to investigate. 

Its name: the Design Engineer- 
ing Show. 


Gardner 


The place: Philadelphia’s Con- 
vention Hall, May 14 to 17, 1956. 

Show management: Clapp & 
Poliak, Inc., 341 Madison Avenue, 
New York 17, N. Y. 

An outgrowth of the Basic Ma- 
terials Exposition, held two years 
ago, the new Design Engineering 
Show is planned to bring together 
—at one time and in one place—in- 
dustry’s most important product 
building blocks so that engineers 
(and production men, sales man- 
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Lab-in-a-tank 


Continental Oil Company had plenty 
of extra oil storage tanks. Sut, despite 
a major research-building program, it 
still didn’t have enough pilot plant 
space at its Ponca City, Oklahoma, re- 
search center. Why not put one of the 
tanks to work? Conoco did—with the 
attractive result picture here. An 80,- 
Q00-barrel tank, dismantled and reas- 
sembled at the site, serves as the core 
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of the structure. It’s insulated with 
glass fiber matting, and faced with 
aluminum and porcelain enamel. The 
pilot plant area (left) is a 60-foot cir- 
cle in the center of the building. 
Around it are three floors of offices 
and laboratories like the one pictured 
above — all air-conditioned and 
equipped with the latest safety and 
fire-protection devices. 
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No air-moving 

appliance can be better 
than its most vital 
component: the air-impeller. 
And no one has had 

more experience in 

the design and manufacture 
of air impellers 


than Torrington. 


THE 


TORRINGTON 


MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 
VAN NUYS, CALIFORNIA - OAKVILLE, ONTARIO 
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A Totally New Concept 
AUTOMATION 


Comes to the Desk Calculator 


that directly adds as it multiplies, 
adds as it divides, and puts aside 
and remembers intermediate results 
to apply to final answers. On 
payroll computing alone, it cuts 
down figure work as much as 3l 
percent. Ask operators who know. 
They prefer Monroe. 


Today it is an accomplished fact. 
Automation invades the field of desk 
figuring. Automation by-passes 
many figuring steps, flashes the an- 
swer with jet-like speed. You can 
imagine the dollars it squeezes from 
office figuring costs. 


A dynamic new principle in the 
new, totally automatic Monro-Matic 
Desk Calculator: Its compact single 
keyboard provides functional-color 
controls. It automatically seeks its 
own decimal. The Duplex is the only 
American desk figuring machine 


see MACHINES from MONROE 


for CALCULATING « ADDING « ACCOUNTING 


Here, gentlemen, is a preferred 
investment. An assurance against 
obsclescence for years to come. 
Monroe Calculating Machine Com- 
pany, Inc. Home office: Orange, 
New Jersey. Branches everywhere. 
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agers, and purchasing agents, too) 
can examine, compare, and find the 
enes that best meet their needs. 
Exhibitors already scheduled in- 
clude such key names as Du Pont, 
Corning Glass, and the Powdered 
Metals Division of Yale & Towne. 

P..S. It’s not too early to make 
plans to attend the show as a visitor, 
either. 


How to make a million 


With attention riveted on nuclear 
energy, rockets, and such, it’s easy 
to forget the “little” everyday prob- 
lems that can still make a mint for 
the company which solves them. 

The National Lumber Manufac- 
turers point out, for instance, that 
there is a great need for a process 
that will make hardwood veneer 
more resistant to burns, scratches, 
and alcoholic liquids. A lot of 
finishes are on the market—but 
none quite fills the bill. 

The Army Engineers and the Of- 
fice of Naval Research are still look- 
ing for a screening material that 
will meet all their needs (and, in- 
cidentally, those of the average 
householder). Plastic-coated glass 
fiber screening is one of the best so 
far. It’s non- 
staining, needs no paint, is light in 


corrosion-resistant, 


weight, can be produced in any 
color, and has good dimensional 
stability. But it burns or chars on 
exposure to lighted cigarettes. And 
can chew 
through it (a minor problem says 
ONR—but still a problem). 


As to metals and alloys, the list 


crickets their way 


of requirements is almost limitless. 
Entry of gas turbines into the auto 
held is being slowed by lack of a 
cheap, tough, heat-resistant (at 
least to 1,000° Fahrenheit) alloy. 
Less expensive corrosion-resistant 
alloys of all kinds are needed for 
ordinary products ranging from 
lawn mowers to shovels. 

Looking for a research project? 
You don’t have to look very far. 


Here’s the tipoff 


What are the signs that can help 
one gage, quickly, whether or not a 
plant is well-operated? In Septem- 
ber, we listed a few of the things 
we look for in visiting a new plant. 
Now, Abbott Oberndortfer, assist- 
ant manager of The Equitable 
Life Assurance Society s inuustri. 
Properties Division has sent us an 
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excellent checklist he’s developed. 
Among the various points he 
watches: 

Are aisles and other traffic lanes 
(including stairways) clearly de- 
fined (by painted stripes, for in- 
stance)? Do they have smooth, 
non-slip surfaces? Are they kept 
clean? 

Is machinery and equipment in 
good repair? Does it have the 
proper safety devices? Are they 
being used? Is provision made for 


and 


accumulation disposal of 
waste ? 

Are fire extinguishers readily ac- 
cessible? Are all the necessary types 
on hand? 
they are regularly and frequently 
serviced ? 

Are 


water, and so on) color coded to 


Is there evidence that 


utility lines (steam,: air, 
permit rapid tracing? Is insulation 
in good condition? 

Try this list on your own plant 
next ttme you walk through. Can 


vou say “yes” to every question? 


But can you get it out? 


Plenty of attention is being paid 
to package-filling these days (see 
June, page 41). But what about 
package-emptying ? 

A while back (April 1954, page 
47) we told the sad story of a com- 
pany which spent a lot of money 
on containers for sampling a new 
product—and then put the con- 
tainer cap on so tight nobody could 
get it off. 

Now comes Rolley, Inc., Califor- 
nia manufacturer of Sea & Ski sun 
tan lotion with this story: 

Sea & Ski is a thick, creamy prod- 
uct. Originally, it was packed in 
glass bottles. But, as it sat on drug- 
gists’ shelves, it tended to thicken 
still more. This didn’t hurt the 
lotion. But prospective users were 
having a tough time getting it out 
of the bottles. 

What to do? Rolley didn’t want 
to thin out the lotion, but some- 
thing had to be done. 

Change the package? 

Polyethylene plastic squeeze bot- 
tles were tried; but they were pret- 
ty expensive. Then came the happy 
solution: polyethylene collapsible 
tubes. Because they're flexible, the 
lotion can be pressed out even if it 
thickens. The tubes cost more than 
glass, but not as much as the plastic 
pottles, and they re less expensive 
than either to handle and ship. 


and 








start all over again. 

A silly way to drive? Perhaps. 
But that, says Electric Auto-Lite 
is the driving pattern of the average 
city motorist. Auto-Lite engineers 
use it as the driving formula for 
ignition 


This specific answer won't apply 
to every product—even every cos- 
metic product—of course. But have 
you tried to empty your own pack- 


4 
- 


ages lately 


How do you do it? testing performance of 

mg 8 components. You can use it to test 
Start your engine, get up to a your own driving pattern. But, 
miles an 
hour, maintain it for a mile and a 


half, stop for 40 seconds, and then 


maximum speed of 35 more important, it should serve as 
a reminder to work out use-patterns 


like this for your products. 





Titanium Does the New Material Swing 


The titanium story should be a rosion-resistant. But it’s still a new 


lesson to both materials suppliers material; and, as with any innova- 


and users. First oversold by pub- tion, there are processing problems 


licity and wishful thinking, it’s now to be ironed out and application 


receiving a resounding whack as methods to be developed. Best ad- 


the pendulum of public opinion vice to management: let the baby 


swings in the other direction. The grow at its own rate, while keeping 


fact is, it's a good material that a watchful eye on promising new 


shows a great deal of promise. It’s design and production ideas like 


strong, light in weight, and cor- those pictured below. 
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Production research improves titanium fabrication. As one example, Wall 
Colmonoy Corporation is showing a new vacuum-furnace brazing method 
that makes it easier to turn out assemblies like these honeycomb panels. 


Application research at Convair, San Diego, developed roll-formed dimple 
pattern for titanium sheet that increases rigidity, minimizes wrinkling, 
permits use of thinner gages for jet engine shrouds like the one shown here. 
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Let the MAN from MONROE put 





AUTOMATION 
On Your Desk 


Meet Arthur F. Bridenstine, Detroit's 
MAN from MONROE. A man of wide 
community interests, he is also a 
skillful weekend painter. Asa skilled 
figuring analyst, he serves Detroit's 
businessmen, applying his extensive 
training totheirown specific require- 
ments. He follows the doctrine: ‘‘Men 
+ Machines = Monroe,”’ with em- 
phasis on men. 


Your own city, too, has a Man from 
Monroe, a realistic, objective con- 
sultant in simplifying figure work 
systems. See your telephone book. 





FUNCTIONAL-COLOR CONTROLS are now 
one of the many speed exclusives that 
Monro-Matic’s new concept brings to figure 
work. Red control keys for dividing, green 
for multiplying. 


see The MAN from MONROE for 


CALCULATING - ADDING - ACCOUNTING MACHINES 
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stimulate salesmen 

Thor Power Tool Co. takes distant 
distributor salesmen on a “tour 
through the plant’ by showing 
16mm. movies in regional sales- 
training meetings. Because the show 
builds understanding and enthu- 
siasm among the salesmen, sales per- 
formance is improved—best of all, 
at low cost. 





was moet. 
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add range to communications 
General Miils, Inc., knows the im- 
portance of good communications 
with employees, customers, and all 
people. So they use 16mm. motion 
pictures in employee training, and 
also furnish company films to 
schools, clubs, and the general pub- 
lic. All increase the stature of the 
company. 


turn a problem into an asset 
Southern Pacific's trunk line through 
the Sierras was blocked by a big 
snowstorm. They made a movie 
record of the situation and how it 
Planned as a morale 
builder for employees, “Snow on the 
Run” also caught the public’s fancy, 
drew large audiences, and built re- 
spect for the railroad. 


FOR SUCCESSFUL SHOWINGS 


Good presentation is important to the suc- 
cess of any business movie. You get good 
salesmanlike showings when you use Koda- 
scope Pageant 16mm. Sound Projectors— 
crisp, brilliant pictures and adequate easy- 
on-the-eor sound, undisturbed by projector 
noise. And because Pageants care pre- 
lubricated, your projector investment is pro- 
tected forever aguinst the most common 
cause of projector breakdowns. 





you'll find in the Cine-Kodoak Special Ii 
Camera. 

For details about Pageant Projectors and 
the Cine-Kodak Special lt! Camera, just 
check the coupon. 


help you... 



















16mm. Sound Projectors 


FOR GOOD MOVIES 


For making 


your own NAME 


HELP FOR YOUR PROBLEM 


This free booklet, “Motion Pictures: 
Aids in Business and Education,” moy 
suggest ways in which 16mm. movies 
can serve you well. It discusses appli- 
cations, planning, presentation, pro- 
duction costs, and effectiveness of 
business and industrial movies. 
erences and sources of loan films are 
included. Just mail the coupon. 


| 
| 
Please send me without cost or obligation: 
cation” | 


a Catalog on the Cine-Kodak Special Il Camera 





The power of pictures can 











EASTMAN KODAK COMPANY 


Dept. 8-V, Rochester 4, N. Y. 
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C7 “Motion Pictures: Aids in Business and Edu- 


C] New color catalog on Kodascope Pageant 









movies, no oth- 


er camera in POSITION 








its price range 








cision and built- 
STREET 





in features 
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IDEAS 


Continued from page 42 


individual in knowing that some 
directional markers had been set up 
leading to tangible benefits for the 
company. 

There was a follow through. Cop- 
ies of all the suggestions were given 
to all participants for future refer- 
ence in their departments. A few 
weeks later, a letter went out on my 
behalf asking for a report from each 
department head on all those ideas 
suggested concerning activities un- 
der his wing which had not been 
discussed specifically at the confer- 
ence. The memo also sought a re- 
port on what was being done in 
each man’s department to carry out 
the conclusions of the conference. 

That was three years ago. It 
would be sky-gazing to assess a dol- 
lar value to the conference itself. 
Certainly, its worth couldn't be re- 
lated in any way to the nominal 
expenses of hotel rooms and meals. 
Moreover, it would be difhicult to 
measure the individual conference 
conclusions in terms of their ulti- 
mate contribution to what has 
turned out to be a rising sales curve. 

But the inherent value of the 
“Idea Clinic” concept is attested in 
the fact that it has enjoyed applica- 
tions since then in other areas. 

Currently we are applying the 
technique in seeking to improve our 
production operations. Each man 
invited to the upcoming conference 
has been asked to bring his ten best 
ideas for alleviating the specific 
problems of “Obsolescence and 
Scrap." 7 

This should be a very dynamic 
session. Frankly, | am looking for- 
ward to it and have already decided 
on eight of the ten ideas I want to 
toss out on the table. 

THE END 
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“I think I would like a raise.”’ 
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How a Difficult Loading 
Problem was solved 
with a Magliner 

Mobile Loading Ramp | 


Occupying an older building that had no dock 
facilities, and unable to keep up with increased 
shipping requirements, a mid-western food 
processor faced what seemed to be an insur- 
mountable problem. Realizing the need for a 





faster, lower cost loading operation through 
the use of power trucks and other rolling equip- 
ment, the company consulted a ugliner field - 
engineer. The solution to the problem was a 
Magliner mobile loading ramp. Result: hand 
loading eliminated—loading time cut in half! 


If you have an older building, a yard handling 
problem; need extra or movable dock facilities 
—then Magliners can solve your problem too! 
Combining magnesium strength with magnesium 
lightness, Magliner loading ramps can be moved 
by one man... give you a “loading dock” 
where and when you want it! Magliner loading 
ramps eliminate hand loading ... speed oper- 
ations . . . cut expenses! Get the facts on 
Magliner mobile loading ramps yourself! Write 
today for bulletin DB-211. 


MAGLINE INC. 
P.O. Box 112 
Pinconning, Mich. 





In Canada: 
Magline of Canada, Ltd., Renfrew, Ontario 

















Big Numbers 
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Automatically prints large, legible num- 
bers on file folders, job tickets, time 
cards, etc., makes for easier reading, 
faster work. (Provides consecutive, dupli- 
cate or repeat numbering.) See your 
dealer or let us send our catalog—“How 
to Select a Numbering Machine.” 


Specify FORCE for the Finest 
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by 19 telephone equipment factories! 


Federal dial intercom enjoys the unique distinction of 
being an internationally developed intercommunication 
system ...combining the most advanced techniques of 19 
automatic telephone switching equipment factories of the 
world-wide International Telephone and Telegraph 
Corporation. 

From North America...South America...Continental 
Europe...the British Commonwealth of Nations...come 
the research, engineering, manufacturing, installation, 
and operating experience built into this outstandingly effi- 
cient system of ‘‘desk-to-desk” communication. 

Federal dial intercom is designed to meet all voice 
communication needs of offices, stores, plants, and institu- 
tions... with fast, automatic, completely private telephone 
facilities for 10, 25, and 50 to 1000 or more stations... 
adaptable at will to remotely controlled centralized dicta- 
tion recording equipment. 

Federal is the only intercom system that offers you such 
breadth of experience in global telephony... gives you 
dependability, performance, and transmission quality 
that’s “Certified by a World of Research!” 
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The dial intercom system that’s built 





A DIVISION OF 





Federal Telephone and Radio Company 
A Division of INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 
100 KINGSLAND ROAD « CLIFTON, NEW JERSEY 


In Canada: Standard Telephones and Cables Mfg. Co. (Canada) Ltd., Montreal, P. Q. 
Export Distribuiors: International Standard Electric Corp., 67 Broad St., New York 
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Traveloader plcc- 
ing heat-ex- 
changer tubes on 
“Christmas Tree” 
racks to conserve 
yard storage space. 
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of bulky, heavy loads 


Here is a revolutionary new material 
handling machine designed expressly 
for long, unwieldy awkward loads. It 
picks up loads from the side, carries 
them securely on the truck deck, and 
stacks them to a height of 12 feet. It 
operates indoors or outdoors, in 10 foot 
aisles, over paved or unpaved road- 
ways — and over highways at speeds 
up to 30 MPH! 


No other ONE machine 
offers these features: 


1. A ONE MAN operated lift 
truck and transporter. 


2. SIDE LOADING for straight 
line pick-up and delivery. 


3. CARRIES LOADS equally dis- 
tributed over two axles and 
four pneumatic-tired wheels. 


4. TRAVELS with payload up to 
‘30 MPH. 


5. STACKS LOADS 12 feet high 
from 10 foot aisles. 


Traveloader is available with gas or 
diesel powered engine, in 10,000 and 
12,000 pound capacities. Write for 
descriptive bulletin, No. 1360. 
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Airplane wings crated for shipment 
are easily handled by Traveloader. 
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Traveloader with master pallet and 
roller conveyor speeds loading of 
aircraft. 


0 raveloader stacks 20 ft. lumber 
from 10 ft. aisles. 





THE BAKER-RAULANG COMPANY 
1205 West 80th Street - 


Cleveland 2, Ohio 











A Subsidiary of Otis Elevator Company 








PRESIDENTS WANTED 


Continued from page 40 


But it is well to remember that 
the educational process can best be 
augmented by the individual him- 
self. Since I am here urging that 
men reach out more and more for 
executive responsibility, I would 
like to reassert the old-fashioned 
ideaz of  self-motivation—and to 
stress it to all management candi- 
dates whether at the level of fore- 
man or vice-president. 

There is a source of 
material on which we are 
not sufficiently drawing—and that 
is the pool of the shop men. Not 
enough executives in industry to- 
day are coming up through the 
production ranks. In most training 
programs, too few candidates go 
into production—something like 90 
per cent want to get into sales. 
They apparently think sales work 
is moré promising than a shirt- 
sleeve job in production, and that 
sales work is more remunerative, 
at least at the outset. 

But | young men 
coming into industry to-day were 


manage- 
ment 


wish more 


entering through production chan- 
nels. In this age of automation they 
are needed badly now. And it 
seems to me that the long range 
opportunities are actually greater. 
In making this statement, I may be 
accused of personal bias, having 
come up through production my- 
self, but I believe the facts will bear 
me out. 

It seems axiomatic that manutac- 
turing experience gives a man in- 
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SCHWANHAUSSER, President of 


Epwin_ J], 
Worthington Corporation, has been asso- 
ciated with that company for the whole of 
his business career. Working with them dur- 
ing Summers while he attended Stevens In- 


stitute of Technology, ne switched to full- 
time employment upon his graduation with 
an ME degree in 1915. His first position was 
in the Engineering Department and _ he 
moved up in successive promotions through 
Works Manager (192%), Vice-President 
(1939), and Executive Vice-President 
(1949). His duties as President were as- 
sumed in 1955. 

Mr. Schwanhausser is a professional engi- 
neer, being a life member of the American 
Society of Mechanical Engineers, as well as 
a member of the American Society for 
Metals, American Gas Association, American 
Petroleum Institute, and many other pro- 
fessional societies. 


timate knowledge of the product 
and direct contact with men in the 
shops and shop life generally. Thus 
it is an invaluable preparation for 
later responsibilies in any manu- 
facturing company. 

Usually the largest number of 
people employed by a company are 
in its shops. As wage earners, shop 
employees have their own special 
viewpoints and attitudes. If a com- 
pany draws its top management ex- 
clusively from its sales people, its 
legal experts, its financial men, its 
scientists, and engineers, it will miss 
a great opportunity. 

While it is true that men who 
come up from the shops need ex- 
perience in all of these other fields, 
they are apt to get such experience 
as they climb the ladder. On the 
other hand, those lacking shop 
background will ultimately need to 
get an understanding of the manu- 
facturing processes and the motiva- 
tions of people involved—and it is 
far more difficult to get such ex- 
perience at later stages in a career. 

Finding good production men is 
leading top management back to 
the relative importance of the shop 
foreman. The line of management 
in any company must extend from 
the foreman up to the top executive 
in order to make maximum use of 
the opportunities to develop efiec- 
tive leadership. 

The gist of my argument, then, 
is that not enough attention is 
being paid to the satisfactions of 
leadership—the pleasures of being 
a manager—the fun of being a 
president. If we want more people 
to assume responsibility, and I 
think we do, we have got to do a 
better job of encouraging leader- 
ship. It may suit a certain type of 
president to feel that he leads a 
hard life. But the truth is he has 
the most fascinating job in the com- 
pany. Try to get him to give it up! 
He really loves it. 

By the same token, jobs of execu- 
tive responsibility up and down the 
line have attractions which should 
draw the ambitious like a magnet. 
If we expect men and women to 
make the effort necessary to move 
up the scale to new challenges and 
responsibilities, more executives 
must confess, as I do here, that I 
love my job. 


THE END 
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With Hertz Truck Leasing... 
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You Save Nearly All the Headaches 
of Private Ownership. 


AND THAT’S NOT ALL! You still get all the 
benefits— and more—of private ownership. But 


now you have smart clean trucks 


your own... always in excellent 


Releases your capital investment in trucks. 
It’s our money tied up in trucks. Not yours. We'll 
buy your present trucks at mutually agreed prices, 
and keep them in service. Or, if you wish, we will replace 
them with Fords or other sturdy trucks, engineered 
to your needs. Whether you require one truck or a 
hundred, Hertz Truck Lease Service is so flexible 
that we can set it up any way you want. 


Avoid maintenance headaches. Hertz services, 
repairs, fuels all trucks it leases to you. One periodic 
billing covers all. It saves you the time and expense 
of keeping reports and cost sheets of numerous items 
for services, gasoline and oil, repairs, ete. You haven’t 
a thing to do but provide the driver. What’s more, 
the new trucks we lease 10 you are always attractive, 
spic and span... odd prestige to your company. 


HERTZ Jruck Rental SYSTEM 


as private as 
condition for 


Saves idle truck waste. You lease only the mini- 
mum number of trucks for your needs. In emergency 
or peak load periods, Hertz will provide additional 
expertly maintained trucks on call. You pay only for 
what you actually need. 

For your protection, Hertz also insures all trucks 
to meet your needs and requirements. (We will place 
the insurance through your own broker or agent, if 
you prefer.) 

The Hertz Truck Lease Service is adaptable to 
your particular operations at lowest possible cost on 
the most efficient plan. Among Hertz customers are 
manufacturers, wholesalers, distributors, retailers... 
restaurants, laundries, cleaners and dyers, department 
stores, grocers, specialty shops and many more. Hertz 
is the oldest and iargest truck leasing organization, 
with more than 30 years of experience. 





dependable deliveries. Greatest assurance of 
uninterrupted deliveries without breakdowns. 
Complete service... with everything furnished but 
the driver. Now look at the headaches you avoid. 


Let Hertz Analyze 
Your Trucking Problems 
Call your Hertz representative for a free survey 
of your trucking problems today. There’s no 
cost or obligation. You'll find Hertz 
Lease Service listed under “H” in your tele- 
phone directory; or write Hertz Truck Rental 
System, Dept. H12, 218 South Wabash Ave., 
Chicago 4, Illinois. WEbster 9-5165. 


ry . 
Pruck 


Phone: 





Need a car? Hertz has them, too! Low rate includes gasoline, 
oil and proper insurance. Call your local Hertz office. 














“General’s ten factories assure your plants 


of better container service and lower costs” 


Prompt and economical delivery of the containers you 
order is an important part of the regular service offered 
by General Box Company. Factories are located in or 
near the nation’s major producing centers. The duplicate 
production facilities these 10 modern plants co: cain as- 
sure on-time delivery tuned to your needs even under 
unusual circumstances. 

A second important service advantage General Box 
offers you is access to some of the finest container design 
and testing facilities in the industry. 


Engineered Containers for Every Shipping Need 


® Wirebound Crates and Boxes e Generalift Pallet Boxes e Corrugated 
Fiber Boxes @ Cleated Corrugated and Watkins-Type Boxes @ Stitched 


Panel Crates @ All-bound Boxes 


Find out the dollars-and-cents advantage to you of this 
national container service—dependable delivery from 
the General Box factory near you of containers custom- 
engineered for your products. Let us send a man to give 
you the facts. No obligation. Ask, too, for your free copy 
of the informative booklet, “General Box.” 

Factories: Cincinnati; Denville, N. J.; East St. Louis; 
Detroit; Kansas City; Louisville; Sheboygan; Winchen- 
don, Mass.; General Box Company of Mississippi, Meri- 
dian, Miss.; Continental Box Company, Inc., Houston. 


Genetal Box 


1813 Miner Street, Des Plaines, Ill. 


* * * * * 
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Reviews of new 16 mm motion pictures produced 


To Sell With Fire 


Presenting Your Sales Case Con- 
vincingly (27 minutes, b&w) will 
show your salesmen and dealers 
how to lower their prospects’ skepti- 
cal eyebrows. Sales consultants Rich- 
ard Borden and Al Busse found 
that many sales executives are con- 
cerned because their salesmen and 
dealers are not convincing in pre- 
senting their sales stories. They felt 
there is only one thing more con- 
tagious than enthusiasm and that is 
the lack of it. 

So Borden and Busse, who have 
made several other very successful 
sales training films, set out to cor- 
rect this failing and several others 
by making a new film. By showing 
about a dozen selling situations the 
film demonstrates five tested tech- 
niques for correcting such selling 
errors as these: 

e The failure of salesmen to sell 
themselves and so win the conf- 
dence of the prospect. 

fail to 
which 


e Generalities which con- 


vince and overstatements 


weaken the sales story. 
e Underestimating the value of 
third-party testimony which can 
make the sales story more con- 
vincing. 


e Loopholes in the sales story which 


by, for, or about business and industry 


THOMAS KENNY 


the 


the 


when salesmen assume 


knows more about 


open 
prospect 
product than he actually does. 

e The neglect of sales tools and 
other material supplied by the com- 


pany. 
It was produced by Jam Handy 





But Has He Sold Himself? 


for the Dartnell Corporation, 4660 
Ravenswood Avenue, Chicago 4), 
Ill. The film can be rented for $1 
per showing per person ($40 mini- 
mum) from Dartnell or from the 
Donnelly Institute, 509 Fifth Ave- 
nue, New York 17, N. Y. Projec- 


tion service is also available. 
How the Air Force Buys 


The Air Force Procurement- 
Production Story (26 minutes, 
color) was made by the Air Force 
to tell defense contractors, both ac- 





tual and potential, how that service 
buys aircraft and other material. It 
should be particularly valuable to 
large contractors for it describes in 
detail the various Air Force offices 
which are involved in each step of 
procurement from initial design to 
final in the Air Force 
inventory. 

Like another film, Small Business 
and the Air Force (Mopern Inpous- 
try, March 1953, page 127) which 
shows how to get an Air Force 


inclusion 


contract, this new film can be bor- 
rowed free trom Air 
Material Command district ofhces 
which are located in New York, 
Chicago, San Francisco, ind fifteen 


any of the 


other cities. 
Entertaining with Plastics 


The World That Nature Forgot 
(30 minutes, color) is the world of 
plastics. Can you tell vinyl trom 
styrene? Polyethlene from _ polyes 


ter? If not, this film can be quite 
helpful if you listen and look quite 
attentively. However, this is not a 
technical hlm which inventories all 
plastics one by one. Rather it is a 
delightful exercise in mixing esthet- 
The 


theme of the film is the analogy 


ics and industrial processes. 


between nature’s and man’s proc- 





Man of Action (r4 minutes, color) 





This animated cartoon depicts the 
downfall of a once beautiful neighbor- 
hood, and prescribes the individual and 
community action needed to prevent 
the spread of slum-producing blight. 


me OE ROOM. 


The film was contributed to Action (the 
American Council to Improve Our 
Neighborhoods) by the Continental 
Can Company, one of many corpora- 
tions supporting this non-profit group. 
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A new market for many products should 
result from the clean-up campaign. Pro- 
duced by Transfilm, Inc., it can be 
borrowed free from Association Films, 


347 Madison Avenue, New York 22. 











How Long 


Should Records be Kept? 
ite ie 
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Now 
available— 
our Manual of Re- 
cord Storage Practice 
with Retention Periods for 
general business and banks. It 
tells a simplified story of record 
procedure and an easy-to-do 
storage plan for inactive records. 
A VALUABLE GUIDE FOR 
EVERY BUSINESS. For your 
FREE copy, clip this ad to your 
letter-head and mail to: 





BANKERS BOX CO., Dept. DR! 2 
720 S. Dearborn St., Chicago 5, Illinois 
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A Heavy Duty Table with Electric or 
Manual Control! for loads to 10 tons. 


Portable Pedestal! 


° 
oe 
Weld-Bilt°? °° 
3s to 2000 Ibs. 





HYDRAULIC 

LIFT TABLES 
* 

7 

Seeese® 

You don’t need “‘mus- 
cle-men” for handling 
heavy dies, sheet steel, 
or big machined parts, when you have new 
WELD-BILT Hydraulic Tables on the job. 
Just adjust the Table to !oading height, 
slide parts on easily, without tugging or 
lifting. Then just move to press or machine 
position, raise or lower to working height 
— fast, easily. 


Write for latest bulletin and prices. 


WEST BEND EQUIPMENT CORP. 


MATERIALS HANDLING ENGINEERS 








303 WEST WATER STREET ° WEST BEND, Wis. 
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CKER$ Hydraulics 


Tm Vthael Patel. 


This new LeBlond Automated Crank Turning 
Equipment machines crankshafts at an excep- 
tionally high rate. All operations of the Models 
LBA and PBA machines shown above are 
hydraulic with the exception of the actual rota- 
tion of the crank .. . here a Vickers hydraulic 
motor is used for braking and jogging the 
electric motor drive. All hydraulic power is sup- 
plied by Vickers Pumps and controlled by 
Vickers Valves. 

In addition to the advantages inherent in 
hydraulic control, Vickers Hydraulics gives you 
the benefits of a nation-wide and full-time field 
engineering and service organization to assure 
correct application and operation with least 
maintenance. Vickers has the complete line of 


Representative Standard Wickens. Units Used on LeBlond Avtomated Cr 





Solenoid Controiled 
4-Way Valve 














LeBlond Automated Crank Turning Equipment com- 
pletely turns and faces over 55 V8 crankshafts per 
hour. One operator can handie two such machines. 





hydraulic equipment necessary to take undivided 
system responsibility . . . to eliminate any risk 
of incompatibility of hydraulic components. 

The Vickers Application Engineer near you 
will be glad to demonstrate the many benefits 
you can obtain by using Vickers Hydraulics. 
Write for a copy of Catalog 5001A. 


VICKERS INCORPORATED 
DIVISION OF SPERRY RAND CORPORATION 
1424 OAKMAN BLVD. ¢ DETROIT 32, MICHIGAN 


Application Engineering Offices: 
ATLANTA « CHICAGO « CINCINNATI « CLEVELAND « DETROIT 
HOUSTON « LOS ANGELES AREA (El Segundo) « MINNEAPOLIS 
NEW YORK AREA (Summit, N.J.) « PHILADELPHIA AREA (Medic) 
PITTSBURGH AREA (Mt. Lebanon) « PORTLAND, ORE. 
ROCHESTER «+ ROCKFORD «+ SAN FRANCISCO AREA (Berkeley) 
SEATTLE « ST. LOUIS « TULSA « WASHINGTON «+ WORCESTER 
IN CANADA: Vickers-Sperry of Canada, Lid., Toronto 
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ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 1921 
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esses of producing materials by 
stringing together basic molecules. 
Highly unusual photographic proc- 
esses (see photograph) were em- 
ployed to depict molecules doing 
what comes naturally—coming to- 
gether to form various plastics— 
a sight never actually seen, even 
through a microscope. 

The film was made by the Mon- 


santo Chemical Company to tell the 


a 
Pi 
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Making Molecules Dance 


general public of the importance of 
plastics—a $2 billion industry which 
has been growing at the rate of 20 
per cent each year, Distinctly non- 
commercial in tone, the film Jimits 
mentions of Monsanto to a credit 
line at the start and the company 
name on workers’ clothing in a few 
scenes. It demonstrates that creative 
film-making can transform usually 
dull factory scenes into a wonder- 
land of color and form. It would be 
a strong public relations tool for 
manufacturers of plastic end-prod- 
ucts. Produced by MPO Produc- 
tions, it can be borrowed free from 
Modern Talking Picture Service, 
45 Rockefeller Pl., New York 20. 


New Human Relations Film 


Production 5118 (37 minutes, 
color) is an unusual title but this is 
an unusual film. Made by The 
Champion Paper and Fibre Com- 
pany, it is a film on human rela- 
tions in industry—specifically com- 
munications—and is available free 
to business, industry, and other 
groups. There is no commercial 
plug for, nor mention of, Champion 
Paper (except for a credit line at 
the start) throughout the film. 
Also most unusual is the plot 
of the picture which concerns the 
production of a business film on 
human relations in industry and the 
reactions of various actors to the 
scenes which they play. The situ- 
ations shown concern the president 
of a small manufacturing company 
who is in trouble with his employ- 
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ees because of poor communica- 
tions. While the film doesn’t offer 
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Can You Get Through to Them? 





specific answers to specific prob- 
lems, it does create an awareness 
of the complicated and difficult na- 
ture of the entire subject. 

Training groups, service clubs, 
management associations and others 
should find this maverick movie of 
real value. For further information 
write to Champion Paper and Fibre 
Company, Public Relations Dept., 
Hamilton, Ohio. 


Selling Alarms with Film 


Sneak Attack (14 minutes, color) 
is a very effective educational film 
on fire prevention which carries 
a potent yet palatable plug for a 


new inexpensive ($29.50) fire alarm. . 


The device which is produced by 
the Falcon Alarm Co., 243 Broad 
Street, Summit, N. J., lets loose 
an alarming shriek which can be 
heard for 500 feet over normal traf- 
fic noises, when the temperature 
rises as the result of a fire. It is 
intended for use in structures of all 
types from homes to industrial 





Sales Rise with a Shriek 


plants. In order to help reach these 
varied markets this low-budget but 
impressive film was made by John 
Moynahan & Associates in co-opera- 
tion with Riverside Pictures, indi- 
cating as do many other films that 
motion pictures can be effectively 
used by small business. 

It can be borrowed free from the 
Falcon Alarm Company. 
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The TS!I-Duolite tullows you to increase the field of use for 
your 16mm films because in the Duolite you get two methods of 
projection in one unit ... and for the price of one unit. Now 
you can show films in rooms and locations where it formerly 
wasn't convenient or practical. What's more, in most cases 
the operation of the Duolite is easier and quicker and you 
get a more effective presentation. 


Desk Top Showing On Built-In Screen 

The Duolite permits you to show black and white or color movies 
on a large built-in screen without darkening the room. Films 
can be shown right on your desk top, in the plant, in hotel 
rooms and in conference rooms without setting up any extra 
equipment such as a screen, speaker, etc. This makes it ideal 
for in-plant training sessions, engineering departments, sales 
departments, advertising departments or wherever films are used. 


Two Projectors In One! 

Just flip a lever, insert another lens and the same projector 
can be used with large audiences for showing films on any 
standard external type screen. Both lenses are furnished with 
the projector. Changing them is simple. Pull . . . and the lens 
is out. Push... and the other lens is in. 


The Duolite is a top quality projector throughout. Sturdy 
construction stands hard knocks without damaging the unit. 
Service is hardly ever required. When it is, no special tools 
are needed. 


Check now on this most complete projector . . . available only 
from Technical Service, Inc. You'll find it to be the ideal 
projector for all of your uses and it’s priced right too. 


Ty TECHNIC 
SERVIC 
INC. 


30865 FIVE MILEROAD + DEPT. D + LIVONIA, MICH. 

West Coast Office: 4357 Melrose Ave. * Hollywood 29, Calif. » Phone Normandie 5-6621 
Cunodian Distr.: S. W. Caldwell, Ltd. « 447 Jarvis St. « Toronto 5, Ont. 
Foreign Distr.: Westrex Corp. (formerly Western Electric Export) « 111 Eighth Ave., N.f. 11, N.Y. 
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Here’s how to double their use! 
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x marks the spot 


The right location for Ford’s Virginia Parts 
Depot was marked by a big X on the map 
at Richmond—the spot where the east- 
west mainline of the Chesapeake and Ohio 
crossed the principal north-south railroads. 

From its Richmond location, Ford is 
ideally situated to serve its 352 Ford, 
Lincoln and Mercury dealers in Virginia, 
North Carolina, District of Columbia and 
parts of Maryland and West Virginia. And 
the C&© gives fast, direct service from 
Detroit and other Midwest points. 

For emergency shipments, the Ford 






Depot is practically across the street from 
Richmond’s Byrd Airport. The many ad- 
vantages of this Richmond Airport Indus- 
trial Development make it a logical dis- 
tributing center for this area. 

If you are seeking a site for a plant or 
warehouse to serve Richmond and the sur- 
rounding territory, a Chesapeake and Ohio 
Pin-Point survey will provide detailed 
information on this desirable location. Send 
your inquiry in complete confidence to 
Chesapeake and Ohio Railway, Industrial 
Development Dept., Cleveland 1, Ohio. 


SERVING: VIRGINIA « WEST VIRGINIA « 





KENTUCKY 
OHIO + INDIANA « MICHIGAN «+ SOUTHERN ONTARIO 
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NEW 


METHODS & 


MATERIALS 





Year-end roundup spotlights 


ANNESTA BR. GARDNER 


metals and plastics; cutters and filters 


Carbides: Throw-away tools 
save time, cut costs 


More mileage with less bother— 
that’s the aim of carbide producers 
in developing “throw-away” and 
“turnover” inserts that minimize 
tool grinding, yet keep machine 
costs down. 

At the recent Machine Tool and 
Production Engineering shows, 
Carboloy, Firth Sterling, Kenna- 
metal, and Vascoloy-Ramet all 
showed carbide tool tips and hold- 
ers that feature these twin advan- 
tages; and Allegheny Ludlum's 
Carmet Division is also making a 
complete line of throw-away inserts. 

The Carboloy tool holders, made 
in seven different styles, permit in- 
dexing of inserts without changing 
setups, can be equipped with light 
or standard-duty chipbreakers. 


Vascoloy-Ramet, too, features in- 
dexing without change of setup in 
its new positive rake toolholders, 
and notes that unusually hard 
grades of carbide can be used. 

Newest Firth Sterling develop- 
ment in the throw-away field is a 
tool that’s available in shank sizes 
as small as half an inch and, says 
F-S, has fewer component parts 
than any other en the market. It’s 
been so well received that the com- 
pany is now considering a *% inch 
size for home workshops. 

Kennametal’s “turnover type” 
throw-away inserts can now be had 
in seventeen different styles, with 
up to eight cutting edges on each 
one. Typical of the savings achieved, 
says Kennametal, is the experience 
of Menasco Manufacturing Com- 
pany, where use of turnover insert 
tools instead of standard brazed 


units cut costs from $1.20 to just 9 


cents per piece. 


Foamed plastics: 
Expansion—and then some 


The remarkable plastic foams are 
strong candidates for a 1956 “Mate- 
rials-of-the-year” award. To such 
standbys as polystyrene and viny! 
foams (see November 1953, page 
54), are being added a whole range 
of flexible and rigid polyurethanes 
—all offering light weight and re- 
siliency plus other desirable features. 

Production of polyurethanes may 
soon reach a hundred million 
pounds a year, predicts Ralph 
Wechsler, president of Nopco 
Chemical Company, and Nopco is 
out to capture a good share of that 
market. But it’s going to have plen- 
ty of competition. More than a 





GLASS and STEEL: More Strength, 





New steel cuts tank weight, costs. 


we DR a a ee 


Everywhere, the search for strong- 
er, lighter weight materials intensi- 
fies—and it’s meeting with a good 
deal of success. At Nooter Corpora- 
tion in St. Louis (left), U.S. Steel’s 
new high-strength T-/ alloy makes 
it possible to cut the weight of big 
transformer tanks by a full ton; 
while a new Owens-Illinois process 
(right) promises glass containers 
that are 20 per cent lighter than 
usual and just as strong. T-l’s 
higher strength also means 4 inch 
plate can be used throughout, in- 
stead of % and 4, with substantial 
savings in construction cost. And 
the O-I “right-weight” containers 
promise real savings in handling, 
packing, and shipping. 
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less wei ght. 


New process improves containers. 
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M CHECK ONE POINT, when choosing a new 


. desk. Check the middie drawer for the “‘ID”’ 


trade-mark. It's a trustworthy guide to a 
prideworthy desk, a product of honest work- 
manship and honest wood — an Indiana 
Desk. And any model you choose, however 
modest the price, will give you most desk 
for the money .. . ask any user! 


Check the new, better-than-ever values now 
offered by your nearest Indiana Desk Co., Inc. 
Dealer. Just a postcard will bring you his name. 


indiana desk OD o¢ me. 


JASPER; ENDIANA + U.S: A 
OUR 50TH YEAR OF SERVING AMERICAN BUSINESS 
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—and at a price 


Here you are. To meet the need for truly 
low-cost microfilming, here is a complete 
new line of machines from Bell & 
Howell and Burroughs. 


MICRO-TWIN RECORDER- 
READER: For less than you might 
expect to pay for a recorder alone, you 
get a complete microfilm recorder and 
reader in one unit! It records as fast as it 
can be fed—-by hand or automatically. 
Photographs documents front and back 
(simultaneously, if you wish). Full-size 
facsimiles can be made in the reader and 
‘developed without a darkroom. 


NEW MODEL 205 RECORDER: The 
Micro-Twin without the reader. If your 
operation makes it desirable to use sep- 
arate recorders, this is your unit. It has 
all of the features of the Micro-Twin, 














MODEL 205 RECOR 


microfilming 


you can afford / 





MODEL 206 READER 


but instead of the reader, you get extra 
work space on the top of the cabinet. 


NEW MODEL 206 READER: This isa 
simple, low-cost unit for convenient use 
where readers are required in locations 
removed from the recorder. Compact 
and portable (weighs only 16 pounds), 
it projects 8-, 16- or 35-mm film. 


You have your choice of 37 to 1 or 24 to 
1 magnification with interchangeable 
lenses. The projector head swivels full 
circle so that the image can be turned 
upright on the screen regardless of its 
position on the film. 


Now—haven’t you waited long enough 
for the advantages of microfilming? To 
do something about it, call our branch 
listed in the phone book. Burroughs 
Corporation, Detroit 32, Michigan. 


MICRO-TWIN RECORDER-READER 





SOLD AND SERVICED BY 


Burroughs 







Bellis Howell 


MICROFILM EQUIPMENT 








“Burroughs” and ““Micro-Twin” are trade-marks. 
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score of companies are now licensed 
under DuPont, Lockheed, or Mo- 
bay patents (see August 1955, page 
64), and are readying production 
facilities. Nopco itself has licenses 
from all three and will produce 
vinyl foams, as well, under license 
from Elastomer Chemical Com- 
pany. 

Where can these expanded mate- 
rials be used? Everywhere from 
boat hulls to garment pads, says 
Nopco. In boat hulls, for instance, 
rigid polyurethane foams might be 
used as a core, sandwiched between 
laminated plastic panels. The foam 
would not only provide greater ri- 
gidity at minimum weight, but 
might also simplify manufacture. 
As they expand, polyurethane foams 
liberate heat—enough to cure the 
outside panels. That way a separate 
curing operation might be elimi- 
nated, 


Nickel: More heat, 
less corrosion 


Nickel is the key to new develop- 
ments in two widely-separated 


fields: heat-treating and atomic 
energy. 

For industrial furnaces, Lindberg 
Engineering Company, Chicago 12, 
Ill., has a new series of nickel-chro- 
mium heating elements (photo- 
graph below) which, it says, can be 
installed in almost any type of elec- 
tric furnace. According to Lind- 
berg, the low voltage requirements 
of these Corrotherm heating ele- 
ments holds current leakage to a 
minimum. Other advantages: safe- 


ty, ease of installation (elements are 
just hung from hooks over the 
furnace). 

The atomic 
which nickel is helping to solve is 
corrosion of aluminum in water at 
temperatures above 400° Fahren- 
heit. Argonne National Laboratory 
reports its scientists have found two 
ways to protect this metal, both 
using nickel. 

One method involves acidifying 
the water with sulfuric acid and 
then adding a very small amount of 
nickel sulfate. This, says Dr. J. E. 
Draley of Argonne, protects com- 


energy problem 


mercially pure aluminum from cor- 
rosion at temperature up to at least 
530° Fahrenheit. 

The other method is a slight 
change in aluminum alloy composi- 
tion. Adding small amounts (one 
half to one per cent) of nickel and 
iron will, according to Draley, pre- 
vent penetrating corrosion at tem- 
peratures as high as 660° Fahren- 
heit. 

It’s important news for reactor 
builders—and it could provide an 
important clue to methods for ex- 
tending aluminum’s useful temper- 
ature range in other fields, 


Porous materials: Better holes 
for better processing 


In electronics, chemical process- 
ing, and research, new porous mate- 
rials—metals, glass, plastics and pa- 
per—are providing new answers to 
tough problems—and at lower cost, 
too. These are materials with pore 
sizes ranging down to two microns, 


New heating element for electric furnaces is corrugated nickel-chromium 
sheet. Lindberg Engineering believes it can make electric furnaces competi- 
tive with fuel-fired equipment for carburizing and nitriding. Here, Cor- 
rotherm heating elements are installed ina pit-type vertical carburizing unit. 
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BOXES & CRATES 
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No matter where it's bound 
SHIP IT WIREBOUND! 





Whether you’re shipping tractors to Brazil 
or taximeters to Buffalo you will 

ship safer at lower total cost in Wirebound 
Boxes or Crates. Wirebounds are the 
remarkable tailor-made containers that 
combine the strength of steel with 

the resiliency of wood to save tare weight. 
They come to you flat, take iess storage 
space, assemble in less than a minute and 
consistently slash damage claims. 

Isn’t this the shipping story you've been 
wanting to hear? Wirebound Sales Engineers 
will tell you the whole story of safety 

and savings for your product! 


MAIL THIS COUPON Now [ 





Wirebound Bex Manufacturers Association 
Room 1151 327 South LaSalle Street, Chicago 4, Illinois 


[] Have oa sales engineer give mz the whole story. 
[] Send me a copy of “What to Expect From Wirebounds”’. 
Name 
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ONLY: CHRYSLER MAKES OILITE, 


The Bearing That Wouldn't Wear Out 
125 years* service without adding a drop of oil 


—GeD- In Powder Metallurgy... it’s Amplex 








How long will a bearing last? An OILITE customer making 
large vertical shaft attic fans wanted to know the answer. 
He subjected a fan equipped with an OILITE bronze flange 
bearing to an ‘*accelerated life test equivalent to 125 years of 
service. Throughout the test it ran quietly and smoothly. Not 
one drop of oil was added—it showed no apparent wear. 


OILITE bearings hold oil by capillary attraction. Oil film 
on the surface insures positive, constant lubrication. Particu- 
larly good in trouble areas where lubrication is difficult or 
impossible. :The built-in oil cushion allows OILITE Heavy- 
Duty Bearings to absorb shocks and stresses. 


Heavy-Duty, self-lubricating OILITE bearings are Chrysler 
engineered to meet individual requirements. Standard bearings 
are available from local dealer stocks. Also cores, bars, plates, 
discs and strips in sizes ranging from !5" to 15!4” I.D. and 
1” to 18!4" Q.D. 

The engineering facilities of Amplex and Chrysler, unmatched 
in the powder metal industry, are ready to help you with your 
bearing problems. For on-the-spot service, consult your tele- 
phone yellow pages for the field engineer near you. 


IT’S NEW! IT’S FREE! 


First complete information on self-lubricating 
bearings, finished machine parts, filters and 
other powder metal units. 52 pages. Write today 
for OILITE Engineering Manual E-55. 


CHRYSLER CORPORATION 
AMPLEX DIVISION 


Dept. W-12 Detroit 31, Michigan 








and used for filtration, manufacture 
of electronic parts, and the like. 

The Pall Filtration Companies, 
which make a variety of porous ma- 
terials—-of flourine plastics, alumi- 
num, nickel, Monel, stainless steel, 
and gold—use powder metallurgy 
techniques, compacting and mold- 
ing fine powders to the desired 
thickness and porosity. Among their 
products are stainless steel filters 
and porous silver sheet for lining 
bearings. 

According to Micro Metallic Cor- 
poration, Glen Cove, N.Y., (one of 
the Pall group) “premium grade” 
filters with porous stainless steel 
filter media can now compete in 
cost with throw-away types (paper, 
cotton, and wool cartridges). An- 
other company in the Pall group, 
Porous Plastic Filter Company, has 
just cut prices on its line of porous 
Teflon and Kel-F (fluorine plastic) 
filter media as much as 55 per cent, 
making this: type, too, more eco- 
nomical to use. 

At Corning Glass Works, porous 
glass with hole sizes down to 300 
mesh is being made for use in elec- 
tron tube screens. The Corning 
process is quite different from that 
used by the Pall group. Corning 
starts with a solid piece of photo- 
sensitive glass, changes the “hole” 





Automated battery: more power, 


Designed for mechanization of produc- 
tion and flexibility in use, this new 
Burgess wafer-cell battery is said to 
permit a 30 per cent increase in power 
and life, while saving space and ‘ncreas- 
ing flexibility of application. Consisting 
of a manganese dioxide mix sandwiched 
between flat-disc zinc and carbon elec- 
trodes, the battery is heat-sealed in a 
Pliofilm envelope. Connections be- 


areas chemically by exposure to 
light, and then leaches them out, 
leaving a fine, porous material. 

Another new porous material, 
looking much like paper, but con- 
taining 50 million pores per square 
inch (equal to about 80 per cent of 
its volume) is being made by Milli- 
pore Filter Corporation, Water- 
town 72, Mass. Two types are now 
offered: one with a pore size of 
about 0.8 microns, for filtering air- 
borne particles; the other, with a 
pore size of 0.45 microns, for li- 
quids. These Millipore membranes 
are cellulosic materials, said to re- 
sist water and many hydrocarbons, 
but soluble in alcohols, esters, and 
ketones. They'll stand operating 
temperatures to about 250° Fahren- 
heit. 


For your reference: 
New periodicals 


This year saw the debut of a bevy 
of new industrial periodicals, some 
to be published on a regular basis 
from now on; others “from time to 


time.” Those listed below. are of. 


fered free of charge. Requests, on 
company letterhead, should be ad- 
dressed to source indicated. 


Metallurgy: Information on tung- 


less space 


tween units are made by a conductive 
silver wax, eliminating the need for 
welded or soldered wire. Multiple-cel! 
batteries like the one pictured in the 
center are wrapped in Mylar polyester 
film. This one is said to develop 22% 
volts, though it is barely two inches 
long. Suggested uses range from hear- 
ing aids and pocket radios to Geiger 
counters and photoflash cameras. | 
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“Why don’t you talk to the people at Chase Manhattan?” 


“More than 975 companies are now using Chase Manhattan 
. as their stock Transfer Agent or Registrar.” 


“Bill, don’t you ever think of anything 
but business?”’ 

“Sorry, Ed. Can’t get the office off my 
mind. You know, we put our stock on 
the market last year after 30 years of 
private ownership. Now it seems I spend 
half my time writing letters to stock- 
holders. Never realized what a nuisance 
stock transfers could be.”’ 

“‘Believe me, Bill, I’ve got the answer to 
that one—take your troubles to an expert. 
Chase Manhattan Bank has handled our 
stock transfer job for a long time. now and 
we've néver had a worry. 

“‘Doesn’t it take longer to have an 


agent do the job?”’ 

“Why, Bill, it takes Chase Manhattan 
far less time to handle our transfers than 
it used to take us. Chase Manhattan is 
located in the hub of the New York 
financial center, surrounded by brokerage 
firms and, of course, in close proximity 
to both the Big Board and the American 
Stock Exchange. Chase Manhattan is 
geared for the job on a big scale. Most of 
our transfers get through in 24 hours.” 

“‘How much does this cost, Ed?”’ 

“Surprisingly little! As a matter of fact, 
we actually saved money when we stopped 
trying to do the job ourselves.” 


“That sounds good, Ed. I think I'll 
look into it.” 

“Do that, I’il bet you'll find, as we did, 
that it pays to do business with Chase 
Manhattan.” 


Write for booklet on stock transfer and registrar 
services. Address: Stock Transfer Department, 
lt Broad Street, New York 15. 


THE 


CHASE 


MANHATTAN 
BANK 


HEAD OFFICE: 18 Pine Street, New York 15 
Member Federal Deposit Insurance Corporation 
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H. P. GOULD : 
Nationally Recognized Systems Analyst, 
Presidert H. P. Gould Company, says 
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| | ORDER-BILLING 


Check to see how many writings are now needed 
to prepare shipping orders, bills of lading, tags, 
labels and invoices. If you need more than one 
writing, you can save time and money with a 
DITTO One-Writing System. 


for these leaks 
that mean profit loss! — 












AUSTIN-WESTERN COMPANY 
SAVES $25,000. A YEAR 
DITTO One-Writing System has 
saved this company $25,000. a 
year, made possible handling of 
double order volume with two less 
clerks, simplified billing, and 
cleared up a troublesome back 

order situation 











PRODUCTION 








How many typings are you making to produce parts 
orders, assembly orders, material requisitions, 
labor tickets?-If you make more thar one typing, 
you'll speed production and increase efficiency by 
using the DITTO One-Writing System. 





THE DURIRON COMPANY, INC. 
SAVES $24,000. A YEAR 
DITTO One-Writing work order 
systems for foundry, machine 
shop, and assembly have made net 
reduction of 4 shop clerks and 
freed foremen and production men 


from paperwork, with overall sav- . 


ings of $24,000. a year. 











PURCHASE-RECEIVING 








TAKE THE FIRST STEP TO INCREASE PROFITS — MAIL COUPON FOR FACTS 
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How many times is basic purchase information 
written to produce bid requests, purchase orders, 
receiving reports, inspection reports, debit memos? 
Every re-writing is an opportunity for saving with 
a DITTO One-Writing System. 


DITTO, Incorporoted, 677 $. Oakley Bivd., Chicago 1° iil. 
DITTO of Cancda, Ltd, Toronto, Ontario, DITTO Britain Ltd., London, England 








ARGUS CAMERAS, INC. 
SAVES $14,000. A YEAR 
With DITTO One-Writing System, 
this company streamlines handling 
of deliveries on prchase orders, 
with saving of $14,000. a year, 
simplifies accounting, reduces 
clerical personnel, and saves costly 

filing space. 





sten, tantalum, molybdenum, co- 
lumbium. Bimonthly. Fansteel Met- 
als & Fabrication Division, North 
Chicago, Il. 


Instrumentation: News of auto- 
mation, process control, infrared 
systems. Techniques, Barnes Engi- 
neering Company, 30 Commerce 
Road, Stamford, Conn. 


Plastics and Packaging: Packag- 
ing with plastics, a monthly news 
magazine; and Extruderitems, a 
leaflet-type publication on vacuum 
forming and contour extrusion, are 
published by Bakelite Company. 
These are in addition to Bakelite 
Molding News, which made its de- 


but last year. To get on mailing lists 
write to: Bakelite Company, 30 East 
42nd Street, New York 17, N.Y. 


Powder Metallurgy: New ways 
to use metal powders and sintered 
parts. Quarterly. Progress. Metal 
Powder Association, 420 Lexington 


Avenue, New York 17, N.Y. 


Industrial air power: How to put 
air pressure to work, Engin Air, Ross 
Operating Valve Company, 120 
East Golden Gate, Detroit 3, Mich. 


Vibration: Information on testing, 
measurement, isolation. MB Note- 
book, MB Manufacturing, 1060 


State Street, New Haven, Conn. 





Vulcanized fiber: 


New profits from 


Vulcanized fiber, granddaddy of 
ithe Plastic Age, is making news by 
being “rediscovered.” It’s receiving 
a new promotional push that should 
bring it hundreds of new applica- 
tions. As John Macadam of Na- 
tional Vulcanized Fiber Company 
points out, the material is relatively 
low in cost, machinable, strong and 
impact-resistant, and a good electri- 
cal insulator (see photographs be- 
low). It is an all-cellulosic material, 
containing no resins or binders; and 
is supplied in rod, tube, sheet, and 
strip, in almost any color from white 
to black. It is basically a thermoset- 
ting material, though it will soften 
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Lightning arrestor takes advantage 
of material's arc-quenching ability. 


an old material 


sufficiently for forming at a tem- 
perature of about 350° Fahrenheit. 
Gasoline, oil, and organic solvents 
do not seriously affect the material, 
but it is sensitive to humidity, and 
will absorb quite a bit of moisture 
from the air. However, while this 
does cause dimensional changes and 
a decrease in hardness and dielectric 
strength, it also increases the impact 
strength—as much as 50 per cent. In 
addition to the applications shown 
in the photographs, Vulcanized 
fiber can be used for: athletic equip- 
ment, textile shuttles and roving 
cans, materials handling trays, back- 


ing tor abrasive discs. 





Gear trains makes less noise when 
vulcanized fiber meshes with metal. 


At no cost or obligation, please send me copies of Gould Reports and 
informotion on how you can seve us money, time, and effort with 
DITTO One-Writing System for: 

C) Order-Billing ©) Production [) Purchose-Receiving 

-) Peyroll 0) inventory Control © Other 
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Complex shapes can be produced if 


Machinability is big plus for the 
forming temperature is controlled. 


fiber. It can also be sawed, punched. 
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it’s No Fish Story. More than 1000 pounds of steel are used every day, just to make fish 


hooks. Those giant hooks in the picture are used to catch tuna, marlin or albacore. About 


3000 of the small No. 6 trout hooks can be,made from 





Bridge-Builders Paradise is the recently com- 
pleted West Virginia Turnpike. Its 88-mile length 
required 76 bridges, built from 23,500 tons of 
steel. The Bender Bridge, here, is 278 feet high, 
one of the tallest bridges east of the Mississippi. 
U. S. Steel supplied the steel and built this bridge. 
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a single pound of steel. 





This trade-mark is your guide to quality steel 











Like Flicking A Light Switch. Want finger-tip 
control of light and air in your home or office? 
You get this with venetian blinds made of 
steel. And steel venetian blinds are made in 
just about any size you will ever need—like 
the whopper shown here. In addition to their 
trim beauty, steel slats give privacy and pro- 
tect rugs, draperies and furniture from sun 
damage. Steel slats are flexible and tough. 
easy to clean, and they will not crack or warp. 





The Bow-Legged Truck. This unusual machine 
is called a straddle truck, because it literally 
stands over a load (up to 25 tons), hoists it 
then rolls away. The truck can actually roll 
over a full-size automobile without touching 
it. It uses many USS steel plates and bars. 


UNITED STATES STEEL 


For further information on any product mentioned in this advertisement, write United States Steel, 525 William Penn Place, Pittsburgh, Pa. 


AMERICAN BRIDGE . . AMERICAN STEEL & WIRE and CYCLONE FENCE . . COLUMBIA-GENEVA STEEL . . CONSOLIDATED WESTERN STEEL . . GERRARD STEEL STRAPPING . . NATIONAL TUBE 
Oil WELL SUPPLY . . TENNESSEE COAL & IRON . . UNITED STATES STEEL PRODUCTS . . UNITED STATES STEEL SUPPLY . . Divisions of UNITED STATES STEEL CORPORATION, PITTSBURGH 

UNITED STATES STEEL HOMES, INC. + UNION SUPPLY COMPANY + UNITED STATES STEEL EXPORT COMPANY - UNIVERSAL ATLAS CEMENT COMPANY 5-1683 
See The United States Stee! Hour. It’s a full-hour TV program presented every other week by United States Steel. Consult your local newspaper for time and station. 
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No. 10 of a series to introduce you to some of industry’s outstanding plastics eraftsmen 


Famous artisans of bygone days applied their talents to precious metals. 
Others worked wonders with common materials like iron and wood and stone. 
New materials are now at hand to capture the imaginations and 

challenge the skills of contemporary craftsmen. These modern materials 


are the fabulous family of plastics. 


Pictured here are two of the molders who are devoting their lives to crafting 
plastics into mass-produced articles that can serve every industry, every home. 
Monsanto, a major producer of high-quality plastic materials, salutes these 

ec. aftsmen who are helping to mold America’s tomorrow. 


When your plans call for plastic parts or products, consult an — custom molder 


Robert D. Buzzee, Plastics Dept., General Electric Company, 
Decatur, tii. After serving as a G.E. Product Engineer and 
a Tool Design Engineer, Mr. Buzzee is currently Supervisor 
of Manufacturing Engineering. Typical plastics applica- 
tions he has engineered include a soft drink syrup dis- 
penser valve body assembly, a six component fixed focus 
somm camera, and a portable kit involving ten plastics 
parts for making dry ice from carbon dioxide. Mr. Buzzee 
emphasizes to end users the importance of optimum product 
design for plastics applications by experienced engineers. 











C. Edgar Maynard, Prolon Division, Pro-phy-lac-tic Brush Co., 
Florence, Mass. As operations manager for his division, 
Vice-President Maynard has pioneered progress in custom 
molding since 1943. His company specializes in the design, 
development and production of custom molded parts for 
air conditioners, refrigerators, radios, television sets and 
electronic equipment. Mr. Maynard has made valuable con- 
tributions to plastics technology which have helped form 
the high standards of the industry, holding many patents 
on injection molding machines and processing methods. 


MONSANTO CHEMICAL COMPANY, 
PLASTICS DIVISION, SPRINGFIELD 2, MASS. 
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Marketing notes and comments 
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James K. Blake 


TWO SURVEYS, A NEW TRADE 
SHOW, AND TWO CHECKLISTS 


Here are estimates of industrial selling costs, ways to 


evaluate trade shows, plus an unusual reminder to dealers, 


NEWEST data on the 
costs of industrial selling . comes 
from a survey of 228 companies 
supplying materials, equipment, and 
services for the industrial market. 
Made on a national basis by the 
Executives Club of New 
York, the returns show that a slight 
majority of companies think it is 


Sales 


harder to get an order today than 
a year ago. But nearly 47 per cent 
see no difference. 

Average cost per call by salesmen 
from 205 industrial companies this 
year has been $17.24. The range ran 
from an inexplicable low of $1.00 to 
a high of $130.00. About 26 per cent 
of the companies spent up to $9.00 
per call; 31.7 per cent spent more 
than $20.00; and 42.1 per cent (the 
largest single grouping) estimated 


their costs from $10.00 to $20.00. 


From Cold to Catalog 


Cold calls, of course, harvested 
the lowest number of orders per 
hundred—9.2. The largest single 
group of companies (34.3 per cent) 
are getting 1 to 4 orders. Using that 
average cost per call figure of 
$17.24, the average cost per cold call 
order becomes $187.39. 

Orders per hundred resulting 
from an inquiry follow-up after 
publication advertising jumps to 16. 
The cost per hundred on advertis- 
ing leads drops to $107.75. 

After prospects have studied their 
companys’ catalogs, salesmen up 
their orders to an average of 38.4 
orders per hundred calls. And the 
average cost per order drops to a 


low of $44.89, 


The final question elicited a re- 
sponse that should be sobering 
enough to sales forecasters, whose 
optimism has been almost over- 
weening this year. Question: “In 
the event of ‘peace’ (that is, more 
settled conditions resulting in a let- 
down in defense spending), what 
would be the effect on your busi- 
ness?” About 20 per cent of the 
companies didn’t know; nearly 23 
per cent thought they would experi- 
ence no difference; 11 per cent ex- 
pected to benefit; and 46 per cent 
expected an adverse reaction. This 
emphatically suggests that defense 
spending has become a significant 
part of our manufacturing econ- 
omy. 

In many respects, this survey can 
be compared with the results of a 
study made by the National Indus- 
trial Advertisers Association back 
in 1949. That was an analysis of 512 
purchases made by as many compa- 
Routine re-orders were ex- 
cluded from the study. The sample 
was distributed proportionally by 


nies. 


type of manufacturing industry and 
by census region. | 

Before making the 512 
chases, the manufacturing compa- 
nies called in 912 salesmen. Deci- 


p ur- 


sions motivating the choice of sales- 
men selected were widely varied, 
but the largest single factor was 
comparison of printed literature— 
advertisements, catalogs, specifica- 
tions, blueprints, and so on—ac- 
counting for 39.3 per cent of the 
salesmen. Now, information from 
the salesmen on previous calls was 
the main factor in only 0.4 per cent 
of the instances. In short, to be con- 


sidered, you must get specific print- 
ed product information into the 
prospects’ hands. 

What types of product informa- 
tion? According to this study, com- 
panies used manufacturer’s individ- 
ually bound catalogs, specification 
sheets, and printed bulletins to com- 
pare makes in 80 per cent of the 
cases. 


New Trade Show 


Promotes Sales Promotion 


Here’s a twist—a trade show, it- 
self a promotional medium, being 
used to promote the wares of other 
services vying for the same adver- 
tising dollar. 

Orkin Expositions Management, 
which runs everything from the 
National Electrical Industries Show 
to the recent successful Do-It-Y our- 
self Shows, is completing plans now 
to launch a three-city Sales Promo- 
tion Show next year. It will kick 
off in Miami on February 14, move 
north to Philadelphia on March 13 
and open in Boston on April 3. 

Major reason for the shows, says 
William S. Orkin, is to bring to- 
gether all of the props and gim- 
micks—the art, labels, premiums, 
films, visual aids, direct mail, and 
so on—that make promotion plans 
get off the ground. 

We asked Orkin how a sales pro- 
motion manager should evaluate 
trade shows—including this one. 
He ticked off these points: 

@ Establish your objectives. For in- 
stance, whether you are entering a 
regional show to shore up a weak 
area, to open a new market, or keep 








American Appraisals 
correct errors in 
property accounts 


Continuous American Appraisal Serv- 
ice’ is an effective method of property 
control—reflecting changes in physi- 
cal assets and fluctuations in value. It 
keeps property records in line with 
property facts. 


The 
AMERICAN 


APPRAISAL 


Company 
leader in property valuation 


HOME OFFICE: MILWAUKEE 1, WIS. 











BUSINESS CASES 
y Oty mpc 


16 Alligator 
Grain Brief 
Case 





16 Underarm 
Case 


KEEP THAT NEW LOOK 
FOR YEARS... 


Your sales and service personne! 
will be proud to carry Olympic 
business cases fabricated from 
TOLEX vinyl plastic. You’re in- 
vited to see the Bureau of Stand- 
ards report on this marvelous 
material. 


Send for Special Bureau of Standards Report 
ee 
| ouvmerc LUGGAGE CORP. 
Kane, Penna. 
Gentlemen: 
Please send for my attention the Special 
Bureav of Standards Report. No obligation. | 
Dende 6 a 
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ADDRESS 
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MANUFACTURERS OF A COMPLETE LINE 


OF LADIES’ AND MEN'S FINE LUGGAGE 
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New mailing scale 
for the small office! 


Now even the smallest office can have a precision-built 
mailing scale that saves postage costs and mailing time—the “4900”, 
This compact little beam scale has a built-in computer that 

shows exact postage required from 4 ounce to | pound. 
Prevents loss of money through the overpayment of postage ... 
prevents loss of customer good will through the underpayment 
of postage that results in annoying “postage due”. 
The “4900” is the newest member of PB’s line of five precision * 
mailing scales, for small as well as large mailers. One 
model handles parcel post up to 70 pounds. Ask your nearest 
PB office to demonstrate, or write for free, illustrated booklet. 


& PITNEY-BOWES 


Mailing Scales 
PITNEY-BOWES, INC. 
1582 Walnut St., Stamford, Conn. 


Originators of the postage meter 
.. Offices in 94 cities 






ares Pe. FREE! Handy desk or wall 
SE oe ar chart of Postal Rates, with 
~ parcel post map and zone 
finder. 
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distinctive letterheads 


belong on 
WES 




















N/ BOND 


Weston Bond, a superb rag content 
paper, imparts an obvious air of 
importance to your letterhead. 

Its new, brighter white is a perfect 
background for clean-cut 

contrast in typing, writing and 


printing. Economical, too. 


Tell your printer to use WESTON 
BOND. He'll approve, heartily, for 


letterhead and matching envelopes! 


BYRON WESTON COMPANY 
DALTON, MASSACHUSETTS 
Makers of Fine Papers for Business Records Since 1863 


/ 1 
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an important distributor happy, 
will naturally affect the success of 
the venture. 

@ Size up the show in the light of 
its claims, and of your goals. After 
making sure the show produces the 
audience it boasts (for a new show, 
find out if the management is estab- 


- jisnéd” and reputable—-anyone can 


produce a floor plan and disappear 


with deposits), decide whether 
these prospects are worth the in- 
vestment. 

@ Allocate adequate time, money, 
and manpower to make it a really 
good exhibit—or else don’t bother 


Half-hearted 


“make an appearance” can boom- 


to go. gestures to 
erang badly. A dull display and 
second-string personnel can actually 
lose old customers. 

@ Merchandise the exhibit. Before 
the show: send your own invita- 
the 
stick show promotion tabs on all 


tions, mention show in ads, 
regular correspondence. After the 
show, follow up every inquiry, con- 
versation, and request for literature 
—and get reports when these are 
passed along to local men to handle. 
@ As for the booth itself, staff it 
with some of your own brass, pre- 
train everyone there, enforce a busi- 
nesslike, brisk atmosphere. Allow 


See baad Pe 
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adequate rest breaks, so the men 
don’t have to collapse on the chairs. 
Banish liquor, gossip, and the wives 
to the hotel suites. 

Incidentally, the new Exposition 
Management 
has gathered about 90 per cent of 


Association (which 
New York show managers into the 
fold) reports that a code of ethics 
for show managers is on the way. 


Dealer Checklist 
For More Sales in ’56 


Concentrating on dealers’ sales, 
manufacturers often pound home 
the importance of product know- 
how, sales training, and service to 
the near exclusion of other basic 
factors in a profit-making dealer- 
ship. 

Here is the other side of the pic- 
ture, just as important to a solid 
operation, a list compiled by A. W. 
Ward, Packaged Sales 


Manager of Worthington Corpora- 


Products 


tion’s Air Conditioning and Refrig- 
eration Division. Asks Ward: 

1. Do you know accurately what 
it costs to open your front door ev- 
ery morning, whether or not you 
sell anything? What nut do you 
have to crack each month before 
you start making a profit? 





How to break a “seasonal” sales pattern 


As more industries fight them, it 
is becoming clear that many season- 
als are little more than a worn out 
tradition, perpetuated in part by 
stereotyped timing of industry sales 
campaigns. 

An outstanding example is U.S. 
Steel's very successful campaign for 
the last two years to sell major 
white appliances during the Christ- 
mas season—traditionally a slump 
point. Another is the program of 
New York City retail merchants to 
build sales during the usual Summer 
fall-off. 


Dy. N.S 
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From Bridgeport, Conn., comes a 
similar report of a successful pro- 
motion ar or ranges during June. 
The Robertshaw-Fulton Control 
Company made an off-season push, 
taking 18 newspaper ads, 44 radio 
spots, window displays, bill stuff- 
ers—a typical promotion, even to 
awarding prizes for window dis- 
plays (winner in photo above). 

Results: gas range sales increased 
more than 300 per cent during June. 
During July and August the mo- 
mentum carried sales 200 per cent 
over last year. 


and 
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2. Have you made 1956 
budget yet to determine the mini- 
mum organization you require to 
handle the volume you expect? 

Are you using an accurate job 
Do you know ex- 
have been 


up a 


record system? 
actly what materials 
charged out on each job and how 
much labor was required against 
your estimate? Do you know at the 
end of each installation how much 
money you made? 

4. Do you maintain a running 1n- 
ventory of all equipment and mate- 
rial? Do you physically spotcheck 
the inventory record of all equip- 
ment and material? Every single 
sheet of metal, a bucket of paint, a 
thermostat that can’t be accounted 
for, reduces the most sensitive part 
of your operation, your net profit. 

5. Do you keep service parts and 
expensive small items such as con- 
trols under lock and key? One deal- 
er’s inventory shrunk $10,000 in one 
year by not properly controlling 
these sensitive items. 

6. Do you have any new equip- 
ment that has been cannibalized to 
get repair parts? Any such equip- 
ment represents completely frozen 
working capital until you can get it 
back in saleable condition. 

7. Have you gone through your 
shop lately and accumulated all 
your scrap metal, old units you've 
taken out, etc.? Scrap metal brings 
pretty good prices today. Why not 
have a house cleaning and convert 
your scrap units into more net 
profit dollars? 
old model 


If you 


8. Do you have any 
equipment in inventory? 
have, you’ve got working capital 


tied up that reduces in value each 
day. The principle of 
ing used in department stores ap- 


merchandis- 


plies equally well to your business: 


“Sell it—mark it down—or give the 
stuff away—but move it.” Why not 
go over your inventory and make a 
deal to move any equipment that 
falls in the non-current class so that 
youll get added money back in 
your business to use for more prof- 
itable sales? 


Marketing Briefs 


After scrapping fair trade, 
Westinghouse small appliance sales 
began to boom. Executives figure 
publicity was mainly responsible. 
Going prices are not much lower. 
Most merchants had been discount- 
ing before “under list” became le- 
gitimate, 


New magazine for salesmen, 


digest size, appropriately titled 
American Salesman, is in its third 


month. Board “Advisors” lists 
impressive array of top brass in in- 
dustry. 

Study of bias in survey re- 


sponses made by the University of 
Illinois came to striking conclu- 
sions. Questioning 237 families of 
or more adults, 
found that in one-third of the fami- 


two researchers 


lies, members gave different an- 


swers on family income and an 
whether or not they kept a budget. 
When three or more adults in the 
same family were asked about pur- 
chases made in the six months prior 
to the there no 
agreement at all. In the two-adult 


families queried, 


interview, was 
rousing 8 per 
cent of the families agreed upon 
what they had bought. 

In one-third of the families, one 
or more members forgot they had 
bought an automobile during the 
previous six months, 





Timken’s little United Nations in Canton, Ohio 


International sales rep’s from 53 
foreign countries alighted in Ohio 
last month as Timken Roller Bear- 
ing Company guests tospend a week 
working out policy and sales strat- 
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egy. As company brass spoke, simul- 
taneous translations in French, Ger- 
man, or Spanish came over IBM ear- 
phones. Timken has had plants in 


foreign countries since 1909. 
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_ on his advice. The Cambridge man near- 








combine movement and processing 


WITH 
WOVEN WIRE CONVEYOR BELTS 


By providing continuous processing at controlled speeds, woven wire 
conveyor belts help assure consistent uniformity in your products. 
All-metal belts are designed for almost any purpose, whether you’re 
processing unit parts or bulk, at 2000° F or sub-zero temperatures, 
using wet or dry methods. Whatever you manufacture—glass or 
ceramic ware, metal parts, chemicals, or foods—woven wire belts help 
you cut costs by eliminating batch handling. 


Cambridge belts are individually selected for your installation from a 
wide range of specifications. ‘The metal or alloy from which they are 
woven is specially selected to give longest life under the temperatures 
or corrosive conditions of your processing. Open mesh provides free 
flow of process solutions and atmospheres, cannot trap spilled ma- 
terials. Uniform continuous construction minimizes uneven wear, local- 
ized weakening ana costly shutdowns. 


No matter how you look at it, CAMBRIDGE Woven Wire Conveyor 
Belts are invaluable aids to AUTOMATION ... help give you more 
uniform products and beat your biggest competition, COST. 


Ask your Design Department to call in 
your Cambridge Field Engineer to study 
your processing and discuss ways of in- 
creasing uniformity of your products and 
cutting costs by combining movement 
with processing. Your engineers can rely 


Write for your PERSONAL 
COPY of 130-PAGE REF- 
ERENCE MANUAL illustrat- 
ing and describing woven 
wire conveyor belts. Gives 
mesh specifications, de- 
sign information and met- 
allurgical data. 





est you is listed under “‘Belting, Mechan- 
ical’’ in your classified telephone book. 


The Cambridge Wire Cloth Co. 


DEPARTMENT Y, 
CAMBRIDGE 12, 


MARYLAND 






METAL SPECIAL 
METAL 


+ FABRICATIONS 


+ CONVEYOR | 
BELTS 


OFFICES IN PRINCIPAL INDUSTRIAL CITIES 
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,..4¢ Home 
in Outstate Michigan 


AUTOMATION means more mechanization... greater production 
from the same number of workers ... more goods to raise the American 
standard of living. 

It also means that workers must be more highly skilled . . . people with 
the knack of working with machinery and keeping it in smooth operation. 





%® Consumers Power Company itself has auto- 


meatized inspection and reconditioning of electric 


and gos meters for its 64-county Outstate Mich- Outstate Michigan has those people. Here mechanized production is 

igan service area in this new plant near Jackson. a familiar story. 

in a singie year more than 220,000 electric meters Automation may also mean more small plants, distributed over a 

and more than 80,000 gas meters will go through wider area. 

acontinic inspection and repeir cycles here. And workers will want to live in good communities with pleasant 
surroundings. z 


Outstate Michigan has hundreds of good communities in the midst 
of one of America’s great scenic and resort areas. It’s an area that fits 
industry ... including automated industry .. . like a glove. 





it takes @ specific location with 
proper facilities TO FIT YOUR NEEDS. 
Write us YOUR REQUIREMENTS. 








Get the Facts, Mr. Industeialist, and you'll agree... 
OUTSTATE MICHIGAN IS THE PLACE TO GO PLACES! 
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inDustaiat Deveiopmenr oer, CONSUMERS POWER COMPANY 


JACKSON, MICHIGAN 
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Make the Meeting Yours 


HOW TO WIN THE CONFERENCE by 
William D. Ellis and Frank Siedel. Prentice- 
Hall Inc., 70 Fifth Avenue, New York 11, 
N. Y., 214 pages, $3.95. 


Conferences like poker games are 
not merely to be attended—they 
are to be won. This is the thesis 
of this rather unusual book by two 
small business men who have had 
years of experience in dealing with 
businesses of varying sizes. 

After rejecting the common con- 
cept that a conference is an op- 
portunity for the exchange of ideas, 
the authors describe in detail the 
methods you may use to turn the 
tables and edge up toward the head 
of the board. 


Seeing To-morrow To-day 


THE FORESEEABLE FUTURE Ay Suir 
George Thomson. Cambridge University 
Press, 32 East 57th Street, New York 22, 
N. Y., 166 pages, $2.50. 


Exciting as good science fiction, 
this little volume by a Nobel Prize- 
winning physicist is a serious at- 
tempt to foretell the shape of society 
one hundred years from now. 
Proceeding from several basic prin- 
ciples of physics (which the author 
admits may be altered) he extrapo- 
lates various trends in technology in 
order to visualize the society of 
2050. 

This work provides a terse sum- 
mary of the primary problems 
of present-day science along with 
significant clues to their solution. 


Help for Small Business 


HOW TO ORGANIZE AND OPERATE A 
SMALL BUSINESS dy Pearce C. Kelley and 
Kenneth Lawyer. Prentice-Hall, Inc., 70 
Fijth Avenue, New York 11, N. Y., 713 
pages, $9.25. 


This is a new edition of one of 
the most complete and informative 
volumes for the small business man, 
who frequently finds that his prob- 
lems are not at all diminutive. The 
authors, who are professors of 
marketing, have gathered together 
appropriate answers for each of the 


problems which arise from the | 


moment a new-money-making idea 
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is born until the business is dis- 
solved. 

Quite provocative are the data 
which the authors present to in- 
dicate that self-employment in 
small business is less hazardous 
than being on a company payroll. 
Among the most useful sections of 
this encyclopedic volume are: 
checklists for the new enterpriser, 
detailed information on the funds 
needed in various lines, the sources 
for borrowing money, regulations 
and taxes, and the assistance which 
is available from various govern- 
ment agencies and trade associa- 
tions. 


Papers of Power 


PROCEEDINGS OF THE AMERICAN 
POWER CONFERENCE, SEVENTEENTH 
ANNUAL MEETING, sponsored dy the Illi- 
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nois Institute of Technology, Technology 
Center, Chicago 16, lll., 722 pages, $6. 


Here are scores of papers, both 
broad and technical, which were 
presented at the American Power 
Conference in Chicago last Spring. 
In this illustrated, data-packed 
volume, virtually every kind of 
power (except that of suggestion) 
was treated. Recent advances and 
lingering problems in power 
sources ranging from the atom to 
water were discussed in detail. 


Taxes Less Taxin g 


MONTGOMERY'S FEDERAL TAXES, 
edited by Philip Bardes, James ]. Mahon, |r., 
John McCullough, and Mark Richardson. 
The Ronald Press Company, 15 East 26th 
Street, New York 10, N. Y., 1024 pages, $15. 


Now available is the new thirty- 
sixth edition of this standard refer- 
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Fifteen Million Cars of the Same Model 


HENRY’S WONDERFUL MODEL T by 
Floyd Clymer. McGréw-Hul Book Company, 
Tnc., 330 West 42nd Street, New York 36, 
N. Y., 219 pages, $5.95. 


As TV is to-day, the Model T 
was the butt of jokes and the center 
of attention a few decades ago. To 
recreate those bygone years 1908- 
1927 when fifteen million cars of the 
same model flowed from the Ford 
assembly lines, author Clymer, a 
pioneer in the auto business him- 
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self, gathered 500 unusual photo- 
graphs, cartoons, ads, 
songs about what was once Ameri- 
ca’s favorite car. 

He points out that the common 
belief that the Model T customer 
could have any color he wished so 
long as it was black was no more 
than a jest. This large volume (9 
by 11 inches) would be a welcome 
gift for a friend or even oneself. 


jokes, and 





MARSHIANS AID 
MILITARY ACADEMY 
IN UNITED STATES 


Identification problem solved at fa- 
mous Morgan Park Military Academy, 
Chicago. Cadets now permanently mark 
equipment and supplies with inexpen- 
sive Marsh Stencils. | 

Fast, legible stencil marking will speed 
your product handling, too. Low cost 
Marsh Stencil addressing eliminates 
shipping losses and delays. 

FREE: stencit cut with YOUR NAME, ADDRESS; 
and “The Marshian Story.” Clip this ad to business 
letterhead, with your name. MAIL TODAY! 


MARSH STENCIL MACHINE COMPANY, 
62 Marsh Building, Belleville, Ill. U. S. A. 7 


MARSH STENCILS 


OELIVER THE GOondDs 
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NEW! 6 44i-Dré 


ELECTRIC HAND DRYER 


EARNS $3120° 


per year 
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End Needless Towel Expense 
—Save Washroom Maintenance 
Yes, here’s an automatic new money-mak- 
ing machine for washrooms. The Sani-Dri 
high-speed hand dryer pays you doliars 24 
hours a day in savings on towels and 
maintenance. Ends towel cabinets 

waste containers . . . mess and litter. Only 
Sani-Dri has nine special money-making 
feaiures . . . Guaranteed! : . 


GET FACTS NOW! 


IHustrated brochure shows 
all models. Write today. 


af 
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THE CHICAGO HARDWARE FOUNDRY C0. 


36125 Commonweolth Ave. 
NORTH CHICAGO, ILLINOIS 
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ence worl, used by many large 
companies to determine the pre- 
ferred ways to do business from a 
tax viewpoint. 

Written in business men’s lan- 
guage, it offers a quick, complete 
up-to-date check of business, per- 
sonal, or estate taxes. 


This is the Life 


THE BIG BUSINESS EXECUTIVE dy 
Mabel Newcomer. Colum/ia University Press, 
2960 Broadway, New York 27, N. Y., 164 
pages, $4. 


OCCUPATIONAL MOBILITY IN AMERI- 
CAN BUSINESS AND INDUSTRY by W. 
Lloyd Warner and James C. Abegglen. Unt- 
versity of Minnesota Press, Minneapolis 14, 
Minn., 315 pages, $5.50. 


BIG BUSINESS LEADERS IN AMERICA 
by W. Lloyd Warner and James C. Abeg- 
glen. Harper and Brothers, 49 East 33rd 
Street, New York 16, N. Y., 243 pages, 
$3.75. 

The lives and loves. of the busi- 
ness executive have been receiving 
increased attention from novelists 
in recent years. Now from another 
corner—the academic researchers— 
a searching spotlight is being 
turned on America’s 
leaders. 


business 


~ 


prehensive of their kind in years, 
have appeared in the space of six 
weeks. The first study, that by Dr. 
Newcomer of Vassar, was based on 
the lives of nearly 900 presidents 
and chairmen of the nation’s largest 
corporations. In the second study 





The typical president or chair- 
man of the board in big business 
is a native American and son of 
a small, independent business 
man. While young and inexpe- 
rienced, he started in a minor 
job with the corporation he now 
heads. Now 61 years of age, he 
was promoted to the presidency 
at 52 and will probably retire at 
70. Although he has had spe- 
cialized training, he has but lit- 
tle job experience outside his 
own company. He owns less 
than 0.1 per cent of the total 
stock of his corporation. He is a 
Republican, an Episcopalian, and 
served as a Government advisor 
during the war.—The Big Busi- 
ness Executive by Newcomer. 











W. Lloyd Warner and James C. 
Abegglen, University of Chicago 
sociologists, examined the careers of 


were vice-presidents, and did not 
limit their research to the largest 
corporations. 

In both studies the emphasis was 
upon discovering the factors which 
led to success. The importance of 
family background, “connections,” 
wealth, education, and even of mar- 
rying the boss’s daughter was 
weighed and _ considered. Both 
studies indicate that vertical social 
mobility (sociological jargon for 
opportunity) has been increasing 
in recent decades. Both studies de- 
molish the common complaint that 
opportunity is past and that it is 
much more difficult now than a 
few generations ago to climb from 
a working class or white-collar 
background to the levels of the 
business elite. 

big Business Leaders in America 
is a shorter, more readable version 
of the scholarly study, Occupational 
Mobility in American Business and 
Industry. 


Inside Story of Zirconium 


THE METALLURGY OF ZIRCONIUM 
edited by Benjamin Lustman and Frank H. 
Kerze. McGraw-Hill Book Company, Inc., 
330 West 42nd Street, New York 36, N. Y.., 


Here is an A to Z treatment of 
zirconium in all its forms from 
pure element to commercial mater- 
ials. Well supplied with illustra- 
tions, charts and data, this technical 
volume provides a good opportun- 
ity to follow-up the article Zircon- 
tum: New Metal for Industry 
which appeared in the October is- 
sue. 


The Meaning of Money 


THE MONEY MARKET AND ITS INSTI- 
TUTIONS dy Marcus Nadler, Sipa Heller, 
and Samuel S. Shipman. The Ronald Press, 
15 East 26th Street, New York 10, N. Y., 
323 pages, $6. 


With the Government seeking 
economic stability by means of 
monetary controls, discussions of 
the business outlook are increasing- 
ly made in terms of discount rates, 
member bank reserves, and other 
intricacies. To provide executives in 
charge of finance and others with 
an understanding of Federal Re- 
serve policies and other aspects 
of the money system, three New 
York University professors of fi- 
nance have written this very read- 
able volume. 


Tyo new studies, the most com- 8300 executives, most of whom = 776 pages, $10. THOMAS KENNY 


KENDALL MILLS FINISHING DIVISION OF KENDALL COMPANY 


in construction at Bethune, S. G. is this new cotton finishing plant. 
it has approximately 300,000 sq. ft. of manufacturing and storage 
space and will employ about 220 people. 


~ _ This plant will finish the cloth produced by the Kendall Cotton Mills 
. Division, which operates seyen plants in North and South Carolina. 
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The Accountant 





The accountant is the man who looks 
at a balance sheet and sees it come to 
life. The page becomes a stage in a busi- 
ness drama. His mind’s eye converts 
numerals into people who move about 
buying and selling... planning, produc- 
ing, servicing. 

He not only knows his figures, but 
gives them meaning and a sense of 
direction. He detects the flaw in mana- 
gerial methods, and has the perspective 


This advertisement is one of a series devoted to the business and professional men and women who render distinguished service to their communities. 


Dun & Bradstreet, inc. 


OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES 
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and experience to recommend remedies. 
He would rather be the architect of a 
growing structure than the coroner of 
a business inquest. He recognizes the 
need for a proper balance of risk and 
caution in financial management, and 
he knows better than any observer that 
the resources of his clients are meas- 
ured first in vision and skill, and second 
in capital and equipment. The account- 
ant is a product of the 20th century, 
and his aid to management 
belongs to the modern philos- 
ophy that is based on an an- 
cient principle—wisdom is 
achieved from the infinite 


pains of experience. 
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RECEIVABLES FINANCING 
FACTORING 
REDISCOUNTING 
INSTALLMENT FINANCING 
MACHINERY AND 
EQUIPMENT FUNDING 


INVENTORY LOANS 
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CASH 6 @ @ 


THE KEY 

TO SUCCESSFUL 
BUSINESS 
OPERATIONS 








HELLER COMMERCIAL FINANCING PLANS 
CAN BE THE KEY TO YOUR CASH PROBLEMS 


Businesses throughout America are using 
Heller funds in amounts from $50,000 to 
millions to carry inventories, extend credit 
to customers, buy new equipment, modernize 
plants, assure continuing raw material sup- 


plies, and for other cash operations. 
¢ 


The wide range of Heller commercial financ- 
ing facilities makes cash available in days on 
a continuing basis that expands or contracts 
with operating needs. Through Heller's serv- 
ices, clients often do a volume of business 
completely dispropertionate to their own cap- 
ital and as a result increase profits and capital 


swifter than before. 


Today Walter E. Heller & Company advances 
in excess of Six Hundred Million Dollars 
annually to industry, makes only.one tax- 
deductible charge for its services, does not 


share in management or profits. 


Heller funds and financial plans are used 
best by companies which need from $50,000 
to several millions, or whose sales volumes 
are in excess of $500,000 per year. 


Learn the facts today. Send for a free copy of 
“Operating Dollars” which the 
scope of Heller operations with actual case 


illustrates 


histories. 


alter E. Heller & Co. 


Depr. DR 


Bankers Building, 105 W. Adams St. * Chicago 90, 
Illinois 


New York Office: 10 East 40th Street * New York 16 
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ALFRED G. LARKE 


Goodbye kicks or kisses? 


Daystrom shows how to leave town with kudos 


THE COMPANY that 
sells out a big manufacturing oper- 
ation, employing a substantial por- 
tion of a community’s working 
people, often leaves town with a 
kick and a curse from workers and 
leading citizens alike. 

Daystrom, Inc., which this Fall 
Type 


Inc., its original operating unit in 


sold American Founders, 
Elizabeth, N.J., showed how care- 
ful attention to human relations can 
win kisses and kudos, instead. 

Main points in its successful with- 
drawal from the role as Elizabeth’s 
second largest employer were: 

1. Beating rumors to the punch 
with factual announcements. 

2. Setting up the prospective pur- 
chaser’s willingness to maintain 
good employee relations as one of 
the criteria for choosing among sev- 
eral such prospects. 

3. Assuring that everyone con- 
cerned be informed of develop- 
ments as quickly as possible by di- 
rect communication from company 
officials, rather than from “reading 
it in the paper.” 

4. Carefully timed planning of 
announcements to achieve that end. 

5. Where secrecy was required to 
assure simultaneous announcement 
to different groups in different 
places, taking extraordinary pains 
to protect against “leaks” of infor- 
mation. 

The company’s problem was in- 
tensified because the community 
had an almost proprietary interest 
in it. Daystrom, Inc., founded in 
1892, as American Type Founders, 
Inc., had been in Elizabeth half a 
century. It had held a leading posi- 
tion in the manufacture of equip- 
ment for the graphic arts indus- 
tries. 
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During World War II, however, 
it got into electronics in a small 
way. Later it moved into the manu- 
facture of furniture, and in recent 
years it has expanded its electronics 
manufacture until that has become 
its main source of income. All its 
other activities are carried on out- 
1951 the 
change in the company’s character 


side Elizabeth, and in 
had been recognized in the change 
of name of the parent organization. 

The possibility existed’ therefore 
that community leaders‘as well as 
the 1,200 


might feel the company was “run- 


Elizabeth employees 
ning out” on the home town. 

The Wall Street Journal reported 
in mid-June this year that Daystrom 
had five offers 
Type Founders subsidiary. On June 


for its American 
29, a local newspaper, the Elizabeth 
Daily Journal, reporting a_ stock- 
holders’ meeting, quoted Thomas 
Roy Jones, president, as willing to 
sell if a good offer were made but 
stating no transactions were pend- 
ing at that time. 

Two days later, on July 1, the 
first of a series of communications 
went out to those who were inter- 
ested. L. C. Edgar, Jr., executive 
vice-president—who was eventually 
to stay with American Type Found- 
ers when it was sold—acknowl- 
edged the sales rumors in personal 
letters to all employees. 

His letter concentrated on de- 
scription of a new sales program 
and the successful introduction of a 
new product. Success of the com- 
pany, rather than its actual owner- 
ship, he pointed out, was the basis 
for job security. 

In the sales negotiations that 
followed, Daystrom made certain 
that the purchasers, an investment 
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whether it’s eaten-or carried 


...lufflex makes it better! 


At first glance ladies’ handbags and asparagus have little in common... but > ——- a 
this is only true if you exclude Tufflex. For example, ‘Tufflex protects aspar- ae 
agus during shipment, assuring a tastier dish at your table...and in a non- — ~ 
woven fabric type, Tufflex softly pads a favorite handbag, creating a smooth Tufflex is ideal for packaging and protecting articles 
luxury look. of odd sizes or shapes. 

In furniture, juvenile padded products, bedding, protective packaging, and ~ 
a host of other fields, Tufflex demonstrates its remarkable versatility. You 
can choose a thickness from \%," to 2” in varying degrees of resiliency and 
absorbency. 'Tufflex has solved many a manufacturing problem, reducing 
costs and enhancing product appearance. Complete facts about Tufflex are 
yours in an interesting booklet, ‘“The Expanding Miracle of 'Tufflex’’...write 
Wood Conversion Company, Dept. 239-125, First National Bank Building, 
St. Paul 1, Minnesota. 


TUFFLEX Baa 


@ PROTECTIVE PADDING 
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... which has earned 
one © SOUND AND THERMAL INSULATION “ 


Tufflex cuts with clean, sharp edges—won’t shred or 
pull apart. 
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How Standardized 
> PACKAGING & CONVEYING 


Equipment puts Suntan Lotion 
manufacturer back in full scale 
production only six weeks 





after disastrous fire! 


Write for a copy 
of this interesting 
case history today. 


De B PLAZA NORTH + LONG ISLAND CITY 1, N. Y. 


SEMAMESS OF PROGRESS IN CONVEYING AND MATERIALS HANDLING 





group in New York, would pick 
up responsibility for the company’s 
labor agreement with a lodge of 
the International Association of 
Machinists, AFL. Union leaders 
were informed. 

Meanwhile, as an actual sale 
neared conclusion, Duncan Mor- 
gan, director of human relations, 
and Robert MacPherson, public re- 
lations advisor, had prepared copy 
and mailing schedules for a large 
series of letters. Envelopes were ad- 
dressed at the Daystrom office far 
in advance of the date so that the 
activity set off no rumors. 

Actual.processing and mailing of 
letters was done by a New York 
firm to assure no advance trickle of 
their contents, and mailing sched- 
ules were worked out so that deliv- 
ery would be made in homes in 
Elizabeth, sales offices, and plants 
at the same time. 

Jones, as president of Daystrom, 
wrote to employees elsewhere than 
Elizabeth, mentioning, incidentally, 
that 
assure success of the other units 
by permitting orderly expansion. 

Edgar provided the sense of con- 
tinuity of management in the Eliza- 
beth operation by sending the an- 


funds from the sale would 





nouncement of the sale to Ameri- 
can Type Founder employees. He 
was able to point out that the bulk 
of the management group would 
remain the same, that he would be 
president, and that all company 
“welfare” policies would continue 
without change or interruption. 

Business and civic leaders, too, 
received the official word from Ed- 
gar. All these letters, Jones’ and 
Edgar’s, were mailed to arrive on 
the morning of September 23, when 
the afternoon newspapers would 
carry their first word of the sale. 
A bulletin board announcement by 
Edgar covered such employees as 
missed their mail. 

The following day, Jones sent a 
letter of appreciation to the Eliza- 
beth employees. Other letters to type 
dealers, suppliers, ATF house ac- 
counts, and the customer mailing 
list went out on the following Mon- 
day over the signatures of familiar 
ATF executives who were remain- 
ing with the sold property and 
could lend assurance as to the con- 
tinuance of policies. 

How well the planning paid was 
evident in the lack of morale-dis- 
turbing rumors in the plant, in the 
ease with which contractual labor 











if your firm operates 
its own trucks... 






TAL LE] LES ao thse ching tr you 


1. Cut truck repair bills 


2. Give you closer driver supervision 


3. Make drivers safety-conscious 


The Tachograph is a recording speed- 
ometer which mounts on your tuck’s 
dashboard. It automatically records the 
following information on an easy-to- 
read, wax-coated chart: When truck 
started--How fast it traveled—When 
truck was in motion—When it stopped 
~How long truck idled and Distance 
between stops. 


Send this coupon today! We're sure 
you'd like to know more about the 
Tachograph...the many ways it can 
help you make your trucking opera- 
tion safer, more economical, more 
efficient. Fill out the coupon below. 
Send it to us and get Bulletin 
SU-3...it gives the whole Tachograph 
story. 


Wagner Electric Grporation 6439 Plymouth Ave., St. Louis 14, Mo. | 


Please send a copy of Bulletin SU-3. 


Name and Position 


-TACHOGRAPH 
the recording 





Company —— 


speedometer 





Address 


Distributed only by 





City State. 


WAGNER ELECTRIC 
CORPORATION 





We operate Vehicles 
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$10,000— the little gray cells did it 


Let the ancient Chinese talk about one 
picture being worth 10,000 words. Fe- 
lix Christiansen, production mechanic 
at American Can Company’s Brooklyn, 
N.Y., plant has an equation of his own 
that he likes better: one idea is worth 
$10,000. That’s what he received from 


Canco President William C. Stolk for a 
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suggestion for improving machinery to 
make coffee cans. Here, Christiansen, 
who is 39 and has two children, and his 
wife, Charlotte, receive a check for 
that amount from Stolk. Christiansen 
is the first Canco employee to hit the 
company’s suggestion system for its 
top-size jackpot. 
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relations were transferred — and 
with two editorial items in the Elzz- 
abeth Daily Journal, full of such 
kindly words as are usually reserved 
for the new company in town. 
Both Daystrom and the new own- 
ers of American Type Founders 
were fitted with journalistic haloes. 


Skilled office help 
—in tight supply? 


The recent relaxation in the de- 
mand for clerical office workers is 
temporary, in the opinion of a re- 
search team from Drexel Institute 
of Technology, Philadelphia, which 
has been taking a look into the 
probable future for the National 
Office Management Association. 

The research group, headed by 
Professor William Toombs, finds 
that the current long-run zrowth in 
the number of clerical workers has 
returned to approximately the 
“straight line” rate of 1910-1930, 
which was upset by wide fluctua- 
tions, first in the depression and 
then in the war and post-war years. 

The group from Drexel’s College 
of Business Administration told the 
NOMA, however, that while there 
is unlikely to be an over-all shortage 
of clerical office workers, there are 
likely to be spot shortages in special- 
ized groups. 

Most important of the specialized 
groups are the business machine op- 
erators, whose employment is dou- 
bling about every ten years. Some 
300,000 will be needed by 1960, as 
against 150,000 now. A severe short- 
age might occur from any sudden 
increase in demand. 

Among stenographers, typists, and 
secretaries an acute shortage is pos- 
sible, and telephone switchboard 
operators may be in tight supply. 

“Miscellaneous” clerical workers 
(hle clerks, and so on) and male 
ofhce workers will be in surplus. 

The research group also sees the 
necessity for using more clerical 
workers over 35, but finds the trend 
is already on in that direction. 

One necessary conclusion from 
the findings submitted to NOMA is 
that training programs must be 
stepped up to upgrade the unskilled 
clerical workers, who will be in sur- 
plus, so they may fill the jobs where 
demand will be high. 

That private industry may have 
to supply some of the training needs 
is indicated by the survey's report 
that fewer students are electing busi- 
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ness subjects in high school. More, 
it appears, aim at college education 
and, at least so far, the proportion 
of college graduates going into of- 
fice work is low. Enrollment of stu- 
dents in business arithmetic is down 
50 per cent, in bookkeeping down 
20 per cent, in shorthand down 15 
per cent. 

This diversion to higher educa- 
tion of young people who would 
formerly have gone into ofhice jobs 
is another reason the average age 
oi clerical workers is likely to be 
higher in the future. 


Safety belts save 


salesmen’s lives 


Effectiveness of automobile safety 


belts, just now becoming available 
as standard passenger-car equip- 
ment, has been demonstrated over 
several years of driving by salesmen 
for Ansul Chemical Company, Mar- 
inette, Wisc. 

Company cars were driven 1.5 
million miles last year and were in- 
volved in only seven serious acci- 
dents. Six drivers, using safety belts, 
escaped without injury or with only 
minor abrasions. The seventh, not 
wearing his belt, was hurled out of 
his car and dragged along the high- 
way. He died. 
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Two accidents, including the fatal 
one, involved head-on collisions; 
one car, sideswiped, rolled over; 
others skidded, hit guard rails, went 
into ditches, tor car damage run- 
ning trom $264 to $1,250 each. 

Ansul, which is in the safety field 
itself, manufacturing and selling 
dry chemical fire fighting equip- 
ment among other things, uses the 
Saf-Driv belt (see illustration), 
rather than the harness-type device. 
Although it found the harness ot- 
tered more protection, it settled tor 
the belt as more comfortable and 
more likely to be worn regularly. 
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How a lock company cut 
order-invoice typing time 


—$0% 


Schlage Lock Company, of San 
Francisco, has achieved exceptional 
efficiency in the order-invoice sys- 
tem with a snap-out form built 
around a Colitho Paper Offset Du- 
plicating Plate. Typing time was 
reduced 80%. Mailing time was cut 
in half. Clerical errors were greatly 
reduced—and transcription errors 
have been eliminated! 


Colitho Plates — plain 
or preprinted — can be 
adapted to any busi- 
ness form. The original 





Colitho Division, CoLUMBIA RIBBON AND CARBON Mpc. Co., Ine. 
8512 Herb Hill Road, Glen Cove, New York 


typing prepares the plate which is 
run off on an offset duplicator. Form 
and fill-in are reproduced in perfect 
register — cleanly — legibly. 

This case history demonstrates the 
economy and efficiency that count- 
less businesses now enjoy through 
the use of Colitho Plates. We havea 
collection of these factual stories 
which you will find packed with 
valuable ideas. May we send them 
to you? Use the coupon and you'll 
receive your copy of the Colitho 
Idea File promptly. 


THE “‘ONE-WRITE’”’ WAY TO RUN A BUSINESS 














Okay, send me the Colitho Idea File ~ 
Name 
Company 
Address 
City. Zone State 
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YOU’LL BE AMAZED at what 
PULLMAX DOES in metalworking 












1 machine can do 
all these jobs 
in your shop 


Ask any Puilmax user and he'll 
usually say, “I don't know how 
we ever got along without it.” 
7 sizes of Pyilmax cut mild 
steel up to 'V”". Pullmax does 
all the jobs shown here ond 
generally pays for itself in 
three or four months by saving 
time, labor and material. 


—_ DOES ALL THIS WORK 
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ALL TYPES —— INSIDE SQUARE 
SI RAI GHT a CIRCLE CUTTING ie elaiaeas u 
pry } 
e JOGGLING OR —™ 
SLOT CUTTING 
BEADING OFFSETTING LOUVERING EDGEBENDING 





COMPLETE NATIONAL SALES AND SERVICE 
WRITE FOR THE PULLMAX CATALOG OF MONEY-SAVING METALWORKING IDEAS 


AMERICAN PULLMAX COMPANY, 


INC. 


2483 North.Sheffield Avenue . Chicago 14, Illinois 
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LOCKING FOR INDUSTRIAL SITES? 


Let ‘“‘Nick Plate’’ send you our detailed and accurate “‘Along 
the Line’ surveys covering natural and agricultural resources, 
utilities, labor and other pertinent data relating to each specific 
location. Just tell us the area or type of location you are inter- 
ested in. Call or write: 











H. H. Hampton, NICKEL PLATE ROAD 
1407 Terminal Tower, Cleveland 1, Ohio 
Phone: MAin 1-9000 
















































OPERATIONS RESEARCH 





Continued from page 46 


and is based on a model of the action which has been analytically described 
by a logical, and, when feasible, a mathematical methodology; and which 
has had the values of the basic action parameters determined either from 
an historical analysis of past attions or from designed operations experi- 
ments. Most importantly, because all human and machine factors are meant 
to be included, an estimate of the uncertainty in the predicted outcome, and 
in the values, effectiveness, and costs of the proposed action, is provided. 
CARL E. NOBLE, Kimberly-Clark Corporation 

Operations Research involves the application of scientific methods to opti- 
mize the over-all returns of an organization. 


HARRY B. WISSMANN, Arthur D. Little, Inc. 


Operations Research is the application of the methods of the physical 
sciences to the operating problems of business and industry—sales, produc- 
tion, distribution, and financial control. Its purpose is to provide manage- 
ment with a profound quantitative nena of its | operations as a 
guide to reaching sound decisions. 


Jess L. MOORE, JR., The Coleman Company, Inc. 


Operations Research in our company is the objective analysis and study of 
management problems arising in all areas of the operation of the company. 
It is our practise to employ qualitative team study techniques in addition to 
quantitative methods of analysis, though this practise is not always utilized 
by others. 


BENJAMIN F. BUTLER, General Electric Company (Hanford) 


Operations Research is the quest for logical, systematic, scientific principles 
for the management of an operation. 


MORISON BLAKE, Franklin Institute 


Operations Research is the analysis of operational problems by means of 
modern mathematical methods—in particular, economics, symbolic logic, 
linear programming, information theory, theory of probability, statistics, 


Monte Carlo methods, theory of games, and decision theory. 


EDMUND R. HALSEY, General Foods Corp. 
Operations Research is the study of industrial commercial operations 
as a whole in an endeavor to balance different (and often conflicting) inter- 
ests to obtain the best over-all result. In so doing, it provides line manage- 
ment with information essential to making decisions; but it does not make 
management decisions itself. 


WILLIAM L. SWAGER, Battelle Memorial Institute 


Operations Research is the application of scientific research methods to the 
study of cause-and-effect relationships in military and industrial operations. 
The scientittc determination of such relationships permits the prediction of 
the results of alternative plans and strategies. These are additional “tacts” 
regarding the future that the executive can use to plot his courses of action. 


ANDREW VAZSONYI and W. B. HEBENSTREIT, Ramo- 
Wooldridge Corporation 

Operations Research is the application of the Scientific Method to the 
solution of operating problems confronting executives of industrial or 


commercial organizations. 
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SEBASTIAN B. LITTAUER, Columbia University 


Operations Research is the application of scientific method to the problems 
of organized and unorganized complexity of operating systems, where the 
term “scientific” is used in the following sense: Scientific procedures provide 
policies of such a nature that if a decision is selected wrongly the procedure 
will indicate the incorrectness of the wrong solution earlier or more econom- 
ically than any other method. . . . In Operations Research there is, there- 
fore, inherent and extensive use of probabilistic, statistical, and statistical- 
control methods integrated into a so-called cybernetic, continuing, self- 
corrective system. ... 


R. W. CRAWFORD, Monsanto Chemical Company 
Operations Research is the science of decision-making. 
WILLIAM J. PLATT, Stanford Research Institute 


Operations Research is a scientific approach to decision-making among 
alternatives under management control. 


RUSSELL L. ACKOFF, Case Institute of Technology 


Operations Research is the application of scientific method to organizationat 
problem. involving the interactions of the organization’s components so as 
to obtain a best decision relative to the organization as a whole. 





TAGE A. MORTENSEN, Midwest Research Institute 


Operations Research is the application of the scientific method to operations 
with the purpose of determining the optimum decisions for all controllable 
actions. In turn, an operation may be defined as the acts of a group of people 
and machines to accomplish a specific purpose. 














MICHAEL H. HALBERT, Alderson & Sessions 


Operations Research is the analysis and study of operating systems by the 
methods of general science; particularly, definition, abstraction, model or 
theory construction, and experimentation; with the purpose of improving 
their effectiveness in terms of a performance goal. 
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“new savings in cleaning costs” 


with JUMBO 7ORNADO. 


VACUUM CLEANER 














Florence 
Woodworking 
Company uses 
the Jumbo 
Tornado for 
floors, walls and 3 
machinery.* 
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The Florence Woodworking Company 
of Chicago, manufacturer of fine sew- 
ing machine cabinets, is enthusiastic 
about their Jumbo Tornado Vacuum; 











Now we can do a real cleaning job from ceiling and 
walls to the floor, including machinery, and it’s all done in half 
the time required BT (before Tornado).”’ 

You, too, can improve all cleaning operations in your plant 
with this powerful 325 mph suction cleaner. Actually, you buy 
only the cover plate, motor unit, bag, hose and attachments you 
need—and mount it on any standard 55 gallon drum. When one 
drum is full you transfer the cover to another drum and keep 
right on cleaning. 

We'll be glad to have a Tornadg cleaning engineer give you 
an on-the-spot demonstration in your plant. 




















*The wooden dolly used here 
was made by the customer. 











WRITE FOR BULLETIN 
#694 TODAY! 


OREWER t\ECTRIC MEG. CO. 
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PLACES into a drop of oil 


with Crtres Service... 





Cities Service researchers enter the minute world of the molecule and come 


out with new and better products... for example, 5-D Premium gasolene 
and 5-D Kooimotor oil. The superior performance of these new products has 
boosted sales of Cities Service gasolenes at double the rate of industry demand. 


CITIES @ SERVICE 


4 Growth Company 


Number 15 of a series 





















WHAT'S NEW AS OBSERVED BY THE EDITORS 





Compartmented freight car, 


with individual roll-up doors on 
both sides, is designed to permit 
segregation of shipments and speed 
loading and unloading. Over-all 
length is 45 feet, six inches; width, 
10 feet, four inches; capacity 55 
tons. It has five compartments, each 
with 676 cubic feet of usable space. 
Doors and panels are of Hasko- 
struct, a sandwich-type plastic pan- 
eling that provides insulation as 
well as strength and rigidity, so that 
the compartments may be retriger- 
ated if desired. The cars are being 
built by the Railway Division of 
International Steel Company for the 
Unit Load Car Corporation which 
plans to lease them to shippers at 
a rental of approximately $150 a 
month. The photographs, taken at 
a recent demonstration, show the 
new car with doors open and closed. 


Two new office machines for 
duplication work made their debuts 
at New York’s Business Show. 

Ditto, Inc., Chicago, Ill. intro- 
duced a single-operator, stand-top 
model (see top photograph below), 
featuring front-feed, front-delivery, 
and a “remote control regulator.” 
The five controls (for motor, ink, 
moistener, paper eleyation, and 
feed) can be regulated separately 
or by the remote control push-but- 








ton. The unit will take paper from 
lightweight to card stock, uses pa- 
per or metal mats, and has a speed 
range from 4,500 to 8,000 copies per 
hour. It weighs 340 pounds, is 26 
inches long, 32 inches wide. 

A. B. Dick Co., Chicago, IIl., also 
introduced a_ single-operator unit 
(see lower photograph below), this 
one featuring “Aquamatic control,” 
a device for maintaining perfect 
balance between ink and moistener 
with one control setting. This ma- 
chine has rear-feed, tront-delivery, 
with controls located at one side. It 
will accommodate paper or metal 
plates (slotted, serrated, straight- 
edged, or pinchbar punched), with 
a speed of up to 9,000 copies per 
hour. Paper sizes are from three by 
five inches to eleven by sixteen 
inches, and the feed table has a ten- 


ream capacity. 
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Giant die-handler makes even 


a large fork truck look tiny. Built 
by Automatic Transportation Com- 
pany, Chicago, this mammoth unit 
is equipped with two big winches, 
moves 55-ton dies in and out of 
metalworking presses as easily as it 
lifts the fork truck pictured here. 
Automatic, which makes materials 
handling equipment of this type in 
a wide range of sizes and models, 
believes this new unit is the largest 
in the world. 


Dump trailer features “frame- 
less” construction that reduces body 
weight, is said to permit an increase 
of as much as 2,000 pounds in pay- 
load. A single telescopic hydraulic 
cylinder, mounted on the fifth wheel 
coupling, raises and lowers the 
front end, and tubular stabilizer 
arms provide support. Anthony 
Company, Streator, Illinois, makes it. 


Microfilming machine, which 
combines recording and reading op- 
erations in one unit, is introduced 
by Burroughs Corporation, Detroit 
32, Mich. Called the Micro-Twin, 
it comes in table-top and console 
models, will photograph both sides 
of documents ranging in size from 
bank checks and smaller, to sheets 
11 inches wide and 3,700 feet long. 
Light in weight, the table-top unit 
measures 13!/, inches high, 23 inches 
deep, and 32 inches wide, with an 
8 by 11 reader screen. 

Continued on page 92 














Has your 
company an 
anniversary 
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IRONS & RUSSELL COMPANY 
Emblem Manufacturers Ss 186/ 


95 Chestnut Street 





Providence, R. |. 
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when you need filed papers fast 
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Oxford PENDAFLEX® 


“CARRY FILE” 


In the office, on the road, at home—find and 
file faster with this stylish file. Keeps reporis, 
letters, bills, valuable papers always at hand. 
Made of lightweight steel, tan finish. Brass 
lock, leather handle, piano-hinge. Holds 25 
Pendaflex celluloid-tab hanging folders. 9°’ 
x 13” x 10%” high. 

FRR RRR RRR RRR 
Clip coupon for catalog, name of dealer 3 





Oxford Filing Supply Co., Inc. 
38 Clinton Road, Garden City, N. Y. 


Name 
Address. 


City, State 
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| ‘The Beneficial Man ts 
1 a Good Man to Know 


The Beneficial Man’s job is to make small loans to families 
who want extra cash for worthwhile purposes and also to help 
finance the purchase of consumer goods and services. 


The Beneficial Man is a good neighbor because by helping 
individual families successfully manage their financial 
‘ affairs, he helps everyone in the community. 


....@BENEFICIAL loan is for a beneficial purpose. 











In 1955, more families 








are being served by Beneficial Finance 


SYSTEM 





than ever before— 








Over 950 offices in the United States and Canada 


BENEFICIAL BUILDING WILMINGTON, DELAWARE 





Live storage rack, designed for 
first-in, first-ouc handling of boxed 
or palletized loads, trays, tote boxes, 
and the like, is made up of Alvey- 
Ferguson Live Rail wheeled sec- 
tions. Guards are built in to elimi- 
nate the need for separate guard 
mountings, and length, width, and 
height of racks can be varied as 
desired. Alvey-Ferguson Company, 
Cincinnati 9, Ohio. 


New typewriter, which can 
print complete words or phrases at 
the touch of one key, is Interna- 
tional Business Machines Corpora- 





tion’s Wordwriter. Sull in the ex- 
perimental stage, the unit combines 
a standard electric typewriter with 
an electronic memory system. Stock 
phrases and words (as many as 42 
at 18 characters each) can be 
wired into the system, and coded to 
a particular key on the keyboard. A 
foot switch converts machine from 
typewriter to Wordwriter and vice- 
versa. The typist designates the 
words or phrases to be used and the 
keys which govern them. Spacing 
and carriage movement for salu- 
tation and closing are also wired in. 


Another development in the 
typewriter field is a solenoid-oper- 
ated slave unit developed by Under- 
wood Corporation. Acting on elec- 
tric impulses from attached reading 
instruments, the solenoids depress 
given keys, provide a direct, auto- 
matic, typewritten record of the 
readings. Character typing, spacing, 
carriage return, and the like are 
governed by a feedback switch. The 
machine can be used as a normal 
typewriter and keyboards for medi- 
cal, chemical, mathematical, engi- 
neering, and other purposes are 
available. 





DABS ATIAL 


wd Modern Industry 





99 Cuurcnu Strreer, New Yor 8, N.Y. 


Norman C. Firrn, Editor and Publishing Director 
Viota V. ANpERSON, Admuinistratiwe Assistant 


>>> >>> >> > > > > > > > > > > > > KK KK WK KW KK KWH KK 


Ricuarp L. Kraysitit, Managing Editor 


CLARENCE Switzer. Art Director 


ANNESTA R. GARDNER 
Industrial E-ditor 


Acrrep G. LarKE 


Employer Relations Editor 


H. Lorraine Carson 
Business Conditions Editor Marketing Editor 


H. E. Biank, Jr., Consulting Editor 


James K. BLAKE 


Josepn A. D’ANDREA 
Statistician 


Associate Editors: Joun Drexcer, THOMAS KeENNy, Joun W. Ripay 


Contributing Editors: Fowin B. Grorce, A. M. Sutttvan, Raven J. WarKkIns 


Production: Roy PAKANSKY 


>>> >>> > > > > > > WK KK KK KKK KKK 


WaLtTrer F. GruENINGER, Circulation Director 
>>> > > > > > > KK KKK «<< 


ArvaH B, WHEELER, Advertising Director 


Avex J. Ducui, Sales Manager 


New York (gg Church St.): George Marurntak, Mark McDona cp, 


Freperic A. Ewacp, Bert Berne 


Chicago (300 W. Adams St.): Joan Krom, Ratpu O. McGraw 


Cleveland (Terminal Tower): Cart Yoprer 


Detroit (Cadillac Tower): Cart Nepracn, JR. 


>>> > > > > KK KK KK KK KK KKK KKK «~~ 


Published monthly by Dun & Bradstreet Publications Corporation. J. Wilson Newman, President; 
Norman C. Firth, Alvah B. Wheeler, Alex J. Dughi, Vice-Presidents; Arthur Garrett, Treasurer; 
Owen A, Sheffield, Secretary; Viola V. Anderson, Assistant Secretary. 














“ft 








ALAN WOOD STEEL COMPANY 
Doremus-Eshleman Company 

ALLEGHENY LUDLUM STEEL CORP. 
Walker & Downing, General Agency 

ALLEN, ALVA F., INDUSTRIES.. 
Cooper Advertising Agency 

ALLEN, R. C., BUSINESS MACHINES, 

INC 


Wesley Aves & Associates, Inc. 
ALLIED RESEARCH PRODUCTS INC.. 
Emery Advertising Corporation 
ALLIS-CHALMERS MFG. CO. 
Compton Advertising, Inc. 
AMERICAN APPRAISAL COMPANY, 
THE. 


The Buchen Company 
AME any CREDIT INDEMNITY 
COMPANY .... 
VanSant, Dusdale & Company, Inc. 
AMERICAN PULLMAX COMPANY, 
Grimm & Craigle, Inc. 
AMERICAN TELEPHONE & 
TELEGRAPH COMPANY. 
N. W. Ayer & Son, Inc. 
ARNOLT CORPORATION .. 

Allan Marlin & Associates 
BAKELITE COMPANY, DIVISION OF 
UNION CARBIDE & CARBON 
CORPORATION ....... 

J. M. Mathes, Inc. 
BAKER-RAULANG CO., THE. 
G. M. Basford Company 
BANKERS BOX COMPANY .... 
Frank C. Jacobi Advertising 
BANKERS TRUST COMPANY. 
Donahue & Coe, Inc. 
BARRETT-CRAVENS COMPANY... 
The Buchen Company 
BENEFICIAL FINANCE CO 
Albert Frank-Guenther Law, Inc. 
BORG-WARNER CORPORATION... 
Rogers & Smith 
BREUER ELECTRIC MFG. CO.... 
Grimm & Craigle, Inc. 
BURROUGHS CORPORATION 
Campbell-Ewald Company 


INC 


CAMBRIDGE WIRE CLOTH CO., THE... 


Emery Advertising Corporation 
CHASE MANHATTAN BANK, THE 
Albert Frank-Guenther Law, Inc. 
CHESAPFAKE 
Robert Conahy, Inc. 
CHEVROLET DIVISION, 
MOTORS CORP 
Campbell-Ewald Company 
CHICAGO HARDWARE FOUNDRY 
COMPANY. 


GENERAL 


Wilson Advertising Service 
CHRYSLER CORP., AMPLEX DIVISION. 
Ralph Sharp Advertising Inc. 
CITIES SERVICE COMPANY . 
Albert Frank-Guenther Law, Inc. 
COLUMBIA RIBBON AND CARBON 
MFG. CO., INC., COLITHO DIV. 
E. M. Freystadt Associates, Inc. 
CONSUMERS POWER COMPANY. 
Commonwealth Services, Inc. 
CUTLER-HAMMER, INC 
Kirkgasser-Drew 
DIAMOND CHAIN COMPANY, 
Kirk gasser-Drew 
DITTO, INCORPORATED.... 
Tim Morrow Advertising, Inc. 
DRAKE, STARTZMAN, SHEAHAN 
AND BARCLAY 


INC. 


Marsteller. Rickard, Gebhardt and Reed, Inc. 


DUN & BRADSTREET, INC 
EAGLE-PICHER COMPANY, “THE. 
The Ralph H. Jones Co. 
EASTMAN KODAK COMPANY 
AUDIO-VISUAL 
Rumrill & Co., 


Charles L. Inc. 


EBASCO SERVICES INCORPORATED.Cover 


Albert Frank-Guenther Law, Inc. 


ELGIN NATIONAL Aste ee 
ORDNANCE DIVIS 
Waldie and Briggs Inc 
FARNSWORTH ELECTRONICS 
COMPANY, DIVISION OF IT&T 
Chamberlin-Junk Advertising Inc. 
FEDERAL TELEPHONE AND RADIO 
COMPANY, DIVISION OF IT&T... 
J. M. Mathes, Inc. 
FORCE, WM. A., & COMPANY, 
Philip I. Ross Co. 
GENERAL AMERICAN 


INC. 


TRANSPORTATION CORPORATION. 


Weiss and Geller, Inc. 
GENERAL BOX COMPANY 

The Buchen Company 
GLICKMAN, LOUIS J. 

S. Posner & Company 
GRAPHIC SYSTEMS... 

Diener & Dorskind, Inc. 
HANSEN, A. L., MFG. CO. 

J. M. Haggard, Advertising 
HEARNE BROTHERS.... 

Schippers Associates 


HELLER, WALTER E., & COMPANY... 


R. M. Loeff Advertising, Inc. 
HERTZ TRUCK RENTAL SYSTEM.....16, 
Campbell-Ewald Company 
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AND OHIO RAILWAY... 


COMPANY, 
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INDIANA DESK COMPANY... 
Keller-Crescent Co. 


INDUSTRIAL MARKING EQUIPMENT 
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COMPANY, I 
Rea, Fuller & Company 


INLAND STEEL PRODUCTS COMPANY. 


Hoffman & York, Inc. 
IRONS & RUSSELL COMPANY .. 
Knight and Gilbert, Inc. 
ISLAND EQUIPMENT CORP...... 
Givaudan Advertising, Inc. 
LEHIGH WAREHOUSE & 
TRANSPORTATION COMPANY 
Burke Dowling Adams, Inc. 
sate epee GREENE ENGINEERS, 
IN 


The House of J. Hayden Twiss 
MAGLINE, INC. 
Rossi and Company 
MAHON, R. C., COMPANY, THE... 
Anderson, Inc. 
MANIFOLD SUPPLIES CO.. 
Richard & Gunther, Inc. 
MARSH STENCIL MACHINE CO 
Roman Advertising Company 
MARSHALL AND ILSLEY BANK.... 
Barnes Advertising Agency, Inc. 
MATHEWS CONVEYER COMPANY. 
Meek and Thomas, Inc. 
McCLOSKEY COMPANY OF 
PITTSBURGH. 
Bachman, Kelly & Trautman, Inc. 
MILWAUKEE DUSTLESS BRUSH CO.. 
Al Herr Advertising Agency Inc. 
MITTAG & VOLGER, INC.. 
Campbell-Ewald Company 
MONROE CALCULATING 
COMPANY, INC... 
Charles W.. Hoyt Company, Inc. 
MONROE COMPANY, THE 
Lessing Advertising Company, Inc. 
MONSANTO CHEMICAL COMPANY, 
PLASTICS DIVISION 
Needham, Louis and Brorby, Inc. 
MUELLER BRASS CO... 
Price, Tanner & Willox, Inc. 
NATIONAL TRUCK LEASING SYSTEM. 
W.S. Kirkland Advertising 
NIAGARA MOHAWK. POWER 
CORPORATION... 
Batten, Barton, Durstine & Osborn, Inc. 
NICKEL PLATE ROAD. 
Fuller & Smith & Ross, Inc. 
OLD TOWN CORPORATION 
Charles W. Hoyt Company, Inc. 
OLYMPIC LUGGAGE CORP 
Sykes Advertising, Inc. 
OXFORD FILING SUPPLY CO. 
Joseph Reiss Associates 
OZALID DIVISION, GENE oat 
.% FILM CORPORATIO 
. E. McGivena & Co., Inc. 


MACHINE 


INC. 


vemamicboieed. INC 24, 
Bee 


E. McGivena & Co., ‘Inc 
PORTER, H. K., COMPANY, IN 
St. Georges & Keyes, Inc 
POWER PRODUCTS CORPORATION 
Ken Seitz & Associates, Inc. 
RECORDAK (SUBSIDIARY OF 
EASTMAN KODAK COMPANY) 
J. Walter Thompson Company 
REVOLVATOR CO. 
Fredericks & Co., Inc. 
SHREDMASTER CORPORATION, 
Cayton, Inc. 
SYNDRECO, INC. 
DGB—Advertising Agency 
TECHNICAL SERVICE INCORPORATED 
Gray & Kilgore, Inc. 
TIMKEN ROLLER BEARING 
COMPANY, THI 
Batten, Barton, Durstine & Osborn, Inc 
TORRINGTON MANUFACTURING 
COMPANY 


THE. 


Cov 


Graceman Advertising Inc 


ANILINE 


58, 
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UNITED STATES STEEL CORPORATION. 


Batten, Barton, Durstine & Osborn, | nx 
VEEDER-ROOT, INC. 
Sutherland-Abbott 
VICKERS INCORPORATED, DIVIS'ON 
OF SPERRY 
Witte & Burden 
WAGNER ELECTRIC CORPORATION 
Arthur R. Mogge, Inc. 
WASSELL ORGANIZATION, INC 
James R. Flanagan Advestising Agency 
WATSON MFG. CO., 
ROL-DEX DIVISION’ 
srifhth & Rowland 
WEST BEND EQUIPMENT CORP... 
Morrison-Greene-Seymour, Inc. 
WEST DISINFECTING COMPANY. 
G. Basford Company 
WESTON, BYRON, COMPANY .... 
Walter B. Snow & ‘Staff, Inc. 
WIREBOUND BOX MANUFACTURERS 
ASSOCIATION 
Waldie and Briggs, Inc. 
WOOD, R. D., COMPANY 
Harris D. McKinney, Inc. 
WOOD CONVERSION COMPANY 
The Buchen Cornpany 
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Cut 3: in truck miles 
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MEANDERING DELIVERIES _. 

-—? 

Route your trucks the SHORTEST WAY every trip. > 

The time and gas used by your drivers looking for i 

unknown streets will buy a hundred maps e- 

like Hearne’s Street Map of your city and » 

county area. = 

Printed in six colors; street names are in =~ 
big, black type, and instantly spotted with = 3 
Hearne’s patented, automatic Street Finder. a & 
(See border) +4 5 
Over 100,000 truck owners use Hearne Pee 

maps every day to give customers better — 
service and cut truck mileage. Many users a i 
claim they save the cost of the map in a -ai 

single day’s use. n 
' —n i 
HEARNE BROTHERS 6&3; 

=. 
Send for FREE ILLUSTRATED America’s Largest Manufacturers of Commercial Ss 
CATALOG, containing seven large and School Maps os 
scale maps showing in color the area 25th Floor National Bank Bidg., Detroit 26, Mich. +2 
covered by our 400 large scale street 44” by 65” wall maps of any American city, ey. 

mais. Absolutely no obligation, no $42.50 each F.0.B. your office. _ = 
salesman will al AR Sy gloky eg peateeaee o) 
44" by 65” won ape of any state in the Union, _y t 

$42.50 each F.O.B. your office. 2 
if in your operation you use salesmen, our city-county street maps might save your men me 
considerable time. Test after test conclusively proves that this type personne! will make —_» i 
more calls more often if you make it convenient. Our city-county street maps locate - a 
instantly and mechanically for your salesmen, any street address in any American city. —1 j 
We will promptly mail one of your secretaries a brochure. * j 
—4 § 
MAM Th 
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PRODUC-TROL Visual Control 


not only schedules, 
automatically checks with 


it 


rm 





® Original cost and upkeep low 


® Schedules an 


operations. 
* Historical record to back it up. 


TT 
pipe 


: 
i 





TIME, LINE and COLOR control 


— -~ 
1S WORTH 








Scheduling § 
8, 000, 000 items. | 


* Bad situations show automeotically. 
d time checks * Its simplicity has put it into 
world-wide use. 


* Analyze 100 items in 10 seconds. 


Effective Tools for Effective Management 


WASSELL 





ORGANIZATION, INC. Westport, Conn. 


Have you a new address? An early notice of change of address 


is helpful—it is usually necessary 


have four weeks’ notice. 


Please include the old address and send the information to Dun’s 


Review and Modern Industry, Circulation Dept., 


99 Church St., 


New York 8, N.Y. 
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pales up 
*7200 a week... 











Hundreds of new 
customers added... 








Three new delivery 
trucks ordered... 














Here’s another example of the sa/les-power of the 


telephone in developing out-of-town business. 

The Sun Ray Wholesale Company, an Indiana feed 
and grain dealer, has built up a $375,000 annual business 
solely by calling out-of-town customers on the telephone! 
The cost of the calls is less than 1% of sales. ‘The results are 
shown above. 

Whether you sell grain or grommets, flowers or floun- 
ders—or almost anything else—you'll find that the planned 
use of Long Distance doesn’t cost...it pays’ We'd like 
to show you how to make profitable use of the telephone in 
your business. Just call your Bell Telephone Business Office 
—there’s no obligation. A representative will visit you at 


your convenience. 


BELL TELEPHONE SYSTEM 
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LONG DISTANCE RATES ARE LOW 


Here are some examples: 


Indianapolis to Akron. . . . . 90¢ 
Philadelphia to Boston . . . . 95¢ 
Dallas to St. Lovis . . . « « $1.35 
Atlanta to New York . . . . $1.50 
Los Angeles to Washington, D. C. $2.50 


These are the daytime Station-to-Station rates for the first 
three minutes. They do not include the 10% federal excise tax. 


Call by Number. It’s Twice as Fast. 
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Bicycle saddle by 








“Nomar” anchor by 
Whitman & Robinson 
Weedsport, N. Y. 














H. & F. Mesinger Mfg. Co., Bethel, Conn. 


Blackstone Automatic Washer made by 
Blackstone Corp., Jamestown, N. Y. 


Products on the MOVE - - with Plastisols 





Hi ere’s an anchor that won’t mar boat 
decks, because it’s coated with soft, 
resilient plastisol .. . 

A tough, weatherproof bicycle sad- 
dle with a red leather grain, rivet heads 
—even the stitching—all one piece, 
molded from plastisol . . . 

And a washing machine collector 
tank coated and sealed on the inside 
—the work side—with durable plastisol. 

Does some product of yours have to 
operate under conditions like these? 
Sea water, sun, scalding water, soap, 
corrosion, chemicals, abrasion, flexing 
... plastisols based on BAKELITE Brand 
Vinyl Dispersion Resins take them all 
in stride, 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [gj 30 East 42nd Street, New York 17, N. Y. 


The term BAKELITE and the Trefoil Symbol are registered trade-marks of UCC 


Easy-flowing plastisols are simple to 
work with, either for coating or mold- 
ing. Use them for dip-coating, slush 
molding, injection molding, They form 
with little or no pressure, without harm 
to an assembly's delicate components. 
A short bake fuses them into a firm, re- 
silient material. They have good elec- 
trical insulating properties. They can 
be given almost any color you wish. 
Their finishes can be glossy or soft. 

All these features result in a surpris- 
ingly low cost in terms of service and 
production advantages. For information 
and technical assistance in applying 
plastisols based on BAKELITE Viny] Dis- 
persion Resins, write Dept. HN-42. 





BAKELITE 


Vinyl Dispersion Resins 





Plastisols used in these products 
were formulated by 
Stanley Chemical Co., East Berlin, Conn. 


Keeping America on the GO... with 


to this sign for this sign 


VERY railroader is alerted to 
watch for hot boxes on passing 
trains—and to signal by holding his 
nose when he sees one. When that sig- 
nal comes, the engineer stops the train. 
The train may be delayed for hours— 
the car with the hot box for days. 
The “Roller Freight” sign on the 
cars above replaces the hot box sign. 
It says the Western Pacific is eliminat- 
ing the hot box problem by switching 
to Timken® tapered roller bearings. 


ooo 


Only TIMKEN bearings roll so true, have such quality thru-&-thru 


Western Pacific is using 100 of these 
“Roller Freight” gondolas to help 
speed deliveries on a 900-mile run—- 
has 85 more Timken-bearing-equipped 
cars on order. In twenty-five months the 
100 cars have traveled over 8,500,000 
trouble-free car-miles. 

Timken bearings eliminate the hot; 
box problem because they roll the load. 
They cut terminal inspection time 
90%, lubricant cost as much as 89%. 

Timken bearings are designed to 


roll true, made to live up to their de- 
sign. They’re lowest cost in terms of 
performance. 

The railroads, like all industry, are 
using more and more Timken bearings 
to keep America on the go. The Timken 
Roller Bearing Com- 
pany, Canton 6, 
Ohio. Canadian 
plant: St. Thomas, 
Ontario. Cable: 


**TIMROSCO’’. 


Freight car's weight rests here 
/ \ 


Timken freight car axle bearings 
end hot box problem, cut costs 


TIMKEN Tapered Roller Bearings 
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